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particularly well, the audience sometimes 

rewards him, by making him do his work all 
over again. Possibly the shoe trade ought to feel 
flattered at the idea of the United States Senate’s cry 
of “Encore!’’ with reference to another inquisition, 
as stated in our Washington dispatches—if the Oregon 
Senator’s demand was made because of its approval 
of the patient explanations which the shoe and 
leather trade has already made to officials, boards, 
committees and commissions, of city, State and na- 
tional scope. But there is the harrowing possibility, 
destructive of self-satisfaction, that the Senate has 
been inattentive and knows nothing about these 
other inquests. 


\ \ THEN a good actor does his job on the stage 


In any case, the Senate has power to command, and 
if it insists upon this investigation, all the work will 
have to be done over again. Leading members of 
the shoe, leather and allied trades will have to spend 
days and weeks of patient explaining to people who 
have no technical knowledge of the subject, some 
of whom may not have any desire for knowledge, 
being bent upon merely a dragnet search for political 
capital, or for pretexts to interfere with business. 


Before it begins, the Senate’s Committee on Manu- 
factures ought to consider the following proposition 
which the “‘Boot and Shoe Recorder’’ formulated and 
published in its editorial columns some years ago, 
which is still true and which cannot be stated 
too often: 


“One day’s wage will buy a better pair of shoes in 
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the United States than it will anywhere else in the 
world, by fully 30 per cent.” 

The percentage today is higher than that. The 
situation reflects great credit upon the American shoe 
trade, a credit which is shared by American makers of 
leather and other materials, makers of shoe machinery, 
makers of shoes, and distributors of shoes to the con- 
sumer. The trades have served the American con- 
sumer well. They deserve well of the Government. 

Despite their good work, they have had a full share 
of pawing over by inexpert official ignorance. Over 
and over, they have explained the situation and have 
freely and frankly set forth facts and reasons. For- 
tunately, the associations in all branches of the trade 
have at hand data from their earlier reports which 
will be available for further use. This will once again 
have to be patiently presented and summarized. The 
basic truths of the business will have to be told again. 
Among these are the following: The leather and hide 
market is a world market; every shoemaking nation 
has been bidding for shoe materials; leather is a by- 
product of limited supply; it is a product of variable 


. quality, “‘simply flesh,” as has been said, subject to 


possible damage at every step of its manufacture, 
from the butcher’s knife to the finished article; and 
that, in a word, the co-ordinated and collective genius 
and ability of the American trade have so perfected 
the making of leather and other footwear materials, 
the making of shoe machinery, the organization and 
management of factories, and the development of 
sale to the public that this country stands far in the 
lead as ‘‘not only the best-shod but the cheapest-shod 
nation in the world.” 






















































































A Place for the Women 


HE fashion set by the Boston National Convention 
is being followed by State and regional conven- 
tions of the retail shoe trade, in giving the ladies 
a place on the program, and the feature seems likely 
to be permanent, whether definite organization is 
made or not. But matters are moving in this particu- 
lar, and a formal organization will probably be ready 
for work in time to participate in the duties as well as 
the pleasure of the Milwaukee convention. 

There are eligible for membership in such a woman’s 
auxiliary not only the feminine members of families 
of shoe merchants but an increasing number of women 
employes and women who are independent shoe 
merchants. The American woman in general is 
taking a more direct interest in the business enter- 
prises by means of which her husband makes a 
livelihood. There never was any particular good 
reason for the remoteness and the aloofness which had 
come to be the American custom, with reference to the 
very close partnership and_ participation, by 
women. We have been moving toward the French 
plan in this particular. 





Do the Shrinking Properly 


N these days of extended use of materials other than 
leather for shoe topping it will not do to get care- 
less about one simple but very important detail of 
preparation of such material for use. Care should be 
taken that it be properly shrunk before being made 
up, else there will be trouble in plenty, when a chance 
wetting or perspiration of the foot gets into the fiber 
of the cloth. 
A dozen years ago, or more, when canvas first 


began to be used in quantity for shoe topping, there 
was an endless amount of trouble on account of 
shrinkage, especially in children’s shoes. One manu- 
facturer of children’s shoes solved that problem in 
the second season, by making a contract for the 
services of the local laundry. All of this class of 
material was sent to the laundry and put through the 
hot water and ironing machines, as if it were shirts 
or sheets. The shrinking worked very well and his 
salesman had a quiet “talking point’ on the road 
next season which was very effective. Later, of course, 
manufacturers of such material looked to it that the 
shrinking was done before the material was shipped 
to the shoe factory. They still do this; but we have 
heard complaints of carelessness. 





A Newspaper Game 


FEW years ago daily newspapers of England 

developed quite a craze among their readers for 
‘missing word contests,”’ or the supplying of lines miss- 
ing from verses. This soon developed into a scheme 
for fooling advertisers, the managers of stores who 
used daily newspapers. 

These contests were supposed to be “fair and 
impartial.”” As a matter of fact, they were about as 
fair and impartial as the kissing at a country husking 
bee, where the kissing proverbially “‘goes by favor.” 
The awarding of prizes was manipulated to suit the 
purposes of the newspaper; winners were selected by 
methods similar to the methods of “‘hand picking” 
of candidates, by politicians. The winners selected 
were locally prominent, members of societies or 
churches or lodges, well known in their respective 
communities. Their answers were fixed up for them, 
if necessary, so that they could “‘get by,”’ in case of 
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title: *‘How De You Price Your Shoes?”’’ 








How Do You Price Your. Shoes ? 


Do you simply guess at your overhead and add that, plus your net profit, to the wholesale price? Or 
do you go more thoroughly into your cost of doing business? 

Whichever you do, you will be interested in reading an able exposition of this subject made by Presi- 
dent Thomas W. Sherron before the annual convention of the Tri-State Shoe Retailers’ Association at 


In furnishing the merchant with ammunition with which to meet criticism of retail prices, President 
Sherron has developed many factors which should be taken into consideration in price determination. 
The address of President Sherron is reprinted in this issue of the ‘“‘Boot and Shoe Recorder”? under the 

















criticism by disappointed competitors. If the contest 
kept on long enough, the newspaper made a score of 
enemies for every friend. 

Increased circulation was at first the main purpose, 
but as the plan was used later, this was reversed; they 
didn’t want more subscribers, for they lost money on 
them; all they wanted was to catch the eye of the 
advertiser. As a matter of fact, the puzzle contests 
were a choice device for diverting the readers’ atten- 
tion from other parts of the paper, whether news, 
editorials or advertisements. People would clip out 
the puzzle column and throw the rest of the paper 
away, in the street or the open grate or the waste- 
basket. The scheme has been imported into this 
country, with all its incidental tricks and a few new 
ones added. But American advertisers are pretty 
well informed men, who are thoroughly grounded in 
the idea that solid merit in a publication is the only 
means of holding the continued attention of readers. 
Temporary tricks will not do it. 


A Work for Workers 


HERE is one feature of the industrial situation 

which should be kept in mind, by workers 
especially. That is, the number of agitators there 
are who are bent upon making trouble for its own 
sake, and because they want to tear down and destroy 
the whole modern system of industry. They want 
to utterly destroy “capitalism,” and the wage system, 
as they call it, by which they mean any system which 
includes the relations of employer and employed. 





The I. W. W. are of this class; they plainly declare 
that no increase or any other benefit will satisfy them; 
they have the insane idea of seizing everything for 
themselves. (Just what other people, who have 
worked for property and earned it, would be doing 
while they carried out their plan of seizure, they do 
not appear to have considered.) 

There are other groups of radicals of similar belief. 
They do not want wages or better conditions or any- 
thing else that workers are supposed to strike for; 
they simply want to keep trouble going continually, 
to keep strikes from being settled at all, to keep other 
men stirred up and discontented, to damage and 
wreck the industry. 

All over the country such agitators are acting as 
the nucleus, the mainspring, of strikes and labor 
troubles, persistently and insidiously fanning every 
evil flame of passion and preventing adjustment or 
settlement. They work slyly, and keep in the back- 
ground, but they work most effectively. Their 
activity accounts in many cases for the strange per- 
sistency of labor disputes and the otherwise un- 
explained and unexplainable difficulty in getting 
workers to consider reasonable compromises and 
adjustments. Workers should ‘“‘spot’’ the active 
spirits among their number in the case of labor 
troubles, and should not permit themselves to be 
ruled or carried off their feet by men of this type, who 
have no desire for real betterment but who desire only 
damage and destruction. The only result of following 
such men will be sooner or later to “‘strike themselves 
out of a good job.” 





Read the “Recorder” and pass it around your 
store, so that your salespeople, as well as your 
store managers, may read the deliberations of 
the four big State Conventions held this week. 
They form interesting and instructive reading. 
The Shoe Fitting School is also in session. 

Therefore, fill out blank herewith and pass the 
“Recorder” around your store. This method of 
“round-table discussion” of our authentic and 
expert information will benefit you and your 
co-workers. 





Read the “Recorder’’ 


and Pass It Along 





Note carefully Articles 


Mr. 


























circuit is completed, with comments or sug- 


gestions, if any. 


























MASSACHUSETTS MERCHANTS MEET 


To Discuss Problems Confronting Retail Shoe 
Trade 


Boston, March 10—The Massachusetts Retail 
Shoe Merchants’ Association met Wednesday eve- 
ning, March 10, at the Boston Shoe Trades’ Club, Bos- 
ton. The meeting was presided over by H. E. Hagan. 
The meeting was devoted to an informal discussion of 
the problems that confront the retail shoe trade. 

W. W. Willson read a communication from Wm. 
Hahn & Co. of Washington, D. C., to Arthur D. 
Anderson of the “Boot and Shoe Recorder.” The 
letter stated that the Department of Justice had taken 
over the matter of retail store regulation in the 
District of Columbia, and there was grave danger 
that it would fix a per cent of maximum profit, under 
which it would be impossible for a great many 
merchants to operate. 


Massachusetts to Help 


It was decided to throw the full force of the Massa- 
chusetts Retail Shoe Merchants’ Association behind 
the Washington retail merchants, and steps were 
taken to render them assistance. 


Address by Hagan 


H. E. Hagan in an address outlined the facts per- 
taining to the financial and industrial condition of the 
country, and explained how the merchant comes be- 
tween the two contending forces of labor and capital. 

Mr. Hagan stated that the foreign exchange situa- 
tion, the rising cost of living and extravagant buying 
were leading the financial interests to tighten money, 
thereby affecting the borrowing capacity of the 
retail shoe merchant. This, with the feeling that the 
peak of high prices had been reached, was influencing 
shoe merchants to buy in small amounts and only for 
immediate needs. 


Low Shoe Demand 


Mr. Hagan further stated that the growing fad for 
heather hose would increase the demand for oxfords 
and low shoes; that there would be less heavy buying 
of women’s boots, and increasing popularity of low 
shoes. 
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Lever Act Unconstitutional 


That the Lever Food Control Act was declared un- 
constitutional by United States District Judge Faris 
of St. Louis, Mo., was called to the attention of the 
members. The judge in his decision said that the 
Lever Act was vague, indefinite and uncertain. 

It was further emphasized that the National Shoe 
Retailers’ Association’s Vigilance Committee, as pro- 
posed at the last annual convention in Boston, had 
been accepted by the Government; that fair price 
committees would be furnished with reliable data, the 
same to be acted upon by the Department of Justice 
to prevent certain illegal practices by unscrupulous 


dealers. 
/ 


Co-operation with Retail Salesmen 


I. B. Howe proposed that the Massachusetts Retail 
Shoe Merchants’ Association recognize the efforts for 
self-betterment on the part of the Boston Shoe Sales- 
men’s Association by taking a page of advertising in 
the program for their benefit dance. An invitation 
was also tendered them to be the guests of the 
M. R.S. M. A. at a banquet to be given at the Boot 
and Shoe Trades’ Club, April 14. 









A. A. HENNESSEY DEAD 


Treasurer of Hennessey, Maxwell & Hennessey, 
Lynn 

Augustus A. Hennessey, treasurer of the firm of 
Hennessey, Maxwell & Hennessey, Lynn, dropped 
dead at Palm Beach, Florida, last Wednesday eve- 
ning. Mr. Hennessey had been in Florida since the 
middle of last month with his wife and several Lynn 
business men. 

He was born in Lynn 56 years ago, and for 20 years 
was associated with John. M. Thomson in the shoe 
business. About 10 years ago he formed a partner- 
ship with his two sons, Augustus W. and Lester B.; a 
nephew, William J. Hennessey, and Thomas H. Max- 
well, in the operation of a shoe factory making wo- 
men’s welts, under the style of the Hennessey, Max- 
well & Hennessey Shoe Co. 

He is survived by the two sons with whom he was 
associated in business, a daughter, Miss Lillian Hen- 
nessey, and his widow, Mrs. Sarah J. Hennessey. 
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He was a member of the Boston City Club, the 
Lynn Shoe Manufacturers’ Association, the Massa- 
chusetts Catholic Order of Foresters and the Chari- 
table Irish Association. He was also a director of the 
Lynn Safe Deposit and Trust Company. 


GEORGE P. MAROTT DEAD 


Pioneer Citizen and Prominent Retail Shoe Mer- 
chant of Indianapolis 


George P. Marott of 918 North Alabama Street, 
Indianapolis, Ind., died at his home early on Monday, 
March 8, following a lingering illness of bright’s 
disease. 

On May 30, 1919, Mr. Marott suffered a stroke of 
paralysis and became blind, the former illness gradu- 
ally bringing on the disease which caused his death. 

Mr. Marott was born in Daventry, England, 
January 4, 1836, and was engaged in shoe manufac- 
turing there until 1874, when he came to Indianapolis 
and went into the retail shoe business at 16 North 
Pennsylvania Street. He retired from business in 
1898 and visited the Klondike region in May of that 
year and again in May in 1900. 

Mr. Marott is survived by a widow and seven 
children, George J. Marott, J. E. Marott and E. J. 
Marott, of Indianapolis; Mrs. George Burt and Mrs. 
Ellen Andrews, of London, England; Mrs. J. E. Kel- 
ler, of Indianapolis, and Mrs. Harry Eicholtz, of 
Louisville, Ky. 

Funeral services were held at the home of 
George J. Marott, 3268 Washington Boulevard, 
Wednesday, at 2 p.m. Burial was at Crown Hill 
Cemetery. 


DIRECTOR OF PUBLICITY 


R. W. Ashcroft with Ames, Holden, McCready, 
Ltd., Montreal 


Announcement has just been made that R. W. 
Ashcroft, for the past four years advertising manager 
of the United States Rubber Company, has been 
appointed director of publicity for the Ames, Holden, 
McCready, Ltd., system, Montreal. 


EXPORTS PROHIBITED 


By French and British Governments on Hides 
and Skins 


Paris, March 9—Late last week the French Govern- 
ment issued a ministerial decree placing an embargo 
prohibiting export of all French domestic hides and 
skins. 

London, March 8—The British Government has 
released from price control all market hides and skins 
and has placed an embargo  segiamnies exports of 
these hides and skins. 
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CONTRACT AWARDED 


U. S. Rubber Company to Furnish Rubber Hip 
Boots 


The U. S. Rubber Company has been awarded the 
contract for furnishing 178 pairs of rubber hip boots 
at $5.55 per pair and 118 pairs of rubber knee boots at 
$3.70 per pair. This firm was the only bidder for 
these boots. 


ARMY SHOE BIDS 
Received by War Department 
Washington—The War Department received 
March 10 the following bids for 300,000 pairs of 
Army shoes: 
B. A. Corbin & Son Co., 50,000 at $6.69, 50,000 at 
$6.73, 25,000 at $6.75, 25,000 at $6.77, 25,000 at $6.79, 





Fair Price Meeting 


Washington Retail Shoe Merchants to 
Explain Operating Expenses 


Washington, D. C., March 12—A meet- 
ing has been held here between representa- 
tive shoe retail merchants and the Fair 
Price Committee of the district, at which 
inquiry was made into the operating ex- 
penses, profits and general business of the 
industry. It was decided that the shoe men 
should have a meeting of their own organ- 
ization in the near future and report back 
to the committee the desired information. 

If the margin of profit ascertained by the 
shoe men does not coincide with what the 
committee considers fair, it will itself set a 
margin, and all merchants who do not 
remain within that margin will be prose- 
cuted, according to Assistant Attorney- 
General Howard Figg. 











50,000 at $6.81, 25,000 at $6.83, 30,000 at $6.85, or 
alternate bid for 150,000 at 5 cents less than above 
prices, or 25,000 at 15 cents less, or 25,000 at 7 cents 
less; C. J. Keefe, 50,000 at $7.07; Rosenwasser 
Bros., 100,000 at $6.98999, 100,000 at $6.9999, 100,000 
at $7.125; Chas. P. Keighley, 25,000 at $7.05, 25,000 
at $7.10, 25,000 at $7.18, 25,000 at $7.25; W. H. 
McElwain Company, 100,000 at $7.60; Joseph M. 
Herman & Co., 50,000 at $6.9245, 50,000 at $6.9745; 
R. & P. Hazzard Co., 25,000 at $6.84, 25,000 at $6.94, 
25,000 at $7.04, 25,000 at $7.14, or 50,000 at $6.89, or 
75,000 at $6.94, or 100,000 at $6.99; Huntington 
Shoe & Leather Co., 50,000 at $6.88; Emerson Shoe 
Company, 25,000 at $7.31, 25,000 at $7.3414, 50,000 
at $7.3714, 100,000 at $7.3914, 100,000 at $7.44. 
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Asks Price Probe 


Resolution Calls on Congressional Committee to Act 


Washington, D. C., March 8—Another at- 
tempt is to be made to ascertain the causes of 
the high price of shoes in the United States. 
This time the Committee on Manufactures of 
the Senate will be charged with the duty of mak- 
ing the investigation. Senator McNary of 
Oregon is the instigator of the new probe. He 
asserts that it will be searching and thorough. 


His resolution asking for the inquiry is now pend- 
ing in the Committee on Manufactures to which 
it was referred. It is understood that the mem- 
bers view it with favor and that it will probably 
be taken up and passed at an early date. The 
resolution is sweeping in its scope, intending to 
reach all branches of the trade, from the leather 
maker to the retailer of shoes. The text follows: 





Resolved, That the Committee on Manufac- 
tures is hereby authorized and directed, by sub- 
committee or otherwise, to ascertain in every 
practicable way the causes for the increased price 
of shoes in the United States, the labor, material, 
and other costs, and the profits of manufacturers, 
wholesalers, jobbers, and retailers of shoes, and 
of the manufacturers, wholesalers, and dis- 
tributors of leather, thread, shoe machinery, and 
other articles required for the manufacture of 
shoes, with a view to determining who or what 
may be responsible for such increased prices. 
For this purpose such committee, or any sub- 





TEXT OF RESOLUTION 


committee thereof, may sit during the recess and 
sessions of the Senate, at such times and places as 
they deem advisable during the Sixty-sixth 
Congress, and may employ a stenographer, at a 
cost of not to exceed $1 per printed page, and 
such other clerical assistance as may be necessary. 
A report of the results of such investigation shall 
be made to the Senate, together with such recom- 
mendations for legislation as may be deemed 
necessary and practicable. The expense of such 
investigation shall be paid out of the contingent 
fund of the Senate. 








Must Establish Fair Profit 


Another interesting Washington development 
is the action taken by the United States Depart- 
ment of Justice in requesting the retail shoe 
merchants of Washington to explain the high 
prices of footwear in the district. Local mer- 
chants appeared March 5 before the advisory 
board of the Department of Justice, which is 
waging a campaign against high living costs in 
general. They were asked to explain operating 
expenses, profits and methods of doing business, 
and were told that their organization would be 
allowed one week in which to decide upon a fair 
margin of profit. 


Warning by Figg 
Howard E. Figg, special assistant attorney- 
general in charge of the campaign, warned the 
dealers that if their decision did not coincide 
with the opinion of the board, the latter would 
establish what it believed to be a fair margin 


and that merchants who did not live up to it 
would be prosecuted. 

Mr. Figg explained that in several States 
profits are based on a sliding scale, allowing 
merchants a profit of 40 per cent on shoes selling 
for $16 or more; 35 per cent on shoes retailing 
between $10 and $16; and 30 per cent on shoes 
selling at from $5 to $10. 


Opposed to Flat Margin 


Representative retail merchants expressed 
their willingness to co-operate with the work of 
the Department of Justice and stated that they 
welcomed an investigation which would dispel 
from the minds of consumers the idea that they 
were profiteering, but they were opposed to the 
establishment of a flat margin of profit. 

The shoe men also declared that competition 
had leveled shoe prices in the district and that 
very little difference in price existed in the 
several stores. 
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Be Fair With the Public 


Adjust the Price Controversy with Justice, and Proceed to Merchandise 


with Courage 


shoe merchants and other merchants, too. 

Justice is pictured as blindfolded in the al- 
legory. But justice, in action in the shoe industry 
today, is possessed of thousands of eyes, for the 
Government—National, State, even local—spies into 
many a store, examines expense accounts and con- 
siders the fairness or justice of prices. All this is in 


dik: establish a fair price is the problem before 


addition to the judgment of the merchant himself . 


and the consumer, also as to the justice of the price 
of the shoe. 
Fair Foundation for Prices 


To provide a firm foundation for justice, as justice 
fixes fair prices of necessary commodities of life, the 


agreed upon between the Committee and the 
merchants engaged in their locality. 

I feel that the results of this procedure will be 
effective in reducing prices. 

With best wishes, I am, 

Very truly yours, 
(Signed) HOWARD FIGG, 
Special Assistant to the Attorney-General. 


See that your committee represents all interests 
in your community; that it is composed of level- 
headed citizens—and then co-operate with it to the 
fullest extent, is the advice that Mr. Hahn adds to 
the correspondence. 


Must Tag Shoes with Prices 


The Fair Price Committee of Baltimore has fixed 








follow the course. 






National Retail Dry Goods’ Association takes action. 
It urges shoe merchants and all other merchants to 


It recommends a Fair Price Committee in every 
community. It recommends that “the retail mer- 


fair prices and requires that price tags be placed on 
all shoes, for the information of the public. That, 
apparently, is also to prevent the double pricing of 
shoes on a high asking price and a low selling price. 

The Baltimore prices, as published in the Balti- 
more American, are these: 


chant’s best protection against unwarranted charges 
of profiteering lies in a committee composed of 
substantial sane-minded men, a committee in which 
retail interests are properly represented.” 
Howard Figg’s Advice 

To show the reasons for a Fair Price Committee in 
each community, the National Retail Dry Goods’ 
Association presents to merchants the following letter 
from Howard Figg, special assistant to the attorney- 


Men’s and ladies’ shoes costing from $6 to $6.85 
must be sold at a price not exceeding $10. 

All boys’ shoes, 1-6, costing from $3.75 to $4, must 
be sold at a price not exceeding $6. 

All little gents’ shoes, 10-1314, and children’s 
shoes, sizes 814-11, costing from $3 to $3.60, must be 
sold at a price not exceeding $5. 

All large girls’ shoes, 214-7, costing from $5 to $6, 
must be sold at a price not exceeding $8. 

All misses’ shoes, 1114-2, costing from $4 to $4.50, 





general, in the enforcement of the Lever Act: 







March 3, 1920. 
Mr. Lew Hahn, Managing Director, 
National Retail Dry Goods Assn., 
200 Fifth Ave., New York City. 
My dear Mr. Hahn: 

My attention has been directed to your Special 
Bulletin W, of February 27, on the subject of co- 
operation with the Department of Justice and the 
formation of Fair Price Committees. This action 
on the part of your association is very commend- 
able and I am suggesting that the merchants in 
these localities where there is no Fair Price Com- 
mittee take up with the respective State Fair Price 
Commissioners the matter of the formation of a Com- 
mittee, recommending to the State Fair Price Com- 
missioner a representative from each industry in 
such localities for membership on said local Fair 
Price Committee. 

That after the formation of the Committee 
representative merchants in each of the industries be 
called to meet with the Fair Price Committee in order 
that a reasonable price or margin of profit may be 






















DEPARTMENT OF JUSTICE, WASHINGTON 


must be sold at a price not exceeding $6.50. 

All children’s shoes, 4-8, costing from $2.50 to $2.85, 
must be sold at a price not exceeding $4. 

Infants’ shoes, 1-6, costing from $1.60 to $2, must 
be sold at a price not exceeding $2.50. 


Philadelphia Fixes 50 Per Cent 


Fifty per cent has been fixed as the standard gross 
profit on all wearing apparel for men, women and 


children, according to dispatches from Philadelphia. 


The reports add that ‘‘some gross profits may be less 
than 50 per cent, while 60 per cent is the extreme 


limit,’’ which shows that Philadelphia merchants have - 


a considerable leeway in fixing prices. 


What’s Coming Next? 

Soon or late this agitation over prices will pass. 
Merchants will continue to hold the confidence of 
customers, and merchandising will move on to new 
and better things. 

Many a merchant asks what will be these better 
things. Many views have already been expressed, 
and some of them are valuable. 
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Stock Shoes Again 
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They Are Coming into New Prominence and Merchants Give In- 


the stock shoe proposition. Many retail shoe 
merchants are pursuing a policy of turning their 
stock more often, four, five or even six times a year. 
For the quick filling of their lines, they have become 
dependent on the stock shoe departments. 

Some retail merchants have returned to the policy 
of “hand-to-mouth” buying, or buying a few shoes at 
a time, and repeating their orders frequently. This 
was a common method of 
merchandising before the 


D the circumstances of trade are favorable to 


creased Attention to Them 


business with us are asked to see just what fine shoes 
we make by placing trial orders on our styles.”’ 


Some Stock Shoe Prices 


This stock shoe man, by the way, has such shovs 
as these: 

A Danish calf brogue oxford, for men, at $8.50. \ 
cordovan brogan oxford, at $10. 

A coco brown calf shoe, custom style, for men, at 
$11.50. A patent colt danc- 
ing oxford, six-eyelet pat- 





war. These merchants rely 
on stock departments for 
quick deliveries of shoes. 


Stock Shoes Cost More 


The larger value of foot- 
wear has much to do with 
the development of stock 
shoe business. For example, 
stock shoes were worth $3 a 
pair, more or less, before 
the war. Now, shoes are 
carried in stock at .$9, $10 
and $11 a pair. That’s a 
threefold increase in value. 
It calls for a threefold in- 
vestment of capital. Some 
shoe merchants prefer to 
have the stock shoe depart- 
ment carry the more ex- 
pensive stock. The stock 
shoe man ties up his capi- 
tal. The retail merchant 
keeps his capital liquid, and 








Fawn Gaiter Boot Top for Fall to be worn with 
pumps—Presented by Saks & Co., New York 


tern, for men, at $8.50. 
Quite a line of mens 
shoes, of excellent grades, 
are carried in stock by a 
number of firms. Among 
them are men’s brogue balls, 
with extra heavy sole, at 
$10.85; the same style in 
an oxford at $9.50; a 
brogue bal, of boarded Rus- 
sia, at $9.25, and a street 
style oxford, of kid, at $9. 
One firm has just one line 
of men’s shoes in stock, a 
mahogany calf leather blu- 
cher, at $9. Another firm 
has 50 styles in men’s shoes 
in stock, and they range in 
price from $5.50 to $9.75. 
It looks as if the stock 
shoe departments had more 
grades in men’s shoes than 
ever before. So there is 
a wider assortment from 








turning. Quick turns of 
‘profits are a source of success. 





Some Stock Shoe Policies 


Some stock shoe men are cautious about carrying 
large assortments of shoes, because the shoes represent 
a big sum of money. Yet, on the other hand, the fact 
that good shoes are of sound value these days, and, 
also, the fact that sudden style changes are not 
wiping out shoe values over night, as they did in days 
before the war, is encouraging some stock shoe men 
to carry stocks with greater confidence. 

One stock shoe man makes this plain statement: 
“Our in-stock department is in a strong position to 
help you to make money. Big orders generally follow 
sampling. Merchants who have never yet done 








. 








which the retail merchant 
may make his selections. 





Stock Shoes for Women 


In stock shoes for women there are some cor- 
responding conditions. Many grades are carried; 
there is abundant opportunity for retail merchants to 
make selections. One firm has in stock both boots and 
low cuts, priced at from $6.50 to $8.50 a pair. Among 
the low cuts are pumps, ties and oxfords, of black 
and colored leathers, in smooth and suede finishes. 
Another concern had white kid and white calf shoes 
in stock at $7. 

The parcel post system is now firmly established 
in this and in foreign countries, and is encouraging the 
stock shoe departments. 
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An Attractive Store Front, Designed to Increase Power of Display 


How to Draw People Into the Store 


A Well Planned Out Store Front Is a Powerful Factor in Influencing People 
Into the Store 


rangement of merchandise in the window is de- 

signed to attract attention and create a desire 
on the part of the passersby to possess some of these 
items and it is logical that they would step into the 
store to purchase what items they desire. 


5 geomet the window display or the ar- 


Modern Window Deeply Reset 


In the old-style fronts, where the windows were not 
deeply reset, persons were attracted to the merchan- 
dise, but oftentimes some exterior influence would get 
their attention and they would forget about their de- 
sire for this item and‘ possibly pass on, and thus a sale 
would be lost. 

With the new style of deep vestibule front, custo- 
ers are drawn into the vestibule in their effort to see 
all of the merchandise on display, and after they have 
entered the vestibule they are already started on their 
journey into the store and there will be little chance 
of their attention being diverted, and thus you have a 
better chance of actually making the sale. 


Psychology of Store Front 


You can more fully appreciate this little study of 
psychology in relation to store front construction by 
referring to the interesting pen sketch which is illus- 
trated here. You will notice that the windows are 


arranged along the side wall of the store,and in order 
to get a good view of the entire display it is absolutely 
necessary for the passerby to step into the vestibule. 


Easy to Enter 


It will also be noticed that there is a sharp obstruc- 
tion or corner to the window should a person turn 
around and start to walk out, but that the window 
next to the door has been inclined at an angle of 45 
degrees, thus making it appear very much easier to 
get into the store than to step out of the vestibule and 
out into the street. 


P All these little points are very important factors in 
getting a customer into the store. 

These same principles can be applied to quite a 
number of different designs that will fit into any size 
front or use in connection with any kind of business. 


Experience Needed to Plan Front 


Merchants contemplating the remodeling of an old 
store front or the building of a new store will find it 
very desirable to get in touch with the manufac- 
turers of store fronts, as these firms, with their years 
of experience in solving these problems, can be of great 
assistance in suggesting the type of front best suited 
for your business. 
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EDITORIAL NOTE: Mr. Terhune wrote this article on board the steam- 
ship “Mauretania,” February 10, five days out from New York, en route 
to Lyons, France, where he, assisted by Editor Arthur D. Anderson, is 
now directing the exhibit of American-made shoes and shoe materials at 


the great international fair. 


HIS floating metropolitan hotel, steadily pushing toward France, has today 
given me an unusually interesting experience. 


Possibly the picturesque surroundings here on this wonderful ship have 
intensified its appeal. Sometimes, you know, we have to get away from the 
beaten track to get a correct perspective on things. 


In a word, Anderson and I “sat in” this afternoon at an almost dramatic- 
ally impressive confab of real thinking men, mostly, gathered around a big 
table in the smoking room. 


We heard an interchange of ideas, starting from the fairly commonplace 
topic of general commercial conditions, that eventually developed into a real 


feast of business intelligence. 


Here was our group. Note its widely diversified make-up: A prominent 
American financier, a well-known Western tanner, a leading New York manu- 
facturer of women’s cloaks and suits, a noted theatrical manager, a textile 
expert from Scotland, a French compounder of perfumes known to most every 
American woman, a maker of snap fasteners for women’s garments hailing 
from Prague, Bohemia, a prominent steel magnate from America—and the 
impressionable and duly-impressed editor and publisher of the ‘‘Boot and Shoe 


Recorder.”’ 


co co eho 
Now, what did this galaxy, far from telephones and incoming mail and 
messenger boys and callers and other interrupters, find to talk about? 


Business—of course. 


Each of us spilled his convictions as to various phases of today’s commer- 
cial activities. None of us was seeking any extraordinary indorsement of his 
views. At the beginning each man merely talked about his own business 


problems. 
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Presently the tanner casually mentioned a new plan for increasing the 
efficiency of his operatives. 


Bing!—he had started something. Thereupon, way out here on the At- 
lantic Ocean, with more water in plain sight than a parched and prohibition- 
ized universe will ever consume, ideas began to germinate thick and fast. 


The Bohemian snap-button manufacturer promptly pricked up his ears 
and outlined a perfect adaptation of the efficiency idea to his own business. 


The theatrical manager cleverly short-circuited the idea into the proposi-_ 
tion that if he were in a mercantile business he would make each of his store 
windows a veritable miniature stage, with striking display accessories and 
special illumination. 


This thought made an instant dent in the French parfumier, who controls 
a chain of retail shops on the Continent. He elaborated the window-display 
possibilities, and, right then and there, he called on the theatrical man for 
concrete, practicable suggestions. 


Which he forthwith got, in detail. 


The steel man loosened up and, in confidence, described a new bonus 
system just starting.in one of his plants that even the big newspapers would 
be glad to know about. 


The Scotch textile producer let out two reefs in his ears, to absorb this 
plan in detail, and allowed he’d grab it and become a pioneer in his own field. 
And so it went, for two intensely interesting hours. 


co cho cho 


From it I got this inescapable hint for readers of ‘“The Recorder”’: 


Retail shoe merchants ought, at every good opportunity, to establish con- 
tact with business ideas outside their own necessarily restricted areas—in fact, 
outside the shoe business, once in awhile. 


A half hour’s intimate business chat with a drug store man, or a hardware 
man, or a dry goods man, or a banker, or an automobile man—or even a lawyer 
—may give a retail shoe man a “hunch” worth hundreds of dollars to him—or 
thousands, maybe. 


The four walls of his store should never be allowed to become a retail shoe 
man’s business prison. 


Spt Ki S ethane 


Publisher Boot & Shoe Recorder. 
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Shoe Fitting in 1920 


*““Recorder’’ Lesson No. 5 


The Better the Fit the Better the Wear—Price and Profit 
Then Become a Pleasurable Acknowledgment of Service 





the suggestions to your fitting-stool experience. 





New faces at the fitting stool mean a keen interest in the 
first principles of shoe selling. Scarce a store in the country 
but numbers the addition of men whose knowledge of feet 
and footwear is limited to the “‘first hand’”’ knacks of getting 
sales. If by a series of AUTHORITATIVE ARTICLES we can 
give more light on “‘the first duty of the retail shoe salesman 
—fitting human feet’’—then we will have started our 1920 
educational program correctly. Study these types and apply 








id 


The How and Why of Treating Troubled ‘4 ai 


Feet as Solved by Experts Who 
Have Met With Every Form 
of Foot Trouble 


The Ankle Tendons—No. 5 


HE prominent bones forming the ankle joint 
T are in reality the extremities of the two leg 

bones, technically known as the tibia (shin- 
bone) and the fibula or outside leg-bone. It is at this 
point that the foot is “hitched” to the leg, which 
forms what is commonly known as the ankle joint. 
Very often this ankle joint is enlarged due to 
natural causes or due to an injury. 

Care must be taken in fitting, especially women’s 
boots, as this joint is apt to cause trouble if you do 
not take proper precautions. Here is where the entire 
weight of the body comes, so you can easily reason the 
necessity for correctly fitting this part of the shoe, 
from a physiological standpoint as well as the prac- 
tical side. 

If the lacing or buttoning is too tight here, you 
prevent the proper articulation of the foot. You also 
hamper that important tendon of Achilles from _per- 
forming its necessary function by not giving it the 
proper freedom. This tendon, while it is only about 
six inches long, is the thickest and strongest one of 
the body. On the other hand, if the shoe is loose 
around the ankle, it does not give the proper support 
it should. 


Fit Carefully at Ankle 


If you are able to fit a boot correctly around the 
ankle, your sale is more than half completed, as every 
woman is concerned in the appearance of her ankles, 
but fortunately for the perfect thirty-sixes, and un- 
fortunately, perhaps, for the others, all ankles and 
legs are not exactly the same dimensions. That is 
one of the reasons why you are obliged to use some of 
that gray matter in your business. 

The too slim ankle can be made to look trim by the 
use of the tongue pad, or, if that is not enough, have 
your repair man make the top smaller by cutting 
down the eyelet stay. Never make a top smaller by 
taking it in at the back; that is the proper place to 
make it larger by the insertion of a gusset. 

Now that so many good-styled, large-ankle shoes 
are on the market, most stores find it very advanta- — 
geous to carry a few numbers of this type. With these 
shoes you are able to fit the large ankle without being 
obliged to resort to the shoemaker, at the same time 
giving better service to your customer. 


The Button Boot Problem 


Now that we are selling a few button boots again, 
it is just as well that Mr. Young Shoe salesman should 
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know a few of the points which we old-timers found 
essential several years ago. 

Changing buttons has two faults that are open to 
criticism by the over-fastidious customer. 

First, when the buttons are cut off to move forward 
the thread holes show and Jeave a scar. Second, when 
the buttons have been set forward the front seam will 
be crooked, twisted to one side, and the weet line 
of the front seam destroyed. 


First Expedient 

First expedient: After cutting off the buttons from 
a black shoe, take a pen or the end of a match and ink 
the holes thoroughly; then place the upper on a hard 
surface, and gently pound the thread holes until you 
have completely closed them—the pounding will 
cause the fiber of the leather to fill the holes and, if 
done gently, will not mar the uppers in the least. 
\fter pounding, rub over the marks with a blunt in- 
strument—the handle of a buttonhook or the pound- 
ing end of a hammer—anything that is smooth and 
hard will suffice to restore the gloss to the leather 
which has been dimmed by the ink. This will hide 
the holes through which the needle and thread have 
passed. 


Another Suggestion for Adjusting 

Another suggestion. If you reset the buttons by 
hand, where only a slight change is needed, the “‘long- 
stitch-forward’’ method may be used. After you have 
cut off the buttons and begin to reset, have the girl 
leave the thread long—that is, do not have the 
buttons drawn tightly to the upper—leave plenty 
of length. This gives each button plenty of play, 
and often will be sufficient to meet the requirements. 


An Elastic V 


Another often-tried expedient when the customer 
will not permit you to change the buttons: Have in- 
serted in the back of the boot, say from the fourth 
or fifth button counting from the top, an elastic V 
(use light-weight goring) about one inch each side of 
the back seam. 

Most women are like good soldiers—they never 
look behind. All they seem to care about is to be sure 
that their “hat is on straight.’”’ Now, if the front 
seam remains straight (and it will) they will be pleased 
with your efforts and you have succeeded in saving a 
sale. 

The Too Thick Topping 

Narrow tops laced too snugly are liable to produce 
pain in ankles. Where the upper leather is of a thick 
texture, there is liable to be some measure of chafing 
at the ankle. The remedy for both of these is to mold 
the ankle bone over the last, a process very similar 
to that used in preparing shoes for the window. You 
insert both sections of the ankle last and lace up 
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tightly over the instep and ankle, this lacing to be 
very tight and to leave no wrinkle in the lining or 
leather. 

A gentle hammering over the ankle point of the 
last, while the leather is pulled tightly, will add ma- 
terially in causing the ankle joint to remain formed. 
The leather then shows a small pocket at the ankle 
joint that will remedy the chafing and tightness 
previously mentioned. 


Ball and Socket Stretcher 


If you do not have the ankle lasts, use the ball and 
socket stretcher, being very careful how you use this 
or any other shaping device on tan leather. Never 
wet or pound tan leather. 

In fitting your next customer, endeavor to carry 
out some of these suggestions, remembering that no 
two cases will be exactly the same. 





April 2 Bids 
On Men’s Rubber Boots, Arctics, and Lumber- 
men’s Overshoes 
Washington, March 9—Bids willbe received by the 
Surplus Property Division of the War Department on 
April 2 for 275,000 pairs of men’s new rubber boots in 
hip and half lengths. They are of regulation sizes 
and are to be offered in minimum lots of 12 pairs. 
vibbeenaied also at the same time for 100,000 
*® overshoes and arctics, all rubber 
The minimum bidding unit 
is 20 pairs. There are also a few pairs of lumbermen’s 
new overshoes which have leather tops, and a few re- 
claimed pairs of overshoes in sizes running from 6 to 
11. These, too, are offered in minimum bidding units 
of 20 pairs. 


and in regulation sizes. 





Bids Received 
On Army Service Shoes, Officers’ Cordovan Shoes 
and Dress Boots 

Washington, D. C.—Bids were opened in Wash- 
ington, March 10, at 11 a. m., for 300,000 pairs of 
Army Service Shoes, double sole, uppers to be chrome 
retanned side leather. 

Bids were opened March 11 for 500 pairs of officers’ 
cordovan shoes and 365 pairs of officers’ dress boots. 





Fifth Store 
Opened by Kafateria Shoe Company at San 
Pedro, Calif. 

The Kafateria Shoe Store Company of Los Angeles, 
California, recently opened their fifth store at San 
Pedro. The slogan of the concern is ‘The store that 
put the ‘Shoo’ in Shoe Prices.” Such large stocks 
are required to meet the needs of their five busy 
stores that they have been obliged to open a wholesale 
house in San Pedro, in addition to the retail store. 
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An Interior View of New Shoe Factory of R. P. Smith & Sons 


Business Expansion 


R. P. Smith & Sons, Oldest Chicago Concern, Continues Growth 


The continued growth and 
success of Smith & 
Sons Company are well demon- 
strated by the reproductions 
shown here. 

Since starting in business in 
1857 this concern has shown a 
continuous rapid increase in 
volume of sales each year. 

Owing to the rapid increase 
in volume of business and their 
desire to maintain the good 
will of the thousands of mer- 
chants whom they have as 
book accounts, they recently 

urchased the J. E. Tilt shoe 
actory in Chicago. 

This move made them one 
of the largest manufacturers 
and jobbers of men’s and 
women’s shoes in the Chicago 
Market. It also made it 
possible for them to handle 
their apparent ever increasing 


An Exterior View of New Shoe Factory 


An Exterior View of Downtown Sales Offices 


| 
| 
| 
| 
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volume of business with more 
ease than ever before, and is 
assurance to their many cus- 
tomers that they are doing 
everything possible to meet 
the present-day demands and 
make prompt shipment on all 
orders received. 

Since completion of addi- 
tions to factory the general 
offices and main _ salesroom 
have been moved to 700 
Kingsbury Street. However, 
their complete line is shown in 
one of the most attractive 
sales offices at South Wells 
Street, which is in the heart 
of the wholesale shoé district, 
for the benefit and convenience 
of the many visiting and local 
buyers whose time is lim- 
ited. 

Salesmen are now covering 
every State in the Union. 


An Interior View of Downtown Sales Offices 
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Merchants Unite to Educate Consumer 






Utica, N. Y., Men Use Full Pages in Newspapers to Tell the Public “The 
Whole Truth and Nothing but the Truth’’ 






Local shoe merchants are endeavoring by meansof a strong newspaper campaign to educate 
the consumer as to the cause of high shoe prices. The local association has secured theservices 
of an advertising expert, who is directing the campaign. 

The following full-page statement is typical of the effort being made in this city to re- 
establish the reputation of the retailers. 










SOME TRUTHS ABOUT SHOE 
PRICES IN UTICA 


When you pay a high price for shoes you The retailer has to pay the manufacturer 
are inclined to blame the retailer because for the materials that have tripled in price 



























it is to him you hand your actual money, and the labor that has nearly doubled in 
but it is not the retailer who is responsible price, and he must pass those costs on to the 
for high prices. The retailer who makes a public plus the cost of operating his store 
net profit of 7 per cent on and a profit that will in- 
his outlay today considers sure him a decent return 
himself lucky and you will for his investment and 
agree that 7 per cent is a * work. Most retailers fix a 
very moderate business Shoes Will Be gross profit of 30 per cent 
profit. j Cheaper to 40 per cent on their 
ychace are high today | ven more leather | ently.” But nearly ll of 

° . at a cheaper price is that disappears in the cost 
theis protection ame sna obtainable; of operating their busi- 





chandising has increased 





ness, leaving only 7 per 









in cost. Materials have —when demand is oer 

tripled in value since 1915 evenly distributed cent, which is less than the 

because there are not among all grades; average business man will 
enough hides or calfskins —when the cost of accept. ; i | 
or kidskins to satisfy the production declines; The retailers will rejoice j 
demand. when the cost of produc- 






—when the retailer’s 
dollar can buy him 
more than 50c worth 
of merchandise. 






tion and merchandising 
fall. Lower prices to the 
public will follow, and that 


So great is the demand 
that the goatherds of the 
East are offered prices for 
























skins ofanimals yet unborn will mean increased busi- 

and the cattle raisers of ness and an increased vol- 

South America are asking ume of profits. 

for options on the hides of 

animals that are still roaming the pampas. Some Utica Shoe Merchants Who Are 
You know the labor situation yourself. Giving the Public a Square Deal 

You know that skilled and unskilled work- The Sample Shoe Store, Hughes Parlor 

men are getting a higher price per hour for Shoe Store, H. Gschwinds’ Sons, Tectors, 

their labor than ever before. In the shoe C. Sautter’s Sons, W. L. Douglas Shoe Com- 

trade the average increase since 1915 has pany, Bowne-Gaus Shoe Company, W. H. 






been over 80 per cent. Hamlin. 
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Truthful “Ads” Stimulate Business 


Increased Trade Follows in Wake of Honesty—Four Ways Suggested of 
Fighting the Evil of Dishonest Publicity 


practically all transactions was “‘let the buyer 

beware.” In recent years, however, there has 
been a decided change of heart and today the accepted 
policy is that all transactions must be based on fair- 
ness and mutual satisfaction to both parties. 

In a large measure the change is due to the wonder- 
ful work of business organizations, of which the retail 
shoe merchants’ associations constitute a large and 
active group. Principal among these organizations, 
however, are the Associated Advertising Clubs of the 
World. Through their various vigilance committees 
they have succeeded in securing evidence that has been 
instrumental in stopping innumerable schemes to de- 
fraud, and many a crooked promoter has been prose- 
cuted and is now “doing time” through their efforts. 


The Public Is ‘*Gun Shy”’ 

Every false advertisement published makes it 
harder for the honest advertiser. Persons who are 
caught once by a fraudulent advertisement are in the 
future apt to regard all advertising with suspicion. 

If a dealer advertises a high-grade shoe ‘worth 
$12.00 at $4.85” because he is obliged to go out of 
business (an old stock phrase), and if Mrs. Brown gets 
“stung,” isn’t it only natural that she will look with 
suspicion on every other advertisement which offers 
genuine bargains for legitimate reasons? 

It is obvious, therefore, that dishonest advertising 
reacts on the honest advertiser. In the final analysis 
he is the sufferer. 


| per quite recently the accepted policy of | 


Remedies Are Suggested 
In order to reduce to the minimum, or if possible, 
eliminate this fraudulent advertising, there are several 
suggested remedies: 





First, refuse to advertise in any news- 
papers, magazines, or other publications 
which accept dishonest and fraudulent 
advertising. 

Second, demand in the contract with the 
publisher that misleading or dishonest ad- 
vertising be kept away from your own 
advertisements. 

Third, establish vigilance committees to 
investigate, secure evidence, and give pub- 
licity to all fraudulent advertising. 

Fourth, prosecute all dishonest advertis- 
ers on evidence of their guilt. ‘ 











These remedies will encourage fair competition by 
reducing false statements and exaggerations in adver- 
tising and other forms of selling. They will help the 
honest business house maintain accuracy and truth in 
its advertising. Many of the larger stores of the 
country, such as Marshall Field’s of Chicago, the 
Emporium of San Francisco, and others, make it a 
point never to use comparative prices in their sales 
advertising, preferring to show only one price and to 
let the public judge for itself the value of the article. 
This policy has been extraordinarily successful in 
inspiring the confidence of their customers. 


Everyone Benefited 

They will prevent fraudulent operations of ‘‘fly-by- 
night’’ merchants, fake auction sales, and other 
questionable types of business which are using unlaw- 
ful methods to get trade. 

They will result in greater. profits from straight- 
forward and truthful advertisements. They will help 
the merchant by inspiring confidence in his advertis- 
ing. They will help the newspapers to raise their 
standards and consequently to increase the amount of 
advertising they carry. These remedies help the 
consumer because they will enable him to depend 
upon as true what is being said about the article adver- 


. tised. 


Co-operation Necessary 


While retail shoe merchants can do a great deal 
toward accomplishing these ends, they must have the 
co-operation of the merchants in all lines of business. 
With this spirit of co-operation and mutual under- 
standing, the above suggestions can be put into 
practice and they will mark the “passing” of fake 
“fire,” “‘bankrupt,”’ “receiver's,” “water damage,” 
“railroad wreck”’ sales, and sales of a similar nature. 
Part cotton goods will not be sold as all wool, nor imi- 
tation silk as pure silk, nor imitation leather as genuine 
leather. Falsehoods and deceptions will be weeded 
out of advertising and honest business will realize 
increased efficiency in its public announcements. 





Mexican Hide Embargo 


Reported to Be Effective on American Ship- 
ments May 1 

Washington, March 5—Unofficial information has 

reached here that the Mexican Government is to 

prohibit the exportation of hides and leather to the 

United States. This embargo to be effective May 1. 
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Fitting Points 


Short Vamps, Tight Waists and Low Heels Are 
Features 





Styles in women’s shoes are changing, and the fit- 
ting clerk changes his fitting methods accordingly. 

New styles have vamps of 3%4 inches or less. 
That’s shorter than some of the familiar vamps now 
in vogue. The clerk made an allowance for the long 
vamps. He will be obliged to make an allowance for 
the short vamps. There’s no set rule. Each case is 
different. Be sure to fit long enough. Short vamps 
fitted short are the chiropo- 
dist’s best friend. 
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Women Guests at the Pennsylvania Shoe Retailers’ Association, Harrisburg—March 8-9 





Illinois Convention 


President Meyer Announces Congress Hotel. 
Chicago, as Headquarters 


F. P. Meyer, president of the Illinois Shoe Re- 
tailers’ Association, announces that the Congress Hotel. 
Chicago, will be headquarters for the July Convention 
of Illinois shoe merchants, which convention will be 
held in the Florentine Room and the banquet and 
style show will be held in the Gold Room. The dates 
are July 12, 13 and 14. 

Mr. Meyer predicts, and is laying his plans to 
make good his prediction, 
that the July Convention, 





The tight waist shoe ap- 
pears here and there, in 
men’s as well as in women’s 
lines. There’s merit in it, 
properly made and fitted. 
The tight waist shoe fits 
the waist of foot like a 
glove on the hand. It pre- 
vents the foot from slipping 
into the forepart of the 
shoe, and crowding the toes, 
especially when a high heel 
shoe is worn. Every thin- 
heeled foot should be fitted 
to a shoe of this type. 

\ new demand for low 
heel shoes is caused by a 
campaign of several women’s 








Dark Cocoa Russia calf, brogue style, recede 
toe, 3% inch vamp, heavy wheel extension 
sole, 15/8 heel, perforated wing tip, heavy 
foxing. By I. Miller & Sons, Inc., Brooklyn. 


the big banquet and ‘style 
show will scarcely be sur- 
passed by that of the Na- 
tional, except in numbers 
attending. He is going to 
make it worth while for 
shoe merchants beyond the 
confines of Illinois to come 
to Chicago next summer. 


Fight British Tax 


Leather Workers Protest 
Against Levy on Goat- 
skin Exports 

Philadelphia, March 12— 


A joint committee, consist- 








organizations. It’s up to 

the customer to judge. 

However, the fitting clerk will fit with care a low heel 
shoe to a foot that has worn a high heel shoe so long 
that it has got used to it. 

While many reformers argue about narrow toes and 
high heels, yet the experienced fitting clerk knows 
that the real places to fit a foot are at its foundations, 
the ball, where the tread comes, and the heel. 

Some of the new French shoes, with short vamps 
and high heels, won’t stand the process of re- 
modeling by the removal of a few lifts, for the purpose 
of lowering the heel. 


ing of Wilmington, Phila- 
, delphia and Camden mem- 
bers of the United Leather Workers’ Internation- 
al Union, has drawn up a memorial, addressed to the 
Secretary of the Treasury and to members of the Sen- 
ate and House of Representatives, protesting against 
the export tax which has been placed by Great 
Britain on all Indian goatskins coming into the 
United States. 

The memorial points out that the American manu- 
facturer must pay this export tax of 15 per cent 
while the English tanner secures a »rebate of 10 per 
cent on the tax. 
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The adoption of a resolution providing for a committee to formulate a price regulation plan which shall serye 
as a model for all price regulation throughout the United States was the outstanding feature of the sixth annual 
convention of the Pennsylvania Shoe Retailers’ Association, held March 8 and 9 at Harrisburg. The adoption 
of the resolution followed a remarkable address by Frank B. McClain, head of the State’s Fair Price Commission, 
in which, among other things, he said: 

**Not being a preacher, a schoolteacher or a lawyer, but simply a man whose whole training and 
life has been along business lines, I want to see a non-hysterical and thoroughly businesslike policy 
applied. And I construe that to mean a policy of co-operation and not a policy of coercion as has been 
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applied in some States.”’ 

The convention unquestionably was the most important in the history of the association. More than 400 
members and guests were in attendance, 100 more than attended the Johnstown Convention last year. An 
unusual degree of interest was manifested in the various addresses, as well as in the exhibits from all parts of the 


country. 


Convention Report by Wire 


Entertainment Committee (Ladies): Mrs. H. S. 
Parthmore, Harrisburg, chairman; Mrs. John Eisen- 
berg, Mrs. John Kelly. 

Resolution Committee: M. H. Neuwahl, Altoona. 
chairman; A. A. Smith, Greensburg; W. H. Cannon, 


Harrisburg, Pa., March 9—What is generally con- 
ceded to have been the most successful convention 
ever held in this State was concluded here yesterday 
by the Pennsylvania Shoe Retailers’ Association. 
Meetings were held in the Penn-Harris Hotel, under 


the leadership of President C. J. Mensch, who called 
the convention to order Monday morning. 

Following short addresses by Mayor George A. 
Hoverter, John Schoell and others, the following com- 
mittees were appointed: e 


Committees Appointed 


Program: C. S. Goodman, chairman; William 
Paul, J. P. Yungel, H. S. Parthmore, J. A. Crawford. 

Credentials: H. S. Parthmore, Harrisburg, chair- 
man; William Hess, Harrisburg; C. J. Crego, 
Harrisburg. 

Convention City Committee for 1921: Mrs. E. E. 
Evans, Scranton, chairman; Miss C. Lamparter, 
Lancaster; Miss Grace Irons, Greensburg; Miss 


Corbett. 


Du Bois. 
Nominations: Albert Schmidt, chairman; A. A. 
Smith, B. A. Shorb, David Strumpf, R. S. Brady. 


President’s Review 


In reviewing the work of the association, President 
Mensch touched briefly on the N. S. R. A. Conven- 
tion in Boston, predicted a membership of 1,000 for 
the State Association before 1924, and then launched 
into a vigorous denial of the charges of profiteering 
which have been made against the retail merchants as 
a class. He quoted at length from the reports of Fair 
Price Commissioners in several States and predicted 
still higher retail shoe prices than those now prevailing. 
In part, his address was as follows: 
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Year of Prosperity Ahead 


By C. J. MENSCH 


“The year 1920 is going to be a splendid year. It 
is true that an adjustment is bound to come, and, in 
fact, from the present outlook, we may be edging on 
the financial end of it now, but I have sufficient confi- 
dence in our Government and financiers that they can 
so check and regulate the present financial situation 
as to avoid a panic. 

“The decision reached by the United States 
Supreme Court that the United States Steel Corpora- 
tion is not a trust and the return of the railroads to 
private ownership are factors of public interest and 
service, and are sure to add confidence to capital and 
labor that will make 1920 a prosperous year. 


Retrenchment Advocated 


“Rising markets are about at the limit. 

““We are going to face a retrenchment; we are 
going to face conditions in factories where you 
won’t have to wait perhaps six months for goods; 
you are going to have men seeking for business 
which you haven’t had for four or five years. 
We are facing a considerably greater curtailment 
in purchases by the public. 

“Tf that is so, then it seems to me that we had better 
stop and take account of just where we are—whether 
or not we are carrying as large stock of merchandise 
as we did, and if we are, if it isn’t a great peril. I 
don’t mean to say that we are going to be faced with a 
great slump in the market, or that prices will be 
changed in a short time, but I do believe that a man 
will have to figure very much closer on his carrying 
stock than he has for a long time. We all know that 
our inventories are very much larger than they ever 
were, and all the money you have made in most cases 


is still in your stores. And we know that it is an old 
saying that if you don’t take your money out you 
haven’t earned it. 

Defends the Merchant 


“Shoe prices are high, but the shoe retailers have not 
made them high. If we were able to buy shoes at the 
same prices we bought them at before the war, we 
would still be selling them at the same pre-war prices. 

“Nor are the shoes exceptional in this regard. 
People are beginning to realize that while shoes are 
always quoted and pictured as horrible examples, that 
clothes are dear; that stockings are high; cotton, food- 
stuffs and all other commodities are also up in the 
price scale. 

“Neither are we alone today in being charged with 
profiteering. The question is broadening and I dare- 
say the amended Lever Food Control Act is beginning 
to exert a meddlesome influence in business to a greater 
extent than any other law I know of. 


Denounces Lever Act 


“Tt is a meddlesome and un-American act, and can 
only be justified as a war measure. The war is over 
and prices are not being reduced thereby. Shoe retail- 
ers are not responsible for manufacturers’ prices, nor 
for the high cost of leather. How, then, can we reduce 
prices? 

**Give us cheaper leather and we will give the 
public lower shoe prices. This is not only com- 
mon sense, but it is what the retailer is striving 
for—for he is most anxious to serve the public, to 
gain its favor and good will. That is the science 
of retailing, and the retailers’ only hope for a 
successful business life.’’ 
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The remainder of the morning session was taken up 
by routine committee reports. 

In the afternoon, following addresses by Milton G. 
Harper of Philadelphia on “Changing Conditions,” 
A. H. Geuting of Philadelphia, ex-president of the 
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Group of Delegates at the Convention of th 


National Association, addressed the convention on 
topics of general interest and was frequently ap- 
plauded. 

He was followed by Frank B. McClain, Fair 
Price Commissioner of Pennsylvania. 


**Co-operation---Not Coercion’’ 


(Extracts from speech of Frank B. McClain, Pennsylvania Fair Price Commissioner, before the convention 


of the Pennsylvania Shoe Retailers’ Association.) 


After all, the thing that we are suffering from most 
is not enough man-power in useful operation, and with 
particular reference to your business, what we need 
today is a bigger demand for square-toed shoes of 
homely length and less demand for those of the tooth- 
pick pointed toe design. There can be no return to 
anything like normal conditions. There can be cor- 
rections made, I agree, from present conditions, but 
there can be no return to normal conditions until the 
large element of our working people prefer sticking to 
work. And, to my mind, the best and most perma- 
nent advantage to the public in general and to the 
man who works with his hands in producing something 
useful can be had by a return for a limited period of, 
say, three years to a 54-hour working week, coupled 
with the elimination of the 50-second watch now so 
generally in use, and the wiping out of the Daylight 
Saving law. 

Co-operation—Not Coercion 


When I was asked to accept the place of Fair Price 
Commissioner for Pennsylvania, I accepted with the 
stipulation that in the application of the Fair Price 
program to this Commonwealth I would be permitted 
to follow my own judgment as to which was the best 


and promptest way to arrive at the results contem- 
plated by the United States Department of Justice in 
its administration of the Lever Food Act and its 
amendment of October, 1919, and my policy was this. 
which proposition on my part was agreed to—and not 
being a preacher, a schoolteacher or lawyer, but 
simply a man whose whole training and life has been 
along business lines—that 1 wanted to see a non- 
hysterical and thoroughly businesslike policy applied. 
And I construe that to mean a policy of co- 
operation and not a policy of coercion as has 
been applied in some other States. 


Little Profiteering 


I believe men in the shoe business, men in the dry- 
goods business, men in the food business, if appealed to 
properly, will agree to a modification of present prac- 
tices that have grown up among all of us since the 
war began—the practice of “get it while the getting is 
good’’—of making the price on our own basis; but if 
we are to avoid a social condition later on that may) 
mean disadvantage to all of us, it would be well not 
only in the name of humanity, but as a matter of 
prudence, to observe the stars that now show in our 


social sky. 








Pennsy!vania Shoe Retailers’ Association 
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Suggests Committee 


My suggestion is that the best way to prepare to do 
that is for this association to appoint a small com- 
mittee to take this subject up, in order that we may 
arrive at a harmonious agreement as to what is a fair 
margin at which shoes should be sold over cost. 


I know that many think that the margin should be 
figured on selling price. Such a plan, or such an 
arrangement, in determining what constitutes a fair 
selling price, is confusing to the public, and, after all, 
it is simply a matter of detail whether a 33 per cent 
margin, based on the selling price, equals a 45 per 
cent, based on cost. Why not simplify the thing and 
say that a fair selling price shall be so much over cost, 
the percentage to be determined by local Fair Price 
Committees, where the same exist, and where they do 
not exist by the Fair Price Commissioner of the Com- 
monwealth, taking into consideration the locality. 


Style Features Excepted 


It costs more to sell shoes in Mr. Geuting’s store in 
Philadelphia than it does past York Road. It costs 
more to sell shoes on Fifth Avenue in Pittsburgh than 
it does at McKee’s Rocks—all those things should be 
taken into consideration and a fair adjustment made, 
and then, again, an adjustment as to overhead, in- 
cluding profit, shouldn’t be a flat adjustment, to my 
mind, on all character of goods sold, because, as I 
understand it, in your stock you have a class of goods 
that are called fashion shoes, or novelties. They 
don’t live long in the trade. You lay in a stock of 
them and if you don’t get a big price for the first 60 
or 75 pairs of that total stock, why you are likely to 
lose out on the whole stock, because the last 25 per 
cent or 40 per cent you have to sell won’t yield a 
profit.. But on staple goods of standard makes I 
believe that an agreement can be arrived at by a com- 
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mittee such as I suggest, with myself as Fair Price 
Commissioner, in terms to be transmitted by me to 
Fair Price commissioners wherever the same exist. 

A feature of Tuesday’s session was the round-table 
discussion of practically every phase of retail shoe 
merchandising, one of the most interesting features 
of which was the address on ‘‘Records and Their Use,”’ 
by Ernest A. Burrill of Brockton, Mass. 


New Association Officers 


Directors (three years): H. I. Boyd, Ben Schaub, 
A. A. Lazarus, Christian Ludebuehl and C. O. 
Hoffman; two years, C. J. Mensch, Al Forster, 
George Garman, Roy Walters and Albert Schmidt; 
one year, H. S. Parthmore, S. S. Schweimer, M. H. 
Newwahl, A. A. Smith and A. J. Hoerr. 

President, Harry I. Boyd, Lancaster; first vice- 
president, Albert Foster, Philadelphia; second vice- 
president, Martin F. Murray, Wilkes-Barre; secretary, 
George M. Garman, Philadelphia; treasurer, C. Q. 
Hoffman, West Chester. 

Scranton was chosen for next year’s convention. 





Exhibitors at Convention 


Carlisle Shoe Company, Carlisle, Pa.; Tweedie 
Boot Top Company, St. Louis, Mo.; Joseph I. 
Meany & Co., Philadelphia, Pa.; W. T. Holmes 
Company, Philadelphia, Pa.; Lindner Shoe 
Company, Carlisle, Pa.; Nathaniel Fisher & 
Co., New York, N. Y.; Dunn & McCarthy, 
Auburn, N. Y.; Parisian Beading Works Com- 
pany, Philadelphia, Pa.; United States Rubber 
Company, Philadelphia, Pa.; Devine & Yungel 
Shoe Mfg., Harrisburg, Pa.; McElwain, Morse 

(Continued on page 60) 
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ALBERT FOSTER 


Retailers’ Association 


C. J. MENSCH 


Vice-President of Pennsylvania Shoe Past President of the Pennsylvania 
Shoe Retailers’ Association 
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C. Q. HOFFMAN 


Treasurer of Pennsylvania Shoe Re- 
tailers’ Association 





Exhibitors at Convention 
(Concluded from page 59) 
& Rogers, New York, N. Y.; Kiddy Shoe Serv- 
ice, Inc., Lititz, Pa.; Pedigo-Weber Shoe Com- 
pany, St. Louis, Mo.; Wise & Cooper Co., 
Auburn, Me.; Florsheim Shoe Company, Chi- 
cago, Ill.; Thompson Bros. Shoe _ Co., 
Brockton, Mass.; Richards & Brennan Co., 
Randolph, Mass.; John Strootman Shoe Com- 
pany, Buffalo, N. Y.; A.J. Bates & Co., New York, 
N. Y.; C. A. Eaton Shoe Company, Brockton, 
Mass.; Arrowsmith Manufacturing Company, 
Morristown, N. J.; DeCou Brothers Company, 
Philadelphia, Pa.; Grieb Shoe Manufacturing 
Company, Philadelphia, Pa.; Converse Rubber 
Shoe Company, New York, N. Y.; - Weimer, 
Wright & Watkin Co., Philadelphia, Pa.; 





Smaltz-Goodwin Company, Philadelphia, Pa.; 
T. R. Emerson Shoe Company, Brooklyn, N. Y.; 
Harrisburg Shoe Manufacturing Company, Har- 
risburg, Pa.; S. Halle Sons, Baltimore, Md.; 
Goodyear Tire & Rubber Company, Akron, 
Ohio; Commonwealth Shoe Company, Boston, 
Mass.; Bueke Company, Philadelphia, Pa.; A. 
H. Colmary Company, Baltimore, Md.; Kuhn, 
Pavord Wilks Shoe Company, Harrisburg, Pa.; 
J. E. French Company, Rockland, Mass.; Con- 
cord Shoe Company, New York, N. Y.; Wizard 
Foot Appliance Company, St. Louis, Mo.; W. H. 
McElwain Company, Boston, Mass.; Hazen B. 
Goodrich Company, Haverhill, Mass.; Everett 
& Barron Co., Providence, R. I.; Hurley Shoe 
Company, Rockland, Mass.; Barke-Gibbon 
Company, Philadelphia, Pa. 








Boston Store Banquet 


One Hundred Fifty Employes of Thayer McNeil 
Company Attend 

More than 150 employes of the Thayer McNeil 

Company attended the firm’s second annual banquet 

and dance at the Hotel Vendome, Thursday evening, 

March 11. H. F. McNeil, treasurer, presented prizes 


to the employes who excelled in sales during the past 
year. 

Other members of the firm present included J. F. 
MeNeil, president, who gave a brief address on his 
work in the shoe business for the past 50 years, and 
Gordon McNeil, vice-president. James T. Thrasher 
entertained with a number of original stories told in 
dialect. 
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Whereas, The convention is highly gratified 
at the views expressed by Chairman Frank B. 
McClain of the Pennsylvania State Fair Price 
Commission and heartily endorses the plan that 
he suggested ; 


Therefore be it resolved: 


First, that the president of this convention be 
directed to appoint a committee to devise a 
plan for the purpose of co-operating with the 
State Fair Price Commission, which plan will be 


eminently fair to the consumer. 


It is intended that this plan shall be sufficiently 
broad and comprehensive to serve as a measuring 
stick for all fair price commissions, yielding a 
fair profit to the proprietors of the high-grade 
service stores, as well as to the simpler non- 
service stores and conform to the plan of the 
National Shoe Retailers’ Association of co- 
operation as adopted by the Department of 
Justice, whereby vigilance committees, made up 
of capable and experienced shoe men from the 
trade co-operate with the Department of Justice 
to eliminate every unfair practice in the retail 
shoe trade throughout the country. 


Dishonest Merchants Scored 


Second: It has been called to the attention of 
the Pennsylvania State Shoe Retailers’ Associa- 
tion that here and there throughout the country 
stores have sprung up almost over night, in the 
great boom and confusion incident to war-time 
conditions, stores that, without either experience 
or principle, are trading on the Barnum theory 
that “there is a fool born every minute.’’ Such 
concerns are deceiving the public and bringing 
unjust criticism on the host of honest shoe deal- 
ers by using misleading advertisements and often 


have no one price system, but divide the extra 
profit that the clerk may take with the sales- 


force. This method of merchandising is, by the 
Pennsylvania State Shoe Retailers’ Association, 
most earnestly condemned. 


Resolutions Passed 








And whereas 99 per cent of the shoe dealers of 
the State are honest, loyal citizens, trained in 
their trade, diligent in their business and so 
sincerely opposed to profiteering that they go on 
record as having nothing to fear from Govern- 
ment regulation or State fair price commissions 
that are made up of fairminded, well-informed 
business men who will seek such technical 
knowledge in rendering their decisions as the 
trade will willingly supply. 


rn Denied 


Third: The retail shoe dealers are in a keen 
field of honest competition. Among them there 
is no monopoly or collusion and therefore in the 
very nature of the facts it is impossible for 
organized profiteering to be practised ever 
though the dealers were. so disposed, which 
never has been established. Therefore it is the 
earnest desire of the members of this association 
to co-operate with the State Fair Trade Com- 
mission, for the retailers of shoes in the State of 
Pennsylvania are more concerned about the high 
prices than is the Department of Justice, for our 
very livelihood depends on the integrity of the 
business and our trade on square dealing. 


Against **‘Bargain’’ Sales 


Fourth: It is further resolved that the public 
be advised to avoid bargain-counter and quick- 
sale brands of cheap shoes, but rather to save 
leather and save money by purchasing well- 
made, high-grade shoes that can be repaired time 
after time at little cost. By this method family 
shoe bills will be materially reduced, thus giving 
the satisfaction of well-built, neat-looking shoes 
at minimum cost. The public should remember 
that the retailer has no control over the leather 
market or the factory wages scale, both of which 
are abnormal at this time. 

Fifth: Be it further resolved that a copy of 
these resolutions be sent to the Honorable 
Frank B. McClain, chairman of the Pennsyl- 
vania Fair Price Commission, with the assurance 
of this convention that every effort will be made 
by the committee to be appointed to co-operate 
with him and by the association as a whole to 
facilitate and make easy his tasks. 
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With a total registration of 250, among whom were numbered at least 75 per cent of the active members, the 
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second annual convention of the Tri-State Shoe Retailers’ Association was held March 8 and 9 in Memphis, Tenn. 
Features of the convention were addresses covering the various problems to be met in the retail merchandising 
of shoes, a discussion of price conditions and election of officers to serve during the ensuing year. 


About 25 booths were arranged in the Hotel Chisca, convention headquarters, and salesmen were busy during 


Memphis, Tenn., March 9—The first day’s session 
of the annual convention of the Tri-State Shoe Retail- 


* ers’ Association was called to order yesterday morning 


by President Tom W. Sherron of Memphis, with a 
total registration far larger than had been anticipated 
by the Convention Committee. Following the invoca- 
tion, which was delivered by Rev. Dr. H. O. Hofstead 
of the Court Avenue Presbyterian Church, the ad- 
dress of welcome was made by Rowlett Paine, mayor 
of the city. Mayor Paine congratulated the associa- 
tion on its accomplishments. 

The feature of the afternoon session was the review 
of President Sherron, a masterly handling of the vari- 
ous factors which enter into the pricing of shoes at 
retail. (President Sherron’s address is reprinted almost 
in full on another page.) Following this review came 
the report of Secretary R. E. Caradine of Memphis, 


which showed that the affairs of the association are in 


good shape. 


Interesting Speeches Made 

Other addresses of the afternoon session were those 
by Harry Vinsonhaler, president of the Vinsonhaler 
Shoe Company, St. Louis; John H. Wilson, of St. 


the two-day session showing samples and booking orders for immediate shipment. 


Report of the Convention by Wire 








Louis, who spoke on “How to Get Results from 
Advertising ;’’ Lee Brock, Fair Price Commissioner 
for Tennessee, who paid tribute to the fairness of the 
retail merchants in general and who assured them of 
the hearty co-operation of his department. Mr. 
Brock favored striking a balance of profits on the cost 
of the various lots in stock. 

Another very interesting address of the afternoon 
was that of Mortimer Isaacs of Helena, Ark., who dis- 
cussed ‘‘How to Dispose of Undesirable Stock.’”’ The 
speaker emphasized the importance of taking stock 
once a year and of weeding out at the end of each 
season such shoes as have remained on the shelves for 
a period of one year, including slow sellers, freak styles 
and “birthday” shoes. 


Urges Advertising 

“Do not fear,’ he said, “to shear your probable 
profits from these and fix prices so that the most igno- 
rant customer will see the value at a glance. 

“Use plenty of printers’ ink. If you have not a 
newspaper with real circulation, use carefully planned 
circulars. Use careful distribution, as circulars cost 
more than any other form of advertising. Do not 
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intimate anything in your advertising that you are 
not willing to carry out to the smallest detail.” 


Stock Recording System 


The afternoon session closed with an exceptionally 
interesting address by Vice-President Joe Hart of 
Helena, Ark., whotold of his method of recording stock 
which involves the use of loose-leaf charts and the 
classification by serial numbers of different styles and 
classes of shoes. 

In the evening the annual banquet was held, with 
more than 300 present, including members of the asso- 
ciation, guests of the convention, local merchants and 
their sales forces. Featuring the banquet was the 
address of Arthur L. Evans, of the Retail Shoe Sales- 
men’s Institute of Boston. Mr. Evans congratulated 
the Banquet Committee on the harmonious relations 
existing between employer and employe, as evidenced 
by the number of merchants who had brought retail 
salesmen as their guests. He then discussed the 
qualifications which salesmen must have or must de- 
velop in order to make a success of their work, empha- 
sizing that retail shoe salesmanship is a profession 
requiring development along physical, mental and 
spiritual lines. 

Cabaret a Feature 


Another interesting banquet address was that of 
City Attorney Walter P. Armstrong, who attributed 
his presence at the banquet to the fact that he had 
increased the use of shoes by failing to foil the local 
street railway company in its successful attempt to 
raise the fare to seven cents. He proposed the or- 
ganization of walking clubs. An excellent cabaret 
performance, participated in by the sons and daugh- 
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ters of some of the most prominent men in Memphis, 
finished the banquet program. 

The important business before the convention on 
Tuesday was the election of officers, which resulted as 
follows: 





Reuben Stiefel, Memphis, president; Lee 
Frank, Memphis, vice-president for Tennessee; 
J. D. Eubanks, Greenville, vice-president for 
Mississippi; A. K. Cohen, Little Rock, vice- 
president for Arkansas; Robert Love, Memphis, 
secretary-treasurer; directors for two years, 
Arthur Stegall, Jackson, Tenn.; Arthur Spring, 
Memphis, and Joe Hart, Helena, Ark. 











Memphis Wins Again 


Memphis was again selected as the convention city 
for 1921. An invitation to come to Little Rock was 
extended by Vice-President-Elect Cohen, but it was 
decided that, during the first few years of the organiza- 
tion, it would be better to hold conventions in the more 
centrally located city of Memphis. 

Other features of the Tuesday session were ad- 
dresses by Morris Ellis of Nashville; Ewing Carruth- 
ers, a Memphis wholesaler; Major C. T. Cahill of the 
United Shoe Machinery Company; C. D. McCrae of 
Memphis, and Reuben Stiefel of Memphis. 


After New Members 


Mr. Ellis urged that members become more active 
in their efforts to get new members, and aroused much 
enthusiasm by suggesting that traveling salesmen who 
cover the three States be invited to join. Several of 
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the salesmen present at the convention expressed the 
opinion that there would be little trouble in getting 
the membership increased. 

Mr. Carruthers’ address, reported, in part, else- 
where in this issue, dealt with the price prospect, and 
Mr. McCrae’s address was on the best plan for com- 
pensating salesmen. His experience, he said, led him 
to believe that the straight salary plan is best. He 
criticised the commission plan of compensation as not 
being uniform, and the bonus system on the ground 
that it is difficult to regulate. His policy, he said, is to 
increase salaries as the salesmen deserve it and to 
announce these increases readily. He believes to a 
certain extent in the value of saleswomen, but does 
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not favor giving them as high a salary as salesmen 
because the average woman is not as well able to meet 
his requirements as are men. 


Praise for N. S. R. A. 


A resume of what had been accomplished at the 
National Convention in Boston was given by Mr. 
Stiefel. He paid high tribute to the convention com- 
mittee and predicted a rapid growth for the N.S. R. A. 
under the able leadership of its new president, James 
P. Orr of Cincinnati. The general chairman of the 
Convention Committee, W. W. Willson of Boston, was 
also highly commended by the speaker. 

The convention adjourned Tuesday afternoon. 


Will Shoes Cost More or Less This Fall? 


(Being the address, in part, of Ewing Carruthers before the convention of the Tri-State Shoe Retailers’ 


Association at Memphis. 


I remember back in 1917 when we were all at 
sea and prices were going up overnight, I[ 
stopped off on my way to Boston to see the 
president of one of the largest shoe manufacturing 
concerns in the world. He told me: “Do not buy now. 
This raise will only be for a short duration and in a 
few weeks leather and shoes will be much cheaper.” 

He continued to think that way until this season. 
So, if I had taken his advice, I would have been 
out of luck; and yet he thought he was posted. That 
is why I believe that one man’s opinion is as good as 
another’s. 

In view of present market tendencies, I do not see 
where prices will be any lower for Fall than they are 
today. In December, hides went off and a lot of 
leather was bought at that time. Take ourselves for 
instance. We are forced to advance our shoes from 
10 to 35 cents per pair; but if we were to price our 
shoes on the price of leather bought then, we would 
have been compelled to get a larger advance. How- 
ever, very few of us are figuring prices on the top of 
the market. 

May Be Another Advance 

Since December the hide market has risen ap- 
proximately ten to eleven cents a foot. It is now 
down again about five cents and it rather looks as 
though it may fall lower in April; but I doubt if it 
will reach as low a point as in December. If it did, 
however, you would not buy your shoes any more 
cheaply than you are buying them today. On the 
other hand, if they remain at today’s high prices, 
you will be obliged to pay an advance again. 

Labor prices are nearly double those of before the 
war and there seems to be no tendency toward lower 
prices. In fact, labor costs are steadily mounting. In 
addition to this, all of the materials used in shoes are 


Mr. Carruthers is president of the Carruthers Shoe Company, Memphis.) 


at the very top price and unless a panic should take 
place, I do not see how it will be possible for shoes to 
be lower next Fall. While foreign exchange is hurting 
the sale of boots and shoes, as well as of leather, it 
has not affected the market up to the present time. 

There are indications that the domestic buyers of 
leather are not at all satisfied with the condition of 
the market, and that some of them are well supplied 
with stock. 

: Lower Grades Unpopular 

The storms which recently tied up all traffic in the 
New England division forced many manufacturers to 
close down because they were unable to get leather 
from the tanners. You would be surprised to know 
that some of the largest factories in the country had 
only enough leather stock on hand to run a few days. 
The tanners do not seem to be very much worried, 
but are awaiting the tactics of the leather buyers. 
They have refused to cut their prices on high grade 
stock and have been trying to unload the lower 
grades, which have accumulated in large quantities, 
owing to the fact that there is no demand for this class 
of leather, as the popular demand today is for high- 
priced shoes. 

When you dig into statistics you find that the 
big packers have killed about one million less head 
of cattle in 1919 than they did in 1918; and it stands 
to reason they are not going toincrease their slaughter, 
owing to the fact that they have no government: or 
war contracts for beef, and that hides and skins which 
were being imported have been cut down, owing to 
the fact that European factories are commencing to 
operate again in a small way. 


Defends Retail Merchants 


Outside of sugar and a few other commodities, 
I do not believe that there is any single industry 
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that has been given more publicity than the shoe 
business. Everybody seems to delight in taking a kick 
at the shoe industry. 

A certain newspaper clipped an ‘“‘ad” from a New 
York trade journal advertising thousands of pairs of 
shoes for the export trade at from $2.75 to $4.50 per 
pair. They photographed this ‘“‘ad’’ and stated or 
rather left the impression that shoes were being sold 
in foreign markets more cheaply than at home, when 
as a matter of fact the merchandise was sold to the 
export trade for the simple reason that there was no 
demand for this class of merchandise in the domestic 
market. 

To give you a concrete case, I will say that we had 
for Spring a line of men’s oxfords at $5 which were 
what is known as medium grade. We purchased quite 
a quantity of these, thinking that probably the high 
price of shoes would force some people to buy the 
cheaper line. When it came to checking up our sales, 
however, we found that only about 5 per cent of these 
shoes had been sold—whereas in previous years this 
particular grade had sold big at a lower price. Further- 
more, on checking up all of our orders, we found that 
the $10 and $12.50 grades had increased 100 per cent, 
showing conclusively that the people, in our territory 
at least, wanted the higher grades. The people who 
are buying the higher grades today are the people who 
formerly bought the $5.00 grade. 





Today we find conditions in the retail shoe business 
most peculiar. Prices are abnormally high. Yet the 
public is clamoring for the highest-priced merchandise 
of the best materials. It would appear from a casual 
survey that the limit of the purchasing power of the 
public had almost been reached. The outcry against 
high prices was never more pronounced, yet there is no 
abatement in buying. It is not a question with the 
purchaser of “how much is this?” but “how soon can 
[ get it?”’ and notwithstanding the many wholly er- 
roneous and unfair statements which have appeared 
in the public press concerning the excessive prices of 
shoes, the buying public still persists in its orgy of 
purchase. As the supply of high-grade materials is 
extremely limited, this over-demand has created a 
condition which is bound to reflect itself in higher 
prices for some time. 

The retail shoe merchant should study carefully the 
contributing causes to the high prices. He should 
not only study these causes very carefully, but he 
should so survey and analyze them as to be able to 
present them in a logical way to the shoe purchasing 
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How Do You Price Your Shoes? 


(President Tom W. Sherron’s Review, in part, at the opening of the annual Tri-State 
Shoe Retailers’ Convention, Memphis.) 













It seems as though the laboring classes are con- 
stantly buying better grades of everything. The 
average person does not realize what a dangerous 
state of affairs this is. It is very easy for a person to 
go up; it is awfully hard to come down. For instance, 
a machine operator or a clerk gets more wages than 
he formerly did and consequently he buys better 
clothes and shoes. The man’s family buys better 
clothes and shoes and after they have become ac- 
customed to them, I do not believe that they will 
be satisfied to go back to cheaper clothes or shoes or 
to a cheaper manner of living generally. 

As I see it, I do not believe that shoes will be any 
cheaper for Fall. As a matter of fact, I believe that 
they will be higher. There may be fluctuations in the 
leather market from time to time, but as long as the 
demand is as brisk as it is now and deliveries are as 
slow as they are, I do not see how it would be 
possible to have cheap shoes. As long as labor con- 
tinues to strike, it means decreased production at 
the factory and continued high prices for the finished 
product. Never in the history of industry was there 
a larger difference between the immediate and the 
ultimate outlook. To the impartial observer, the 
conclusion is irresistible that this is the time for 
the optimist and the pessimist, the bull and the bear, 
to modify their extreme views and to take the middle 
ground. 






public and to offset the many canards published con- 
cerning profiteering on the part of shoe dealers. If 
the shoe merchant will go back four years and com- 
pare the costs of the shoe manufacturing industry at 
that time with the conditions now obtaining, he will 
have a most potent argument with which to offset 
complaint of the buying public that prices are too 
high. 
Cost Increase Noted 

For instance, in 1915 the average wage, per week, 
of shoe cutters was $17.20. In 1919 the average 
wage was $45 per week. But there is a great differ- 
ence in the week. In 1915 the employe worked six 
days, or 54 hours, for his $17.20, but in 1919 he only 
worked five days, or 44 hours, for which he received 
almost three times the amount. This, you see, makes 
an increase of considerably more than 300 per cent 
in the manufacturing cost as related to shoe cutters 
alone. The balance of the factory help has advanced 
in proportion. 

Not only has the labor situation advanced hundreds 
of per cent in cost, but the materials have kept pace 
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with this upward trend in price. For instance: 
Between 1915 and 1919 sheepskin linings. advanced 
from 200 per cent to 300 per cent; kidskins, black, 
advanced about 400 per cent; glazed kid advanced 
over 300 per cent; satins advanced from $1.35 to $4 
per yard. Better grades of canvas advanced more 
than 200 per cent. Patent leather advanced 300 per 
cent. 

The average person does not realize that the shoe 
is the most important portion of the wearing apparel. 
When the present-day retail prices of shoes are noted 
the average person does not make comparison with 
other articles of clothing; the shoe prices are not out of 
line at all. Therefore, it would appear that the shoe 
dealer himself is largely responsible for the discon- 


THOMAS W. SHERRON 


Ex-President of the Tri-State Shoe Retailers’ 
Association 


tent voiced by the public over shoe prices, because he 
has not, as a rule, thoroughly acquainted himself with 
the,conditions and the comparative advances in shoes 
and other necessities of life. 


Merchandising—A Science 


The merchandising of shoes, along lines that_will 
guarantee for the merchant the most efficient_and 
economical handling, is in reality a science that de- 
mands special attention and application for each in- 
dividual store. It is not one that can be handled by 
any cut-and-dried method, nor can the prices be regu- 
lated by legislation or a definite advance over the 
manufacturer’s cost to the merchant. 

Many different factors determine the retail price of 
shoes. These factors must be given consideration if 
the dealer is to earn adequate return on his invest- 
ment. 

The question of location is a very potent factor in 
determining costs. The type of trade to which the 
store caters, the type of service rendered and the class 
of merchandise handled are other factors. The store 
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handling the lower and medium grade of shoes, in 
which customers are virtually allowed to wait on 
themselves does not require as high margin of gross 
profit as do the stores patronized by a particular class 
of people who require the almost constant attention 
of high-class clerks from the time they come into the 
store until the time they leave. 


The Style Hazard 


Where “style merchandise’”’ is handled, the dealer 
must give particular thought to his risk. This is a 
class of merchandise in which the styles come and go 
over night. When these styles go out the merchants 
are glad to get rid of them at half-price or less. New 
goods have to be marked with a larger margin of 
profit to protect the dealer against this hazard. But, 
on the other hand, on staple shoes, which practically 
never go out of style, the handling cost can be 
marked at a lower figure because of the fact that the 
merchant is carrying a smaller risk in handling that 
type of stock. 

Careful consideration of these various aspects of 
their individual businesses, by members of this asso- 
ciation, will tend greatly toward the establishment of 
prices on a justifiable basis which can be readily pre- 
sented to the purchaser who complains of high cost of 
footwear. 

Exchange Is Expensive 


It might be well, in determining cost of handling, to 
compare the average length of time required to sell a 
pair of shoes. As all of you gentlemen know, there is 
a small percentage of the trade that can be readily 
fitted and accommodated with a minimum expenditure 
of time and effort on the part of the salesman. 

On the other hand, the great majority of our cus- 
tomers monopolize the time of the salesman, trying on 
dozens of pairs of shoes and insisting upon the privi- 
lege of exchanging and return. All of these contrib- 
ute to the cost of handling, and must be added to the 
sales price. 

A very strong argument along this line can be used 
in presenting the correct status of the shoe merchant's 
problems to the public, by comparing the selling cost 
of shoes with that of other merchandise. Thousands 
of articles of merchandise have been standardized and 
put up in packages. With them there is nothing for 
the salesman to do but to hand over the goods and 
take the money, whereas shoes are made in a multi- 
tude of styles and patterns and have to be fitted. 


Fitting Costs Money 


Some feet are long and narrow—others short and 
wide. The fitting of shoes to feet calls for special 
and peculiar knowledge and patience. These factors 
should be considered in determining the amount neces- 
sary to add to the manufacturers’ cost in establishing 
the reselling price to the public. 
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Another item often passed up, but which should be 
given serious consideration by the shoe merchant, is 
that of the amount of space required. How many of 
you have ever asked yourselves as to how many square 
feet of space are required to sell a pair of shoes? and 
how does the percentage of rent to an average sale 
compare with the disposition of other merchandise? 

If the shoe merchants in this association will famil- 
iarize themselves with these facts as relating to their 
own particular businesses, they will be fortified to a 
very large degree in meeting complaints of the public 
as regarding prices, and at the same time will have 
paved the way toward offsetting that institution 
which is rapidly becoming a bugbear to the retail 
merchant. I refer to the mail order houses. 


Fighting Mail Order Business 
The mail order house is no Jonger a joke. It is a 
question of serious consideration to the retailer. The 
mail order house must be considered in the light of 
contemporary or the dealers are going to suffer a 
serious loss in trade. 


It is but human for persons with a limited income 


to stand aghast at every raise in price on the necessi- 
ties of life. - It is also true that the human mind does 
not work in easy stages, but jumps in periods. The 
purchaser of shoes seldom stops to compare the price 
of the shoes he is purchasing today with the amount 
he paid for the last footwear he secured. On the con- 
trary, he compares the price asked today with that of 
a number of years ago, with the result that the com- 
parison is far from favorable. 

When prices in any class of merchandise reach a 
certain point it is only a natural tendency that a cer- 
tain class of the public seek either a different class of 
merchandise or a subterfuge. 


Tell Public the Facts 

Prices have gone up, and up, and up, until they have 
reached a point where the man with the limited in- 
come has deemed them prohibitive—largely because 
he does not understand the true value of shoes in re- 
lation to the cost of the other necessaries of life. Now 
that this period has been reached in the minds of 
many such people, they seek another avenue of secur- 
ing footwear, at prices which more nearly harmonize 
with their recollection of prices of other days. It is 
here the mail order house has stepped in. 

There is but one sound way in which mail order 
houses can be combated by the retail merchant. 
This is by educating the public to the facts in the shoe 
business. The merchant must not only be able to 
tell forcibly that mail order shoes are not worth half 
their price, but also to show why this is true. The 
merchant must be able to educate the public into 
buying honorable footwear at prices which will per- 
mit the merchants an opportunity of maintaining 
their business establishments. 
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Such educational matter, presented to the public 
through the advertising mediums used by the mer- 
chants, and through their salesmen personally to their 
patrons, will not only serve to offset the serious 
menace of the mail order house, but will also have a 
very gratifying effect in combating the unjustified 
attack of certain Government officials on the shoe 
dealers. 

N.S. R. A. Is Praised 


I would very seriously recommend to the members 
of this association that they give most careful atten- 
tion and study to the problems of their business and 
keep in close contact with the manner in which 
these problems are met elsewhere. This can be done 
most successfully, I believe, by a careful reading’ of 
the shoe journals. I would recommend particularly 
the ‘““Boot and Shoe Recorder” and the Shoe Retailer. 
There are a number of other very good publications, 
but these two are especially recommended as being 
reliable and authoritative. 

Another manner in which we can benefit ourselves, 
individually and collectively as an industry, is by in- 
creasing the membership of our Tri-State Association 
until every merchant of consequence in these States 
belongs; and then, to lend our strength and power to 
the National Association by becoming members of 
that organization and attending its convention. 


Careful Buying Urged 


In closing, permit me to leave this thought with 
you—carefully guard your stock of shoes on your 
shelves, keep your stock at minimum and your sales 
at maximum. Buy carefully. When considering 
purchases for this Fall’s trade, look well to the stock 
you are now carrying on your shelves. While indica- 
tions are that no lowering of prices may be expected 
soon, yet it will be better to ‘“‘watch your step.” 

Remember, always, that the successful merchant 
is the one who knows most about his own business, 
and that man knows most about his own business who 
has developed the capability of asking himself the 
most questions about it and finding the correct 
answers to those questions. 


From London 


Stanley Pakeman Takes Position with American 
Hide and Leather Company 


Stanley Pakeman, of London, who was formerly 
assistant to Sir Percy Daniels during his work for the 
British Government in connection with leather sup- 
plies, is now in Boston. Mr. Pakeman is not here 
representing either Nicholson Sons & Daniels or the 
British Government, but is here to take a position 
with the American Hide and Leather Company, with 
whom he is now connected. 
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There was a record attendance at the annual convention of the Indiana Shoe Retailers’ Association held the 


first three days of this week at Indianapolis. 


One of the most interesting features was a round table discussion of the quantities and styles which it will 
be advisable to purchase for the Fall retail trade. Discussion disclosed an almost unanimous opinion that it will 
be safe to order now most of the retail requirements in the staple styles. With regard to the new styles, however, 


caution was urged by most of the speakers. 


Exhibits were numerous and of value to the delegates and guests. 


In fact, so important were they con- 


sidered by the committee in charge of the convention that sessions were held only during the afternoons in order 


that the exhibits might receive the attention they deserved. 


Report of the Convention by Wire 


Indianapolis, March 10—The convention of the Indiana 
Retail Shoe Dealers’ Association opened Monday with the 
largest registration ever recorded in the history of the asso- 
ciation. The morning was spent by merchants in inspecting 
the 160 lines on display. 

The convention proper was called to order at 2 p.m. by 
President Victor E. Vaile, of Kokomo. Rev. Frank Wicks 
delivered the invocation, which was followed by the address of 
welcome by Mayor Charles W. Jewett. In response President 
Vaile complimented the Indianapolis business interests on 
their activities and reviewed the activities of the State associa- 
tion during 1919. He explained that the association had 
adopted a new policy of registration by which only mer- 
chants and travelers who have paid membership dues and 
received a badge will be admitted to convention sessions. 


Talk on Prices 


James B. Meek, president of the Indiana Shoe Travelers’ 
Association, which co-operated in arranging for the conven- 
tion, spoke for his association, welcoming the merchants and 
pledging the assistance of the shoe travelers. 

William G. Cushing of Burt & Packard talked on ‘““Why the 
Present Shoe Prices,” comparing the cost of various items 
entering into shoe construction in 1912 and 1913 with the 
same items today. ‘Neither manufacturer nor merchant,” 
he said, “‘is to blame.”’ 

C. D. Brackett of the National Cash Register Company 


gave an illustrated talk on store efficiency. He urged on 
merchants the importance of considering the moral, mental 
and physical fitness of applicants for positions and then 
seeing to it that the established standards shall be maintained. 
“Five important qualifications of a real salesman,” he said, 
“are health, ability, industry, honesty, knowledge of product 
and proper methods of business conduct. Training schools 
are essential in every business, but are more essential in the 
shoe business than in any other line of retail merchandising 
because of the complicated problems being dealt with.” 


**Explains Vigilance Work’’ 


President Vaile, in a short talk, then explained the pro- 
posed activities of the Vigilance Committee. ‘The Govern- 
ment,” he said, “has accepted the plan of allowing the in- 
dustry to regulate itself under certain safeguards, and today, 
through the Vigilance Committee of the National Association, 
the Government is accepting the co-operation of the associa- 
tion members, who are working toward the betterment of 
retail conditions the country over.’’ 

The convention was called to order Tuesday at 2.30 p.m. 
President Vaile introduced Charles E. Petot, Cleveland, 
Ohio, who said: 

“There is a movement on foot by a large manufacturer to 
enlarge a chain of stores already started in cities from 3,000 
population and upward to sell shoes direct to the con- 
sumer, 
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Chain of Stores Rumored 


“Recently, in a town in New York State, I saw a large sign 
which announced that this room would soon be occupied by 
Endicott-Johnson Company of Endicott, N. Y., to supply 
footwear for the whole family direct from the hide to the 
consumer.” 

The speaker said he had information that it was the inten- 
tion of this concern to start a hundred or more stores within 
the coming year. He felt that some action should be taken 
by the retail shoe merchants’ association, in order to as- 
certain the attitude of Endicott-Johnson Company and of 
other factories, so that retail merchants who are now buy- 
ing shoes of these concerns may determine whether or 
not it is wise to continue buying of factories that may become 
competitors of those merchants. At the close of his talk 
the matter was referred to the Resolutions Committee. 


National Convention News 


H. P. Plass of the Weyenberg Shoe Company of Mil- 
waukee, Wis., read a telegram from A. B. Caspari, General 
Chairman of the 1921 Convention Committee of the National 
Shoe Retailers’ Association. The telegram stated: ‘‘287 
display spaces have already been contracted for. Hotel 
Committee assures ample accommodations to visiting mer- 
chants and will take care of reservations for rooms for mer- 
chants making application.” 

Mr. Plass said that many merchants left Boston feeling that 
the convention held there would never be duplicated. ‘‘Mil- 
waukee merchants and manufacturers will not duplicate the 
Boston convention, but will go Boston one better and present 
features never before attempted at a National Convention,” 
he said. 

Julien J. Kiser, local banker, spoke on ‘“‘The Banker as 
Your Business Partner.”’ He said: 


Address by Banker 


“Many merchants do not understand why banks have 
raised the rate on loans. It is because banks are really part- 
ners of business men, and while there is money enough for 
legitimate purposes, the man who wishes to borrow money 
for purely speculative purposes will find it hard to get.”’ 

He urged merchants to borrow as little as possible, and to 
conduct their business in a way that will keep their money 
turning over as rapidly as possible. He also urged them to 
make confidants of their bankers, furnish them periodical 


statements of their business conditions and to take advantage 
of the many sources of information which bankers were glad 
to give at no cost to their clients. 


Business Records Discussed 


Harrold Noble of George J. Marott Shoe Company talked 
on business records. He showed the importance of keeping 
accurate, but not unwieldy, records of cash and charge ac- 
counts and urged the installation of a system of records built 
on an accumulation of facts and figures of their own business 
for the previous year. 

Henry Hageman, Cincinnati, Ohio, secretary of the Shoe 
Dealers’ National Underwriters’ Insurance Company, ex- 
plained the workings of the newly organized insurance com- 
pany. He said: 


New Insurance Explained 


“It is absolutely a mutual company. Policy holders will 
profit to the full extent in gains and savings made. A saving 
of 25 per cent is guaranteed and it is expected that within a 
few years the savings will amount to from 40 to 50 per cent. 
The company now has more than $4,000,000 insurance in 
force, of which $250,000 is carried by Indiana merchants.” 

‘**Methods of Compensation”’ was the subject discussed by 
D. C. Kendell of the .L. S. Ayers Company, Indianapolis 
Department Store. He stated that a successful department 
store must be interested in compensation to customers and 
employes, as well as to stockholders. 


Mark-up Is Less 


In 18 different stores of which he had records, he said the 
pairs sold had increased during the last year over the previous 
year. Mark-up was 2 to 6 per cent less, while thé net profit 
was considerably greater, after paying a 20 per cent increase 


to salespeople. 
“Store schools for teaching merchandising methods and 


educating salespeople in the various activities of the business 
are essential,” he said, ‘in order that the salespeople may 
earn sufficiently to provide themselves with the comforts of 
life and lay away a sufficient amount for the future.” 


Honest Advertising 


G. F. Olwin, secretary of the Better Business Bureau of 
Indianapolis, spoke on ‘‘Honest Advertising and Honest 
Business Practice.” ‘“‘In most instances where advertising 
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has been unprofitable,”’ he declared, “‘it is because the state- 
ments made in the advertisements were not believable and 
they were not believable because they were untrue. Honesty 
in business practices is just as necessary as in advertising. 
Business is built on confidence, and confidence can only be 
retailed through upright and helpful principles.” 

The closing session Wednesday convened at 2.30 p.m. 

E. C. Logan, Western Editor of the “Boot and Shoe 
Recorder,”’ conducted a shoe school discussion on the styles 
and quantity of women’s shoes to be bought for the Fall of 


1920. 
The speaker said: 
Women’s Styles Changing 


“Styles in women’s shoes are undergoing a more or less 
radical change which will be reflected in Fall buying. Two 
influences have exerted themselves toward a shortening of 
vamps and toward a larger percentage of oxfords and other 


VICTOR VAILE 
Ex-President of the Indiana Shoe Retailers’ Association 


low-cut effects to be worn for street, afternoon and evening 
wear for Fall and Winter. 

“One cause of this was the innovation of the extremely 
short French last and the old stage last. The other is the 
tendency toward shorter skirts for Fall wear. 


Styles to Buy Early 


“Certain styles that are known to be of popular interest 
for Fall can safely be bought early. Among these are brown 
calf boots and oxfords carrying twelve-eighth heels, either 
with straight or wing tips; and the same type with fourteen- 
eighth Cuban heels. A limited quantity of black calf and 
black kid are also safe buys in both, and oxfords made on the 
same type lasts. 

“In all probability, a smaller percentage of Louis heels;will 
be used than heretofore and yet they should not be neglected 
or overlooked because they will still prove the style shoes 
for afternoon and evening wear.” 


Advises Caution in Buying 


Mr. Haley, of Hart’s Fashion Shoe Store, Indianapolis, 
said that he felt that it was safe to buy now 40 to 50 per cent 
of known needs for Fall, and that he felt perfectly safe in 
buying Cuban and military heels in both boots and oxfords, 
but felt it advisable to delay the purchase of the highly stylish 
dress boots and low cuts until styles become more firmly 
established. He anticipated that his stock for Fall will be 
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composed of about 50 per cent boots and 50 per cent low 
cuts, including street and dress footwear. 

Sam Schwartz of Muncie said he would buy a limited 
supply of boots and would make every one he bought fit in 





Resolutions Adopted 


The following resolutions were adopted: 

Recommending repeal of excess profit tax and 
substitution of a tax on sales. 

Directing secretary to communicate with a number 
of manufacturers who contemplate opening chain of 
stores to ascertain their attitude in order that members 
of this association may govern themselves accordingly. 

Recommending passage of Blue Sky Law by Indiana 
Legislature. 

Opposing the practiceof manufacturersand wholesalers 

elling product to corporations not in shoe business for 
resale to employes. 

Recommending that all members of State Association 
become first members of National Association and 
attend National Convention at Milwaukee. 











with the stock he had on hand. He asserted that he would 
buy strong on low cuts, believing thoroughly in brogues and 
wool shoes for men and women as being a safe bet. 


Spat Sales Increasing 


Mr. Oldsberry, of Lafayette, said that his sales last year 
were at least 95 per cent in boots and shoes and that he did 
not expect to have any larger percentage than that for next 
Fall. A peculiar local condition was developed through his 
talk when he said that his sale of spats was increasing very 
rapidly and that practically all of them were being fitted over 
boots. 

Ed Stout of Indianapolis said: “‘My observation has been 
that a merchant and a clerk will sell what he himself likes and 





Retiring Officers and Committees of 
the I. R. S. A. 


Officers—Victor E. Vaile, president, Kokomo; 
Frank E. Gains, first vice-president, Indianapolis; 
Paul S. Kuehn, second vice-president, South Bend; 
S. H. Cooper, secretary-treasurer, Indianapolis; O. P. 
Nusbaum, director, Richmond; John J. Miner, director, 
Frankfort; G. C. Geissler, director, Evansville. 

Retailers’ Convention Committee—C. E. Young, 
chairman, Indianapolis; Edgar Hart, Indianapolis; 
Carl Wert, Indianapolis; Arthur Brown, Indianapolis; 
S. H. Cooper, Indianapolis. 

Travelers’ Convention Committee—James B. Meek, 
chairman, Indianapolis; Harry Springgate, Indian- 
apolis; Chas. I. Slipher, Indianapolis; Wilbur J.New- 
burg, Indianapolis. 











believesin. If your salespeople are sold on low cuts, that’s the 
merchandise they will sell. If you and your clerks believe in 
boots, you will do your business in boots. Personally, I feel 
that the coming Fall season will be a big season for low cuts 
in welt soles and military heels for street and the lighter, 
daintier creations with two-inch Louis heels for dress wear.” 
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Banquet for the Women Guests of the Tex-Okla-La Retail Shoe Dealers’ Convention at Dallas 





We Have with Us This Evening 
The Defenseless Skin Kidders 


Indianapolis, March 10—Last Sunday, before 
the opening of the convention of the Indiana 
Retail Shoe Dealers’ Association and after much 
earnest endeavor, a new organization was formed 
to be known as the ‘‘Ridiculous and Defenseless 
Skin Kidders.’’ Ninety-nine shoe travelers and 
merchants cheerfully applied for membership 
and were duly and terribly initiated. 


The annual dues, one dollar per member, were 
promptly spent on a buffet luncheon. 


There may be other meetings—who knows? 











Officers Elected 


The new officers and directors are: 

President, Edgar Hart, Fashion Shoe Store, Indianapolis; 
first vice-president, Charles Wheeler, Cambridge City; second 
vice-president, Paul Kluhn, South Bend; secretary and 
treasurer, C, E, Young and L, Serouss of Indianapolis. 


Directors are: 

Victor Vaile, Kokomo; Clyde Warner, Muncie; E. J. Craw- 
ford, Crown Point; Roy Kanoue, Greensburg; Frank Con- 
rath, Terre Haute. 


R. K. L. Banquet 


Annual Event the Most Successful Ever Held 





The annual banquet of the Rindge, Kalmbach, Logie 
Company of Grand Rapids, Michigan, was held on 
Friday evening, February 13. It was attended by 
their salesforce of 17 men, the factory superintendent 
and foreman, together with the other department 
heads. After a dinner Howard F. Johnson, the vice- 
president and treasurer, addressed the gathering and 
spoke on the outlook for business for the coming 
season, the prospects of R. K. L., the increase in 
sales for the past year, the spirit of co-operation that 
exists throughout our plants and the expectations 
for the coming season. 

This banquet was by far the most successful and 
enthusiastic eyer held by the R. K. L. organization. 
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ANNUAL 


AT DES MOINES 


The Tenth Annual Convention of the Iowa 
Retail Shoe Dealers’ Association has passed into 
history as the biggest and best event of all past 
interesting and educational ‘“‘get-togethers.”’ 
There was a record-breaking attendance—in 
fact, convention headquarters—the new Fort 
Des Moines Hotel—witnessed a gathering of 
retail shoe merchants and shoe travelers fifty 
per cent greater than at any previous conven- 
tion. 

The exhibits were many and most attractive. 
The Iowa Traveling Men’s Auxiliary were big 
boosters, and with the live-wire retail shoe 
merchants put on a program which was full of 
constructive merchandising helps. 

When the convention opened, those present 
were keenly alive to current events in the shoe 
industry, through the series of bulletins which 
the Iowa Retail Shoe Dealers’ Association sends 
to its members; therefore, a most intelligent and 
enthusiastic audience responded to the talks 
made by the leading minds of the country who 
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were present to aid in promoting better mer- 
chandising through merchant betterment. 

The head of the Fair Price Commission, 
Horace G. Larimer, successful retail shoe 
merchant, made a talk which is worth while 
reading. 

The officials of the association are confident 
in their prediction that the Iowa Association 
has a splendid future in a continuance of its 
effective work on behalf of the merchants of the 
State. 

All members who attended the 1920 National 
Convention were called upon to report their ex- 
periences, and each gave a comprehensive state- 
ment of the wonderful time he had in Boston 
and of the benefits resulting therefrom. In 
nearly every case it was said that the trip was 
worth three times its cost. Anticipation is 
running high over the 1921 National Conven- 
tion in Milwaukee. 

Important resolutions were passed and 
officers for 1920 elected. 


Report of Tenth Iowa Convention 


(By wire, with thanks to the Richeau Reporting Service for co-operation) 


The convention opened on Tuesday morning, 
March 9. President Robert Sturgeon introduced 
Mayor Thomas P. Fairweather, who gave a straight 
from-the-shoulder talk, which was much appreciated. 
He referred to Iowa as the richest State, per capita, 
in the country and said: “There is one automobile to 
every five people in the State and yet five out of every 
five are yelling about the price of shoes. People want 
style and service today and they must expect to pay 
for it. Therefore, I don’t get excited when profiteer- 
ing is complained of. I have every confidence in 


retail shoe merchants and know that you are not 
getting overly rich. But every man here should be 
ashamed of himself if he is not paying the men and 
women in his store a living wage so that they can live 
a decent life, up to the standard of what an American 
home should be. I find that I can still buy a mighty 
good pair of serviceable shoes at a fair price in your 
shoe stores and I also know that if I want style I pay 
for it.” 

Secretary F. N. Nebe, in his reading of the minutes 
and his report of the year, showed that the association 
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Resolutions Adopted 


First—The Iowa Association supports the 
Government in its effort to decrease the present 
high cost of merchandise, and we pledge our- 
selves to closely co-operate with H. G. Larimer, 
Fair Price Commissioner of Iowa, in his deter- 
mination to reduce high costs and eliminate un- 
fair practices. And urges the appointment of 
a Vigilance Committee to assist in the prosecu- 
tion of any and all shoe dealers guilty of any 
unfair practices. And we further urge our 
members to recommend to their customers the 
practice of buying practical footwear suited for 
the service for which it was made and to give 
due consideration to staple footwear of the 
medium grades. 


Second—We recognize that the present time 
is one which calls for the utmost in service to 
consumer, that every dealer should co-operate 
with his State and local association and join 
the National Association individuals. 


Third—We endorse the National in recom- 
mending that new rubber price lists be pro- 
mulgated March 1, and recommend that no 


member of this association place orders for Fall 
delivery before March 1. 

Fourth—That in the untimely death of Field 
Secretary A. F. Sloane, the National Association 
and the shoe trade in general have lost a loyal 
and efficient officer. 

Fifth—That our thanks be extended to the 
shoe merchants of Des Moines for their hospital- 
ity and to the traveling salesmen’s auxiliary for 
its splendid co-operation in making this con- 
vention a success. 

The following resolution was adopted at the 
Thursday afternoon session: The retail shoe 
merchants of Iowa do express themselves as 
being dissatisfied with the present mode of 
electing the executive officers of the National 
Shoe Retailers’ Association. Therefore, be it 
resolved, that this convention does suggest and 
hereby asks that Article Four, Section One, be 
amended as follows, the words “‘to be elected 
by the Board of Directors from their number” be 
stricken out and the words inserted “‘shall be 
elected by the majority vote of the accredited 
members present.” 





has had a most active and successful year in its ac- 
tivities on behalf of its membership. As secretary, 
he sent out 3,000 letters relative to the fair price com- 
mission and other subjects of interest to the shoe mer- 
chants of the State. 


Discussion of Shorter Hours 


E. W. Evers of Albia, Iowa, suggested that the con- 
vention discuss the question of shorter hours for 
clerks and, if agreeable, decide upon an afternoon off 
for salespeople in shoe stores. Discussion showed that 


in the larger cities, hours had been changed from 
opening in the morning at 7 to 8 o’clock and closing 
at 5 instead of 6, and Saturdays at 9. 30. p.m. How- 
ever, small town merchants showed the necessity 
for the earlier hours of opening and later hours for 
closing and for Saturdays the late hours running as 
far into the night as 2 a. m. 


Talk of Fair Price Commissioner 
The address of Horace G. Larimer, fair price commissioner 
for Iowa, was the meat of the afternoon program. Being a 
merchant himself, operating retail stores, he spoke with the 
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confidence, other than the moral position, given him as an 
official of the Department of Justice. 

He pointed out that during the last four years business, 
both large and small, has made large profits even in villages 
of 500 people, of which there are nearly 500 such communities 
in the State of Iowa. Yet in these, he said, while you 
find from three to four banks with from $500,000 to $800,000 
in deposits, you cannot find the people in these communities 
who have made any money, and be assured we have been 
searching these communities. Business is now accustomed 
to big profits, has tasted blood, so to speak, and refuses to be 
satisfied with normal profits. 


Public Should Be Educated 
During the last five weeks we have been investigating the 
retail shoe business in Iowa. The rapid rise in prices of 
shoes has caused you men to be accused of high prices and 
profits, and you have marked your shoes up to replacement 
prices. In other words, you have followed the market and 


E. W. HERTZLER 
President 


you have not taken the pains to tell the public why you have 
had to get higher prices, for your advertising does not show it. 

Before the war, you sold shoes cheaply and you sought to 
meet the demand of the public for satisfactory merchandise 
at reasonable prices, and then it was you were urged to grade 
up. But now, since you have graded up, you say to the public: 
“If you want style you must pay the price, and if you don’t 
buy now, prices will be still higher.” This is not good selling 
argument. You have been a party to giving the wrong im- 
pression to the public as to high prices by threatening or 
coercing the public with higher prices. Yet I know that a 
lot of you are doing the fair and square thing by the public. 
I also know that a lot of you are getting an unfair margin of 
profit. 

Act on Government’s Advice 

I would urge you to act upon the Government’s ad- 
vice, which is, to sell your shoes upon the basis of 
average cost plus a profit, instead of upon replacement 
value plus a profit. Now, why does the Government take 
this position? Labor is demanding either an increase of 
wages or a reduction in the cost of living. The Government 
is determined somehow, and in some way, to stabilize the 
cost of living, and business must realize that the responsibility 
rests largely upon itself to stop the rising cost of living. 
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For instance, a pair of overalls that formerly sold at re- 
tail at $2.75 per pair today costs $47.50 per dozen wholesale, 
and the actual Jabor represented is $1.37 per dozen, thus 
showing that labor costs play a small part, averaging 20 per 
cent of the increased cost to the consumer, and that profits 
are responsible for higher prices today, as shown by the fact. 


Labor Not Responsible for High Prices 

The manufacturer, therefore, is wrong when he tries to 
place the responsibility for high prices on labor. We cannot 
solve this problem by reducing the price to the farmer or the 
price to the laborer, but business men, as distributors, can and 
must accomplish a reduction in high prices. 

If retail merchants fail to keep their pledges given my 
office to help stabilize business by averaging their costs in- 
stead of marking up to replacement prices and adding a 
profit, we are going to ask the people to stop buying your 
high-priced merchandise, for if the people will cease buying 
luxuries, labor can be diverted to the manufacture of neces- 
sities. ; 

Instances Cited 

The speaker showed where outing flannel, formerly selling 
at five cents a yard, now brings from 30 to 38 cents, and the 
manufacturer of same, on being criticised, said: “I am not 
interested in whether the trade buys outing flannel at this 
price or not, because it would be to my advantage to turn 
my looms to producing ginghams and fine madras. That is 
what the people want.” 

Mr. Larimer also mentioned an instance of where a pair of 
shoes shown in a window at $12.50 caused the merchant to 
produce his invoice at $9.00, but on the showdown the actual 
invoice was so much less that the most that this pair of shoes 
should ever bring at retail was not over $8.00. The speaker 
made it plain that the shoe merchants will have no difficulty 
with the Government if they put conscience into their 
business and deal fairly with the public. 

Government Wishes to Be Fair 

In reply to questions put to him, he pointed out that each 
merchant knows in his heart what is fair in his dealings with 
the public and that if God has not given each merchant a con- 
science, the Government should not be expected to do for 
them what God could not do. He made it plain that if the 
Government, on investigation, finds that a shoe merchant has 
adopted a fair policy throughout his store, it will mitigate any 
action of the Government where in special instances it ap- 
pears that unfair profits have been made. 

Guide Public in Buying Right 

In closing, the speaker said: “Your duty as business men 
is to guide the public in its buying. You should not by in- 
timidation, suggestion and coercion through pride, make a 
woman pay $18.00 for a pair of shoes when $10.00 is all she 
should and wants to spend. My word of advice to you is: 
Don’t buy $16.50 to $20.00 shoes. First, because you will 
help divert labor to the making of lower-priced shoes, and, 
second, because if you do not divert labor to the production 
of necessities, in less than a twelve-month period there will 
be a depression which will find your shelves loaded with high- 
priced shoes.” 

Good Will Through Advertising 

Frank Armstrong, four-minute speaker of the Des 
Moines Advertising Club, addressed the convention 
on “The Value of Advertising for Building Good 
Will.” 

A Plea for National Membership 

Secretary Nebe made a plea for members to join 
the National Association, saying: “Every man here 
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should be a member of the National, for the National 
Association has helped every one of usin our individual 
business through its organization. 

The Tuesday session then adjourned. - On Tuesday 
evening the men enjoyed a stag party while the 
women delegates went to the theater. 


Wednesday Morning Session 

President Sturgeon’s genial smile was at its best at 
the opening of the Wednesday morning session of the 
Iowa Convention at 10 o’clock, when an audience that 
filled the hall greeted his entrance. In the absence of 
Robert Schreffler, store efficiency expert of Chicago, 
the president called on H. P. Plass, advertising mana- 
ger of the Weyenberg Shoe Company of Milwaukee, 
who outlined Milwaukee’s plan for entertaining the 
National Association next January. 


Telegram from A. B. Caspari 


Mr. Plass read the following telegram from A. B. 
Caspari, general chairman of the next convention: 
‘**278 display spaces applied for and applications 
still coming in. All arrangements moving in 
good shape; assure Iowa merchants not only the 
greatest number of displays ever assembled but 
the opportunity of seeing features never before 
attempted by any National Convention of Re- 
tail Shoe Merchants. Hotel Committee assures 
ample facilities and will take care of merchants 
applying for reservations.”’ 


Discussion of Mark-Up and Net Profit 

President Sturgeon asked for a discussion of the 
subject on the difference between mark-up and net 
profit. Comment brought out the fact that the 
trouble with merchants who are accused of profiteer- 
ing really lies in the misunderstanding as to mark-up 
and profit, pointing out that The Harvard Bureau 
illustrates this subject by showing that the 
average mark-up is 31.7 per cent, whereas the 
net profit is only 7 per cent, and that if the mer- 
chants would emphasize this difference to the 
public, it would benefit the shoe trade. E. E. 
Whitaker defined net profit as the difference between 
mark-up or average gross profit and cost of doing 
business. 


Resolution of Finance Committee 

Roy Stevens, chairman of the Finance Committee, 
recommended the following resolution, which was 
adopted: 

Instead of a flat rate of $6 dues per year, the sliding 
scale plan of the National Association was adopted, 
which is $6 for members doing business up to $25,000 
yearly, $8 from $25,000 to $50,000, $10 from $75,000 
up. In addition, the Board of Directors will decide 
preceding a convention upon -a registration fee to 
cover convention expense. Henceforth the associaton 
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will secure and control all display spaces of exhibi- 
tors, will provide their own program and discontinue 
publication of year book, in place of which they will 
issue quarterly bulletins. 

Stevens’ report carried a recommendation for an 
increase in the secretary’s salary. 


Views of Small-Town Merchant 


The views of the small-town merchant were cry- 
stallized by Frank L. Wilson of Washington, Iowa, 
who said that the average shoe man could take one- 
third out of his stock and still do as much business. 
He also believed that the shoe merchant could increase 
it a third without half trying and do no more busi- 
ness. 



















































































F. M. NEBE 
Secretary-Treasurer (Re-elected) 


Kurtz Recommends Bureau of Business Re- 
search 


Mr. Kurtz of Cedar Rapids said: “From the dis- 
cussions I have listened to in this convention, it would 
seem to me that this association ought to have its own 
bureau of business research. It would be a splendid 
thing to have this bureau, to which all the merchants 
could send their figures and have them analyzed and 
a report made on them. The Harvard Bureau of 
Business Research is doing a very wonderful work, but 
I would like to localize that right in the State of Iowa. 
We have different conditions here from what they 
have on the Eastern seaboard. We must mass our 
facts and figures and then we must use those facts 
and figures to improve business conditions. 

Inside of ten years we will see a gain and change in 
business. We have been on an artificial plane for 
the last four or five years, and we will never get back 
to where we were before. Nothing less than a crop 
failure would do this. We must attend strictly to 
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business and keep it thoroughly organized, and I am 
quite sure that the result twenty years hence will be 
to your entire satisfaction. 


Fewer Styles and More Pairs 


John R. Grigg of Cherokee, Iowa, delivered what 
proved to be one of the finest speeches of the conven- 
tion, resulting in a rising vote of appreciation at its 
close. This called forth the remark from President 
Sturgeon that if nothing else in the convention would 
compensate the large attendance of merchants, this 
one speech was, of itself, sufficient compensation. 


Mr. Grigg said in part: In preparing my address, I found 
that there was nothing written about it and all I could do was 
to analyze the situation as it exists in our own store, relative 
to the causes of our buying so many styles and over-buying 
in general. After preparing the talk, I thought of several 
little things that have a more or less indirect bearing on the 
subject and these I have placed on a chart which, for lack of 
a better name, I will call the ‘““Pepper Box.’’ Some of these 
charts may start you to thinking along channels that will 
prove beneficial to you in your business. 


Mr. Grigg Presents ‘‘Pepper Box’’ 


Mr. Grigg’s first chart was areproductionof a cartoon 
which appeared in the “‘Boot and Shoe Recorder’’ of 
Secretary Nebe, appropriately worded, showing the 
high regard and appreciation of Nebe’s diligent work 
during recent years on behalf of the Iowa organization. 

The second chart said: -‘*85 per cent of Iowa shoe 
merchants are overstocked—Why?’’ In commenting 
on this the speaker pointed out that in his own store 
he had two and one-quarter times turnover last year 
and the audience, on being asked to express itself as to 
its experience with turnover, showed a very great ma- 
jority having a turnover less than twice a year, and 
about 18 who claimed the turnover larger than two 
times. 

The third chart said: ‘“*The man who cannot say no is 
usually overstocked, in debt, buys too many styles, 
carries a large book account and is a drag on the wheels 
of progress.”’ 

The fourth chart said: *‘Don’t overbuy, don’t buy 
short, strike a havvy medium where you will find suc- 
cess.”” 

The fifth chart said: “‘If I had the strength of charac- 
ter to put into practice in my business the things that 
I know to be true I would be a success.”’ 

The sixth chart said: ‘Profits that you put into a 
cash surplus will buy gasoline, but profits you put back 
onto your shelves are a doubtful asset.”’ 

The seventh chart said: ‘‘Fewer styles and more 
pairs result in greater turnover, fewer odds and ends 
and more profits.”’ 

The eighth chart said: ‘‘Ain’t it the truth that a live 
nickel is worth more than a dead dollar? Keep your 
stock moving.”’ 

The ninth chart said: ‘‘Join the Iowa Shoe Dealers’ 
Association. Eventually—why not now?’’ 


Dave Marks Boosts Milwaukee Convention 


Dave Marks, speaking for the Publicity Committee 
of the Milwaukee Shoe Sales’ Association, in inviting 
attendance at the next National Shoe Convention, 


said: 
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‘It behooves every merchant in Iowa to lay his plans 
right now to attend the National Convention in Mil- 
waukee next January. This is going to be the greatest 
convention ever pulled off in this or any other place. 
We, in Milwaukee, are now well along in our plans. 
Preparations will continue throughout the year. 

We have an auditorium which will seat 10,000, and 
in the same building have eight other halls for use for 
displays. In these we can easily take care of 300 ex- 
hibits and in addition we have Machinery Hall, which 
will more than double the display space, if needed. 
The main auditorium will be used for meetings, ban- 
quets, jazz parties, and the Style Show. It will not be 
used for display purposes. We have 2,800 rooms in 
hotels to take care of delegates; all these rooms have 
been turned over to the Hotel Committee who will 
have charge of distributing reservations. 





Consensus of Opinion on Style 


Discussion of styles brought out a consensus of 
opinion against the purchase of button boots, 
also against the purchase of French lasts in large 
cities, as well as towns; also that high-buckle 
arctics are in for a run in popular favor and also 
that merchants should figure out the pairs needed 
for their general stock and buy accordingly. 











Committees Appointed 

President Sturgeon appointed the following com- 
mittees: Publicity, W. S. Arant, E. A. Whitaker, 
F. Schramm; Resolutions, Hal Stewart, G. S. Dela- 
plane, H. W. Shaw, John Bailey, W. S. Nichols; 
Auditing, C. Larson, Milo Slade; Registration, C. F. 
Gardy, C. Nelson, J. E. Ireland. 

A Financial Committee, consisting of Roy E. 
Welch chairman, Ira Welch and J. E. Ireland, was ap- 
pointed. 

The following Nominating Committee was ap- 
pointed, three by the chair: Elmer Glau, George 
Breck and I. W. Clendenning; four from the floor: 
Richardson of Webster City, Milo Slade of Des 
Moines, F. R. Wilson of Washington, and George 
Boyson of Cedar Falls. The election will take place 
‘on Thursday. 


Thursday Morning Session 


W. S. Arant of Des Moines was the first speaker at 
the Thursday morning session. Mr. Arant took for 
his subject, “Store Service,” suggesting that the retail 
shoe merchant should impress the personnel of his 
store with the idea that customers should receive 
proper treatment which would result in good will and 
continued business. 


Salary Basis Discussed 

E. E. Whitaker of Cedar Rapids led the discussion 
on the subject of “On What Basis Do You Pay 
Salary.” Mr. Whitaker outlined eight methods of 
compensating salespeople, pointing out the weak- 
nesses of the first seven and endorsing the eighth. 
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First, the “‘daylight holdup’’ method was discussed where 
clerks are paid a fixed salary plus overcharge made to each 
customer, which in time, it was stated, would wreck the em- 
ployer; second, the fixed salary basis, plus afternoons, here- 
tofore used for cleaning up odds and ends, but now being 
abused by some merchants by putting on p. m.’s on slow 
moving styles added to the sale price which results in the 
wrong merchandise being sold to the customer; third, the 
plan of straight salary which does not result in fairness either 
to the employer or salesman. It was stated that this system 
fails to create an interest or to develop the salesman’s per- 
sonality. The fourth plan, salary plus percentage of net 
profits, it was stated had proved unsatisfactory, for when 
business is good, salesmen are satisfied, but dissatisfied when 
business is poor. The fifth plan, salary plus bonus based on 
salary, sales, and term of service, does not get the volume or 
keep the salesmen efficient or satisfied. It was brought out 
that the sixth plan, percentage on gross sales—usually a six 
per cent basis—was a good plan for large cities, but for smaller 
towns did not work, week after week, throughout the year. 
The seventh method explained was salary, plus percentage of 
gross sales. This was mentioned as fair to the employe, but 
not to the employer. 

The eighth plan—salary based on quota, plus bonus—was 
mentioned as the best plan and recommended as fair to em- 
ployer and employe, resulting in women salespeople earning 
as much as salesmen. It was suggested that the merchant 
pay the salespeople their bonuses one-half every month and 
the balance at the end of six months, thus keeping up the 
interest of the salesmen, and that the percentage of bonus 
should be the same as on sales for salary. 




















Jacobson’s P. M. Method Endorsed 


The discussion brought out the fact that the mem- 
bers regard the subject of compensating salespeople 
as the labor trouble of the shoe store; that, therefore, 
it is worthy of the serious study of every merchant. 

Out of the discussion came the endorsement of the 
p. m. statement presented by H. E. Jacobson of the 
Seymour Shoe Company, Des Moines, who said: ““We 
have what might be termed a perpetual p.m. When 
aline gets down to 11 pairs, 25 cents of a p. m. 
automatically goes on it; down to five pairs, 50 
cents.” Mr. Jacobson stated that he found in this 
way the boy in his store watched the lines and would 
tell when there were only two or three pairs left— 
“We find it very satisfactory,” said Mr. Jacobson. 

President Sturgeon stated that he had used this 
plan to advantage, saying: “I use a p.m. of $1.00a 
pair on the last pair of every lot sold and it proved to 
be very successful. I remember that we cleaned out 
50 pairs of shoes in lots of nothing over five pairs. 
This was accomplished by this method in three weeks’ 
time.” 
















Greater Efficiency and Service 

The outstanding feature of Thursday morning’s 
session was the earnestness with which the shoe mer- 
chants “‘went to school,” for the discussion of their 
problems. This is what association ‘meetings are 
slowly but surely becoming, which of itself contains a 
prophecy for future greater efficiency and greater 
service of the merchants to the public. 
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The Merchandising of Children’s Shoes 


Among the interesting features of Thursday’s ses- 
sion was the address of Miss Anna Mayer of Dubuque, 
Iowa, a new member, on the subject of ‘‘The Mer- 
chandising of Children’s Shoes.” 


Miss Mayer said: ‘*Since my return from the National 
Convention at Boston, I am taking a great interest in 
State organization work, for I realized from that trip to 
Boston that there are many things to learn in this busi- 
ness, and in these meetings here in Des Moines, I have 
learned considerably more than directly concerns my 
business and the welfare of our store. Miss Mayer is 
Department Store Manager and Buyer for the J. F. Stampfer 
Company; her address will appear in full in a subsequent 
issue. 
























R. W. STURGEON 


Convention Chairman 


An Appeal from Hageman 

National Mutual Fire Insurance Director Henry F. Hage- 
man made an appeal for members to place their insurance 
through the National Association Underwriters. Mr. Hage- 
man read telegrams from the Pennsylvania Convention 
which reported an additional large amount of insurance. He 
also read telegrams from the Indiana Association meeting 
which announced big subscriptions. Before Mr. Hageman 
left the hall, Iowa members either increased their insurance 
or placed their subscriptions for the first time through the 
National Association, thus bringing closer the ultimate success 
of the National Underwriters’ Company as the eventual for- 
mation of the National’s own insurance company. 


Glenn C. Wharton Gives Facts 

The important feature of the Thursday afternoon 
session was the admirable address of Glenn C. Whar- 
ton, president of F. P. Kirkendall & Co., of Omaha, 
who gave facts and figures to support the confidence 
that shoe merchants should have in anticipating their 
needs, and in buying accordingly for Spring and Fall, 
1920. 

Mr. Wharton’s array of facts and figures convinced 
the 200 merchants in attendance, who came from all 
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corners of this wonderfully prosperous agricultural 
State, that their failure to carefully study their needs 
for merchandise and their failure to cover accord- 
ingly with responsible houses would bring them into 
their retail selling season short of necessary merchan- 
dise. The consensus of opinion was that Mr. Whar- 
ton’s address should be endorsed as one of the best 
and most timely of the convention. 


Mr. Wharton reviewed the causes that have brought 
about a limited and restricted production of footwear 
on the part of manufacturers, the causes that have 
brought about a decreased labor supply throughout the 
world, occasioned by the 7,000,000 men killed in war and 
7,000,000 more maimed and of lessened efficiency; he 
cited as the second cause of limited production the de- 
crease of importation of foreign labor into America 
amounting to 5,000,000 of men during the past five 
years. With the outgo greater than the inflow, the 
causes that have produced and are producing a short- 
age in the cattle supply and therefore of the hide supply 
both in this country and abroad, as against an increase 
in population, were backed up with indisputable 
arguments. 

Mr. Wharton further showed that the cause of high 
prices and their probable continuance rested first upon 
the advance in labor cost in shoe factories to 90 per cent 
over former levels. He said that, since labor in steel, 
coal and railway lines had and will further advance, 
shoe men must recognize that increasing labor costs in 
these three basic industries is bound to affect the labor 
cost in the shoe industry, and is prophetic of a higher 
labor scale rather than a lower one. 

He showed that the lack of production caused by a 
relaxation of labor from the strenuous war time 
schedules and also the lack of production due to the 
influenza epidemic, the coal strike and other agitations, 
aided and abetted by blizzards and the tieing up of 
business in several important eastern shoe manufac- 
turing cities, would make for a possible production 
during 1920 of 265,000,000 pairs as against a normal need 
of 315,000,000 pairs for domestic use, with probable 
strikes and other causes unforeseen which would be 
likely to decrease the present estimated production. 


Short Supply of Felt and Rubber Footwear 


Mr. Wharton pointed out that there is sure to be a 
short supply of felt footwear, also rubber footwear, 
during this year, and therefore, the merchant who fa!Is 
to carefully size up his stock and cover accordingly is 
likely by mid-Summer to find himself unable to cover. 
Mr. Wharton predicted a remarkable prosperity and a 


year ahead. 

He urged the merchants to keep close to good staple 
lines, ignore fads, buy near at home, as far as possible, 
thus making a dollar count for two. Mr. Wharton’s 
speech in full will be given in a subsequent issue. 


Regrets from George R. Harsh 
George R. Harsh of Milwaukee was to have 
spoken on “Problems Confronting Your Business,”’ 
but wired his regrets from Florida saying that. the 
fishing was too good to leave.. He congratulated 
the Iowa merchants on their prosperity and hopes 
to greet them at the Milwaukee National Convention 


next January, 
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Talk by President Hertzler 


E. W. Hertzler of Burlington, the newly elected 
president, gave a talk on the “Sales of Findings.” 
Mr. Hertzler urged that the name “findings” be rele- 
gated to the junk heap, and in its place the better name 
of ‘‘accessories’’ be used. The new president pointed 
out that such articles as boot tops, spats and buckles 
should not be classified as accessories, but as mer- 
chandise, the same as shoes are classified. 


Closing of Convention 


The convention came to a close at 5.30 o’clock on 
Thursday, March 11, with the new president, E. W. 


Hertzler, presiding. 
On taking the chair, President Hertzler said: 


‘President Geuting said in St. Louis last year 
that he would rather be president of the Na- 
tional Association than president of the United 
States. And solI, too, appreciate the honor con- 
ferred upon, me at this time by saying that I 
would rather be the president of the Iowa Shoe 
Dealers’ Association than governor of this great 
State.”’ 

The convention ended with a formal vote of 
thanks for the care and thought given the 
convention’ by the hotel management of the 
Fort Des Moines Hotel as well as to President 
Sturgeon for his splendid leadership during the 


past year. 





| Election of Officers 


The election of officers resulted as follows: 
E. W. Hertzler, Burlington, president; Sam 
Welch, Fort Dodge, first vice-president; 
John R. Grigg, Cherokee, second vice-presi- 
dent; F.'M. Nebe, Atlantic, secretary- 
treasurer (re-elected); Ira Welch was elect- 
ed director for a three-year term, succeed- 
ing Ben Schulein of Sioux City; C.F. Hardy, 
Winterset, and William Ingold of Cedar 
Rapids, two holdover directors. Secretary 
Nebe tried to withdraw from office but faced 
the combined opposition of his host of 
friends, who promised him a raise in salary 
and the assistance of John R. Grigg, who 
will act in the capacity of assistant secre- 


tary. 











The selection of the next convention city was left 
to the Board of Directors at a future meeting. In- 
vitations were received from Sioux City and Des 


Moines. 
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The Fall Outlook and F rench Lasts 


Recent History of Foreign Styles Indicates That They Will Be Only 
Small Factor in Fall Merchandising 


shown in many of the leading retail establish- 
ments will have a short life, according to 
present indications. Both manufacturers and retail 
merchants are nearly unanimous in this opinion. 
Many manufacturers are entirely through making this 
style, while retail shoe merchants are selling it rapidly, 
expecting to make quick turnovers and retire it 
after a short season. By the typically French style is 
meant the vamp of anywhere from two to three 
inches, with a_ short, 
stubby toe and a spike 
heel. A well-known New 
York department store 
buyer says that ‘French 
styles” are only about 5 
per cent of his. 
In the place of the 
French creation is ap- 
pearing the American ver- 
sion of the French last. 
It is being introduced in 
all leathers with a 314 to 
3°4 inch vamp in ties 
and strap effects with 
Louis heels of 214 inch 
for dress. A favorite is 
an ooze strap pump with 


Ts typical French type of low shoe now being 
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America naturally wore the shoes of ‘‘la patrie’’ and 
when the supply of French shoes in her trousseau had 
vanished she made a demand on the retail mer- 
chant for shoes similar to those she had _ been 
wearing. 

The merchant, having received the traditional ‘‘five 
demands,”’ made a demand on his manufacturer for 
shoes to meet the requirements of his trade. Then 
the manufacturer assembled his last and pattern 
makers—and the French shoe was born. 


Another Version 


Another version says 
that the American dev- 
otees of fashion saw the 
French type of shoe il- 
lustrated in the French 
fashion magazines, also in 
Harper’s, in Vogue and 
other of the American 
fashion magazines. These 
shoes were displayed with 
French gowns. The Amer- 
ican woman first made 
a call on her modiste and 
ordered the French gown. 
She then went to her cus- 
tom shoemaker for the 
style of footwear illus- 


full Louis heel, 314% inch 
vamp. Low shoes are cut 
high with sandal and 
collar effects. 


One Version of 


AN EXTREME IN NEW FOOTWEAR 
Illustrating an idea credited to Messrs. Mansfield (London, 
Eng.) are these ultra novelties, introduced on the wave of 
the dancing craze abroad. Colored stockings and even 
jeweled garters carry the novelty idea to a degree hitherto 

unattained 


trated and had her wishes 
fulfilled. After this leader 
of fashion appeared at a 
brilliant social function 
wearing this French shoe, 


Origin 

There is a difference of opinion as to how 
the French shoe arrived in America. Some say 
that the American war workers who were in 
France saw these shoes in such profusion that they 
“first endured, then pitied, then embraced,”’ and on 
returning to America wore and asked for more shoes 
on the same pattern. It seems probable that return- 
ing war workers of the gentler sex were not averse 
to the introduction of their French footwear to 
Fifth Avenue, Riverside Drive and counterpart lo- 
calities in other cities, where many society women 
were recruited for war work abroad. Indeed, the 
type of shops which first featured French lasts lend 
color to this theory. 

Then, too, the French “‘soldier bride” on coming to 


what more natural than 
that another woman, who admired Mrs. Leader, should 
copy the rather bizarre type? Another and another 
followed and the retail merchant had many more than 
“five requests’? made upon him for this style, with the 
resultant “‘nine days’ sensation,’ now relegated to its 
true position and importance in the mosaic of Fall 
styles for American women. 


America the Style Creator 


A New York representative of a Rochester firm 
says that his salesmen are going out this season with- 
out a sample of the French last. It is a self-evident 
fact that the French type of shoe was not made for 
the American woman’s foot. After an American 

(Continued on page 76) 
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Advance Showing of Fall Styles 


Women's Models 
> ~ 


ARARARARARARARARARARARARARARTRARARARARARARARARARARARARARARARARARARARARARARARANARARS » 


Mat Kid Two-strap Slipper, 334-inch Vamp, 
16-8 Louis Heel, Mock Welt Sole. By 
John J. Latteman Shoe Mfg. Co., Brooklyn 


One-eyelet Tie, Black Suede Top Stitched Vamp, 
Mat Brazil Quarter, Turn Sole, with 14-8 Mahogany Calf Welt Oxford, Perforated Ball 


Cuban Louis Heel. By Johansen Bros. Shoe Co., Strap, Throat and Front Stay, 12-8 Heel. By 
John Ebberts Shoe Company, Buffalo 





ee EEN OVE OVEN LOVES LOR 1 OR LORS 
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Advance Showing of Fall Styles 


Men's Models 
ARARARGRARARARARARARARARARARARARARARARARARARARARARAR ARAN ARAN ARAN ARAN ARAN ARARARARAR 


Medium Light Tan Calf Bal, Tan Kid Top to 

Match, Blackstone Last, Goodyear Welt, Imi- 

tation Corded Tip and Blind Eyelets, for Fall. 
By Boyden Shoe Mfg. Company, Newark 


Mahogany Calf Bal, Narrow Forepart, Con- 
Men’s Mahogany Side Leather Welt. By Thompson- siderable Swing, Low Heel, Blind Eyelets. 
Smith Shoe Company, Milwaukee, Wisconsin. By W. H. McElwain Company, Boston 

















HE astounding growth of the mail order houses 
and the great number of organizations now 
engaged in direct sales development has, 
undoubtedly, induced much thought on the part of 
retail merchants in general as to methods of meeting 
the challenge. The tremendous volume of mail order 
sales to consumers must naturally be of considerable 
interest to any one engaged in retail sales distribution. 

The questions which naturally suggest themselves 
are whether we are approaching a new method of 
distribution or whether the present success of direct 
mail order selling is due to extraordinary economic 
conditions. 













Analysis Suggests Remedy 


We must look the facts in the face, analyze the why 
and the wherefore, and not simply condemn them as 
unfair competition and a 
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Fighting Fire with Fire 
The Mail Order Menace Ceases to Be a Menace When the Retail 
Merchant Uses the Right Tactics 


retailer to secure such a large gross profit, and his 
flow of business is constant. As his volume in- 
creases, his overhead percentage decreases. This is a 
fundamental and very important economic law. 


Fighting the Menace 


Now, you say, admitting these facts to be true, how 
am I, asa retail merchant, to meet the challenge and 
secure a share of the business now going to the mail or- 
der houses? Here is one method of at least improving 
your position in this field of competition. 

How many bours of the day, how many hours of 
the week, are your clerks justifying your overhead 
cost? Are there not many hours which can be utilized 
by your clerks and by yourself in soliciting mail 
orders, in meeting the challenge of the mail order 
house? Does the law or anyone compel you to sell 
only in your own town 
or city? Isn’t the whole 





menace tothe retail dealer. 















There is one element 





couptry your field? 


Why do the men and 
mai in the country, Here’s the Answer Mr. Mail Order Man 
yes, and in the city, buy Advertise in your local and farm papers is selling the same shoe 
from the mail order and circularize prospects. By doing this that you have on your 
house? Do they get bet- you can build up your own mail order shelves at a gross profit 
ter merchandise? Do business, competing with the established of from 15 to 20 per cent 
they pay less? Do they mail order houses in their own field, at less than you ask your 
get satisfaction? their own price and by their own methods. customer, and in many 





cases he paid the same 








in this connection which 
is overlooked by many. 
Do you realize that Uncle Sam, through the 
post-office department, safeguards the mail order 
customer against the mail order advertiser who 
would deceive him as to make-up and quality of 
his wares? This is an important factor and the mail 
order dealer senses the wisdom of observing the laws 
of the land in this regard. 













Mail Order Advantages 


The mail order houses, at least the giants, are able 
to buy their product more cheaply than the average 
retailer. Some of them operate their own factories, 
but this method has not always proved successful. 

The mail order operator sells at a gross profit so 
small that it would bankrupt the average retail mer- 
chant under his present method of doing business. And 
at times, in order to maintain his advertised price, he 
sells at an actual loss. He does not need an expensively 
furnished store, high salaried salesmen and the 
hundred and one overhead items which force the 















price as you did for it. 


Your Own Mail Order Business 


Why don’t you advertise in your county through 
your farm papers, through your city papers, if neces- 
sary, or circularize prospects and compete with the 
mail order house in its own field, at its price or better, 
and by its own method? 

Utilize your spare time and the time of your clerks 
by developing a mail order business. Increase your 
volume and reduce your cost of doing business. 

You will be a better buyer, a better merchant, a 
richer one and a happier man. 

Simply calling the mail order house a menace does 
not help you. Analyze and then act. 





More Hides Reported 
Holdings of hides and skins on January 31 were 
much larger than on the same date last year, but less 
than on December 31 according to the monthly report 
of the Bureau of Markets, United States Department 
of Agriculture. 
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Sizes and Widths 


Scientific Buying Brings Increased Turnover and a Very Decided 





Decrease in the Percentage of Markdowns 


F a survey could be made of all the shoe stocks in 
l the country, it would almost certainly reveal the 

fact that the average turnover during the last 
three or four seasons has not been more than two 
times, figured on a pair basis. And if the reason for 
this fact were to be sought, it would again almost 
certainly be found in the failure of the vast majority 
of merchants to keep accurate records of sizes and 
styles bought and sold. 

Statisticians are constantly busy working on vari- 
ous ramifications of what we are pleased to call the 
“law of averages.”” In the 
life insurance business, for 


Also Affects Styles 

In his men’s stock he found that 70 per cent of the 
sales were on sizes between 74% and 9. In dress shoes 
the best selling size was 814. He carried dress shoes 
in widths between AA and D, but the bulk of his sales 
was on widths B and C. ' 

He then went farther with his analysis, applying it 
to the various styles which he sold and found that 
the bulk of his sales was on a relatively small percent- 
age of the total styles carried. In fact, it did not take 
this merchant long to discover that a change in his 
buying method was im- 
perative. 





instance, the mortuary 
tables which determine the 
premium rate are based on 
this law. From records 
which have been kept over 
a period of many years, it 
is known just how long a 


reasonably be expected to 
live. He is charged for his 
insurance, less or- more, de- 
pending on whether this 
time, as shown by the tables, 
be long or short. 


One Merchant’s Expe- 


rience The Duo—a Ribbon Turn Tie in Black Kid 

with Cut Outs at Sides, 34-inch Vamp, 

Louis Heels. By T. R. Emerson Shoe Co., 
Inc., Brooklyn 


Let us see, now, how this 
law of averages can be 
applied to the buying and 








He made a complete 
revision of his size and 
style schedules, disposed 
of his less salable stock 
and started afresh. 

Another case in point is 
that of a large Eastern man- 
ufacturer who conducts a 
chain of retail stores. A 
recent sales analysis showed 
him that out of approxi- 
mately one hundred styles 
of women’s shoes carried in 
his stores, nearly 80 per 
cent of the total sales was 


ly, he discontinued more 
than one-half of the styles 
and stocked more heavily 
on the fast selling sizes and 








selling of shoes—how it can 
be made to increase the 
revenue of the retail shoe merchant. 

About one year ago a Texas merchant began to 
keep an accurate record of sizes. He divided his 
women’s shoes into two classes—dress shoes and com- 
fort shoes. His men’s shoes he classified as dress 
shoes and work shoes. In the work shoe class he put 
the medium and lower grades of high-toed dress 
shoes. 

At the end of the first season his records showed 
that 70 per cent of all his women’s shoes were sold on 
sizes between 414 and 614. Fifty-two per cent was 
divided among sizes 5, 514 and 6. In the dress shoe 
class, size 6 was the largest individual seller. He 
carried women’s dress shoes in widths between AAA 
and D, but found that the bulk of his sales was on 
widths A and B. 





widths of the more salable 
numbers. 

By this move he cut down his investment, in- 
creased the total sales volume, increased the 
turnover, increased his net profit and decreased 
his percentage of mark-downs. 

It is certain that by far the largest percentage of 
losses in the retail shoe trade are caused not by the 
merchant picking a style “lemon,” but by injudicious 
buying in its relation to sizes and widths of styles 
otherwise salable. 

A system such as this should be part of the equip- 
ment of every merchant. It need not be expensive, 
nor need it be elaborate. One card for every style, 
sufficiently Jarge to carry the run of sizes and widths, 
is ample material with which to make the start. 
Store sales slips can be made to give the rest of the 
information. 


on. ten styles. Consequent- 
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Judge Well the Value of Leather 


If a Manufacturer Pays $12.32 for Genuine Kid Shoes, Can a Merchant 
Sell “Fine Kid Shoes for $8.00°”’ 


peel. Not recommended. No complaints 

accepted. Very strong and durable. Will 
probably outwear a Blank skin (with the exception 
of the artificial finish).”’ 

How’s that for candor? It’s the frank, free state- 
ment of a tanner to shoe manufacturers. Pass it 
along to the shoe merchant and the shoe consumer 
and the rioting would begin. 

Surely, these are days for the buyer to beware. 
How many cabretta shoes are sold as kid shoes? 
A manufacturer had a pair 


‘( pe Mae's to crack and probably to 


The best merchandise will stand the test. A noted 
leather firm makes 100 per cent leather. Even its 
competitors admit it. The demand for its goods 
exceeds its ability to produce. It has a waiting list of 
customers. That comes from knowing leather 
thoroughly. 

There’s trouble brewing for merchants who do 
not know good shoes when they see them. But the 
merchants who know shoes from top lifts to top 
facings, and bank on their knowledge, will have a 
waiting list of customers. 





THE FALL OUTLOOK 





of kid shoes made in his 
shop for his wife the other 
day. They cost him $12.32. 
A retail store near by ot- 
fered “‘Fine Kid Shoes for 
$8 a_ pair.” Something 
wrong there. The pro- 
prietor of the store had the 
best intentions in the world. 
But is he getting the best 
leather for his money? Is he 
selling to consumers shoes 
of a quality that will in- 
duce the consumers to 
return to buy another pair? 
Perchance those $8 shoes 
are not of fine kid leather. 
How many buyers know if 
they are getting real kid or 
near kid shoes? 





Brown Ooze, Strap Pump, Two-button Effect. 
perforated, 314-inch Vamp, 2% Heel, Medium 
Pointed Toe. By I. Miller &Sons, Inc., Brooklyn 


AND FRENCH LASTS 
(Concluded from page 71) 


woman has adapted her feet 
for so many years to Ameri- 
can footwear, the wearing of 
French shoes would cause 
endless foot ills and much ° 
discomfort. ToAmerica and 
not France must the world 
look for style, quality and 
comfort infootwear. Ameri- 
can shoes have ali three req- 
uisites. America is the 
creator and the authority of 
the world on real style foot- 
wear. 

Just as a sable or ermine 
garment needs no adorn- 








A Leather Test 

Into a bucket of water goes a sample sole from 
every lot of cut soles that comes to a certain large shoe 
shop. 

It’s left in the water for 24 hours. If it comes 
from the water still a sole, it is accounted good leather. 
Yet other tests are made of it. If it comes from the 
water like a dish rag, it is counted poor leather, and 
is sent back. What tests of soles are known to the 
buyer of shoes? 

A chemist has joined the staff of a noted department 
store. His job is to analyze samples of everything 
from shoes to hats. That store is going to make sure 
of the quality of its merchandise. It’s getting ready 
for the battle of business that is coming in 1920. 
How many shoe merchants are similarly fitting 
themselves? 


ment, so the American 
style. shoe needs no foreign 
touch to mar its graceful lines. The American 
woman of refinement really. likes American shoe 
styles. With her, it is a case of “sanity and not 
vanity.” French women of refinement also like 
American shoe styles, but they are hard to obtain. 
The French last makers have a certain type of last 
from which they will not change, whereas the obliging 
American manufacturer will change his styles as often 
as necessary to suit the popular need. 

The French last was not unknown in the best 
factories before the present fad. A certain quantity 
of French lasts with 2 7-8-inch vamp have been sold 
by one Brooklyn house in particular for years, and 
certain leading manufacturers in this country have 
built up a gratifying export trade on such styles, in 
Europe as well as in Latin America. 
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Shoe Merchants Can Supply All Their Needs In 
Footwear by Buying from the Following Houses 


BROWN SHOE CO. 
Maxine, White House and Buster Brown 
Shoes. 


BRAUER BROS. SHOE CO. 
Little Prince and Princess and Blue Jay 
Children’s Shoes. 


DITTMAN SHOE CO. 
Milady and Nine O’Clock School Shoes. 


CENTRAL SHOE CO. 
Men’s, Women’s and Children’s Shoes. 


F. L. DOERR SHOE CO. 
Dependable Shoes for Women. 


FRIEDMAN-SHELBY SHOE CO. 
Atlantic, Pacific and Red Goose Shoes. 
JAMES CLARK LEATHER CO. 
Novelty Shoes, Hood Rubbers, “‘Kew- 
pa Sid Distributors of Mudge Old 
lies’ Shoes 


G. E. LIPPMAN SHOE CO. 
High Grade Shoes For Women. 


LEO GORDON SHOE CO. 


Fine Footwear for Women. 


JOHANSEN BROS. SHOE CO. 
Makers Women’s Shoes exclusively. 


JOHNSON, STEPHENS 
& SHINKLE SHOE CoO. 
The Fashion Plate Shoes for Women. 


A. S. KREIDER CO. 
Makers of Best Shoes for Boys, Girls and 
the Babies. 


LUND-MAULDIN COMPANY 
Fine Shoes for Men. 


McELROY-SLOAN SHOE CO. 
aman Super-Tred and Billiken 
oes. 


PEDIGO-WEBER SHOE CO. 
Fine Shoes for Women—‘‘Pedigo Style”’ 


PETERS SHOE CO. 
‘“‘We make more fine shoes and ship 
them quicker than any other house in 
the West.”’ 


ROBERTS, JOHNSON & RAND SHOE CO. 
ee, "Society and “Tess and Ted’’ 


SAMUELS SHOE Co. 
Young Women’s, Girls’, 
Infants’ Specialty Shoes. 


TOBER-SAIFER SHOE CO. 
Novelty Boots and Oxfords. 


WIZARD FOOT APPLIANCE Co. 
Adjustable Foot Appliances. 


DAVID P. WOHL SHOE Co. 
Novelty Shoes for Women. 


Boys’ and 
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Sr. Louis t 


WoRLD’S SHOE MIARKET 


HE DEVELOPMENT of Saint 

Louis as a shoe market has been 
no more marked than the growth 
of Tober-Saifer. Our business has kept 
going up by leaps and bounds because 
we invariably make prompt shipment of 
styles most in demand. Our increased 
facilities will enable us to even improve 


this service. 





Your mail order 





This Is 
Style 2550 


$9.50 | 


shipped same day 
@ received. 


Style 2550 is a Black Suede Calf French Tie with 
19-8 Full Breasted Wood Covered Heel; ‘“T-S” 
Process Imitation Turn Sole, AA-A-B and C 
TE Ey Peat rn ante $9.50 


Style 2560—Exactly Same Style: in Patent 


Style 2575—Exactly Same Style in Satin. .$7.75 
Style 3560—Same Style as above in Black “Cleo” 


These Are Only A Few of the Many 
Wanted Styles We Have 


For Immediate Delivery 


Our New Spring Style Book Wiil Be 
Mailed To You On Request Showing 
Many Other In-Stock Styles. 


TOBER - SAIFER SHOE 
COMPANY 


Novelty Shoes In Stock First 
1312 WASHINGTON AVE. ST. LOUIS 
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feature of this splendid 


Doris Tie 


Style No. 804 


Doris Tie of the finest quality Jet Black Ooze Calf. 
The pinnacle of fine shoe making is reached in this 
bench made turn. 18-8 full Louis CoveredjHeel. In 
stock AA to C. 


TF... ¢ is expressed in every line and ; 


$12.00 


Style No. 802 
Same as above in Selected Brown Ooze Calf 
$12.00 


Style No. 808 
Same as above in Fine Black Satin 


$10.50 
Style No. 809 


Same as above in Brown Satin—April Delivery 


$11.00 


Leo Gordon Shoe Co. 


SAINT: LOUIS, MO. 
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Little PRINCE AND PRINCESS VWelts 
FOR CHILDREN 
are sturdy and scientifically built in all sizes and widths over healthful foot-conforming lasts to properly 
fit and support the arches, narrow ankles and heels of the growing children’s feet. 


Little Prince and Princess Welts are children’s shoes of character, and refinement, stylish in appearance, 
and will reflect credit to their users everywhere. 


Write us and our salesman will be pleased to call. 








Pe 
PRINCE PRINCESS 
FOR Bors FOR GIRLS 


“RAISE THEM ROYALLY” 





_ No. 115 
THE BROGUE . ’ 
All Sizes and Wid Nat 5 
Genuine English Brogue, 1 to 7, all widths. eo + ~~oumacedees Last 
No. 210 Brogue Boot at. Lea. 
No. 4670 Brogue Oxford. 


BRAUER BROS. SHOE. @. *Gi's’a* 


HOMO OOOO OCT OUOR OM OUNE 


No. 115 Mahogany 








THUOMMOUM OOOO OO 














SHOE LACES 


Brg rr 
e) I kor) re 
 AMMCOTH 


All Popular Colors and Lengths, Flat and Round— 
Mercerized and Silk Fabric Tipped and Metal Tipped, 
Fine Silk Ribbon Paired and in Rolls. 


Fancy Spats — Shoe Polishes — Colonial Buckles 
Write for Our New Catalog 


LINCOLN STORE SUPPLIES CO. 


1508 Washington Ave. - - St. Louis, Mo. 
Style B 1723—$7.50 THE HOUSE OF SERVICE TO YOU 


























We Make Translations 
Best’’|Bet of all kinds from French to English and 
B1723—Patent Vamp, Black Satin Quarter, Theo Tie, Turn, vice versa, including let 4 pamphlets, 
18-8 Full Louis Heel. AA to C........-.+0000+0008: $7.50 catalogs, etc. 
B1720—All Black Ooze Calf as Above. AA toC 
B1721—All Brown Ooze, AA to C We do the translation work of The Export 


neg ea ep er te Pre 08 
aoe aa — io pr phe Neo GIRS PE pe Recorder, 207 South Street, Boston. 
Write them. 


G. E. LIPPMAN SHOE CO. 
1627 Washington Ave., 7th Floor St. Louis, Mo. D’AVESNE TRANSLATION BUREAU 
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FASHION’S 
LATEST! 


Theo Tie 


over an 


ULTRA MODERN LAST 


Turn Sole 3\4%-in. Vamp 
AA-C 18-8 Heel 


No. 5960—Brown Suede 
5962—Black Suede.......... 
5964— Black Satin 
5965—Patent Leather 
5966—Black Kid............ 


Delivery April First 


Your orders or in- 
quiries will receive 
careful attention 


James Clark Company 


ST. LOUIS, U.S. A. 


—Distributors— 


Novelty Footwear ‘‘Kewpie Twin’s’’ Shoes 
Comfort Shoes Felt Slippers 


ir 


STTUUTHNNNOQOQOSQQQQQQQQ0QQQQQQUOUUUUADTCSHOHNQQGQQQQOQQQQQNQQGQONOQ0GG000U0 


TTS} 
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Billiken 


SHOES 


Write or Wire for 
Billiken Booklet or Salesman 


MSElroy-Sloan Shoe Company 


ST. LOUIS 





VANUATU 
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ENGLISH OXFORDS 
Here They Are and They Are READ Y to Ship 


No. 948—Wine Cordovan, Imitation Foxed Oxford, 
Dunlap Last, Widths AA to D...Price $10.25 


No. 666—Cordo, Colored Calf Oxford, Wingfoot 
Rubber Heel, Victory Last, Widths AA to 
Price $8.75 

No. 696—Colored Side Oxford, Kremlin Last, 
Widths A to D Price $7.75 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), Mass. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
































xgnex.arees| TIME NOW TO CHECK UP 
cutie] ON SHOE POLISH AND SEE 
uric" IF YOU HAVE ENOUGH OF 


vce atte |” WHITTEMORE’S”’ ON HAND 


k 
Lass OX -BLOOD 











Also Nobby Brown Combination (large) It is no help to your reputation 
inati 

Scoum ends were onan coal all other colors as a dealer to recommend good 

shoes to your customers and 


fail to mention ““Whittemore’s”’ 
as the best polish to use to 
perpetuate shoe beauty and 
wear. 





All its name implies. 
Harmless to the finest 


leather and fabric ; ; 
shoes. The ease witb pate. grapention 
which this cleaner can eeriies gy egy nv 
be used is a strong ha been a good seller 
inducement to the It is a generous 


“ladies” to buy it. quantity of a qual- 
ity product. 























Whittemore Bros. Corp., Boston, Mass. _| fi" ten ihe." 








or shade. 








t= Ask your jobber salesman or write us for complete catalogue 
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EDMONDS SHOE WORKERS 
To the. 
EDMONDS SHOE COMPANY 


Hed.a pledge of Leyalty, Goperation and Service 
© february 1341820 


< Nanced, 


ona. otypeh 
my \ 


Trade K 
Gk mgouw 
Remar : 
. d Corvebiue khhl 
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(ax Get fen Batt 
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HE new Fall samples of the 

“STEADFAST” line more 

than ever merit your early 
inspection. 





As usual we are in a position to 
share with our customers the econo- 
mies we have effected in fortunate 
purchasing of raw materials. 


Make an early appointment to see 
the line. Write today for one of 
our salesmen. 


oui ol - SMITH-BRISCOE SHOE CO. Inc. 
Street, Wear, than Makers of Good Shoes for Men? 


Hig | cled Brogue Oxford. LYNC HBURG "ii = _ ae 


“allt 














“HUBTIP” “Xo EMAL TIE” SHOE LACES 


APPEAL TO THE CUSTOMER WHO NEEDS SHOE LACES 
THAT NEVER LOSE THEIR TIPS 
THAT NEVER FRAY OUT 


HUBTIPS BEING MADE OF BEST BRAID WILL 
OUTWEAR SEVERAL PAIRS OF THE ORDINARY 


Women’s or Men’s Men’s Women’s or Men’s 
27 i in. per gro. Strings. . ae 60 = in. per gro. Suge. ° 45 in. per gro. Strings... . .$3.85 
30 . 3.60 a. ae eS pep ae 


Fy 


Men's = in. per gro. Strings. .. 4: -80 is ASSORTMENT CABINET D ASSORTMENT CABINET 


- 5,25 . z 18 
pair 36 i in 
36 pair 36 in 18 40 * 


F ASSORTMENT CABINET 24 45 a. 2 
Leh i eR 18“ 54“ 
E ASSORTMENT ‘CABINET ir 36i ORDER A TRIAL CABINET 


36 pair 36 i in 8 45 i with 
36 45 ‘ : COUNTER DISPLAY EASEL 
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i y) X856 
UC; Sterling Colt Welt 
Leather Louis Heel 


$7.50 
In Stock, AAA-C 





























Nath’! Adams 

Martin J. Bolger 
Jas. C. Hall 

_ Frank B. Newhall 

Frank Reese 

W. A. Seavey 

Frank J. Slagle 
































Our Best Advertisement 


Our best advertisement—the one most convincing to 
you—is the shoes themselves. 


We never have had a better line of LA FRANCE Shoes for 
Women than that with which the boys are now starting 
on the road. 















It will pay you to look it over—to note the salesmaking 
styles, the quality of material and workmanship through- 
out, the prices and values and to learn the full details of 
our selling and co-operative advertising plan. Then act 
as your good judgment dictates. 


You can have one of the “Lucky 7” salesmen call, éntirely 
without expense or obligation on your part, by simply 
sending a card telling of your interest. Send TO-DAY, 
before it slips your mind. 


Williams, Clark & Co. 


‘Lynn 


































“the warrant of value 
that makes you sure” 
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PATENT INSTEP STRAP—TURN 
Felt Sock Lining 


In Stock 


IMMEDIATE DELIVERY 


Infants’, no heel, sizes 2-5 
Child’s, spring heel, sizes 4-8 


Terms 5% 10 Days 
Net 30 Days 


Send for Sample Order 


Co-Operative Shoe Co. 
Start-Rite Turn Footwear for Children 


Office and Salesroom Stock Department 
301 Bell Block N. E. cor. York 
and Colerain Ave. 




















2 Hole Ties In Stock 


Early Delivery 
Widths AAA-C 


099—Mat Kid 2 Hole Tie, Welt, Irene, Lea. Lx. . $9.00 
897—Wht. Kid 2 Hole Tie, Turn, Gaby, Wood Lx. 10.00 
2497—Blk. Ooze Blk. Satin, Turn, Gaby, Wood Lx. 8.75 
9297—Colt Black Ooze, Turn, Gaby, Wood Lx.... 9.75 
9497—Colt Black Satin, Turn, Gaby, Wood Lx.. 8.25 


UPHAM BROS. SHOE CO. 


Stoughton, , Mass. 








Order . 


TRUFIT SPATS 
NOW 








a marked rise in prices 
next season. We still 
have on hand, lines of the 
present season, with prices 
unchanged, and we strongly 
advise the immediate 
placing of orders. 
All desired shades 
in stock in box 
cloth and felt. We 
cannot, however, 
promise complete 
delivery on all 
lines. 


| Koper pre point to 





Samples and Prices[Upon Request 


Laing, Harrar & Chamberlain | 


43 N. Third St., Philadelphia 




















—_=_ “> VT we 





FOR FIr FORSTYLE FORWEAR 


BEACON SHOES | 


THERE ARE NO BETTER 


Stock Styles Can Be" Shipped with Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 


F ee 
TRADE 


Bel w we illustrate some of our STOCK STYLES READY TO “SHIP 


(50 STYLES IN STOCK } 








Stock No. B258 Price $7.12 
BURGUNDY RUSSIA OXFORD SQ. THROAT 
Illustrating B258 DOVER LAST 


8-8 Wingfoot Rubber Heel 
A and B, 6 to 11; Cand D, 5 to II. 





Stock No. B295 Price $6.85 


BLACK VICI BLUCHER OXFORD 
VICTOR LAST 


Illustrating 8-8 Leather Heel 
B257, B295 B and C, 6 to 11; Dand E, 5 to II. 


Stock No. B257 Price $6.97 4 
CORDO RUSSIA BLUCHER OXFORD 
VICTOR LAST 


y 9-8 Wingfoot Rubber Heel 
A, B and C, 6to 11; Dand E, 5 to II. 








F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. Manchester 
Chicago, Ill. New Hampshire Cuba 
Order from nearest point. Latest catalogue sent on Request 


6 ee 















BOOT AND SHOE RECORDER March 13, 1920 














KEEP YOUR CUSTOMERS SATISFIED 


If their low shoes slip at the heel sell them a pair of 


The Gilliam Neverslip Heel Protector 


will positively prevent all low shoes and pumps slipping 
at the heel. It has been tried out and proved right. 
THE GILLIAM NEVERSLIP stays there when it is 









put in the shoe. 


It causes no tension and it will not 








Patented 
July14,1913 





pull away at the end after it is placed. 


Retails for 25c. a pair 












— 





over. 


ground of black plush. 









**SPARKLER” 


The buckle for ladies’ shoes that is meeting with enthusiasm all 
Its frame is finished in black jet and its stones shine brilliantly on a back- 
The illustration shows the pany Ng attaches it easily to the shoe. 


$9.00 a dozen pair f. o. b. New ‘ j 
This is one of the many articles that are illustrated in our catalogue. 


ork. 























THE H. L. HYMES CO. 














19 E. 17th STREET 
NEW YORK 





















—_—— apo eeneepenneeyrenert 
\IN RESPONSE TO THE DEMAND, 
| CREATED IN A PREVIOUS AN-| 
| NOUNCEMENT, WE HAVE BEEN FOR- 





















‘The L. B. SCHINDLER SHOE CO. 


99 Duane Street, 30 South Street, 
| New York City Boston, Mass. | 





“SNAPPY STYLES ALWAYS IN STOCK”’ 








Li 

















Rent ana ELLIOTT 




















|'TUNATE IN SECURING AN ADDI- Maintenance 
| TIONAL SHIPMENT OF OUR STOCK Service is the 
|NO. 991 WHICH IS A :— | result of years of 
experience. 
It will fit your 
‘MAHOGANY ENGLISH needs best. 
BAL—STRAND LAST 
D WIDE ONLY Or 
SIZES 6-10 Every 
If 6 advance 
prefer . 
$ SS to own a eee 
| enya Attaching 
uy on . Machines 
| | || ELLIOTT § isin the 
| ELLIOTT 












ELLIOTT MACHINE CO. 
















Ask Your Jobber for 
The Elliott Plan 
or write us. 





- Grand Rapids, Mich. 























March 13, 1920 





Witherell & Dobbins Co., Haverhill, Mass. 


Makers of ‘‘The Best Line of Shoes in the World for the Money” 


Boston Office, 110 Lincoln Street 
THE W & D LINE IS FEATURED IN THE CHICAGO MARKET BY HARPER KIRSCHTEN SHOE CO. 
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ing has approached per- 

fection in the “THEO” . 
turn tie shown above. Its 
beauty of line and refinement of 
form creates a shoe of smart 
character and notable correct- 
ness. Our illustration reveals the 
elegance of this model in Patent 
Chrome leather, but to many it 
appears none the less captivat- 
ing in Dull Kid. A last touch 
of beauty is added by use of No. 
9 silk ribbon lacing. 


i ae artistry of shoemak- 

















ALL BARKER BRAND 
SHOES IN STOCK 


HUNTINGTON SH 


MANUFAC 
HUNTINGTON 









% 


yuality Work Sto 
i 


Just One of Them = 


Price — $5.50 


HIOE & LEATHER CO. 


‘ACH TURERS 
INDIANA 





, 
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ft f pe | Monarch OF The Oak 


Sole Leather 


Os ih Wes ys You are buying heavy leather to give your cus- 
tomer a sole on his shoe that will last. You are 
paying the price for heavy leather when a 7 to 10 
pound 


Ay Le Monarch Of The Oaks Bend 


— ZA 
closely trimmed will give you a sole that will wear 


as long as a heavy sole in any other tannage. 


Monarch of the Oaks 7 to 10 pound Bends will cut 
soles that are more water-resisting and will wear 
longer than any other leather on the market, and 
it will cost you less money per sole. 


Try it out and prove it for yourself. 


——\ KULLMAN,SALZ @& 


Tanners Of Real Leather 


82 Fulton St. Wells Fargo Bldg. 220 W. Lake St. 
New York San Francisco Chicago 

















DUAN OU 


“‘OH’’ HOWhite 


BAG POWDER 


The Instant Cleaner 
for White Shoes! 














3 


A white shoe 
cleaner that will 
actually clean! 





No liquid to spill—easily packed in hand- 
bag when traveling, always clean and 
available and invariably gives satisfactory 
results. 

Get Oh HOWhite on sale. It’s a great 
little profit maker. 

In stock for immediate delivery. 


Jobbers Write for Prices 


EDW. H. JOHNSON MFG. CO. 
115 Washington St. Trenton, N. J. 


W. L. Douglas Shoe Co., Portland, Me. 
Chairs by American Seating Co. 


THE ‘BEST IS CHEAPEST IN THE END 
One of our customers writes: ““We have used American 
Seating Co.’s Chairs for over twenty years—and the 
have proven eminently satisfactory and excited muc 


favorable comment.’ 
Equip your Shoe Store with American Interlocking 


Shoe Store Chairs and prove to your own satisfaction 
their durability, economy and comfort. 


AMERIAN SEATING (UMBNNY 


CHICAGO, ILL. 
1016 Lytten Bidg. Room oon M9 v Noth St. 


eee MIUeM Me liiiiirelniiiiiil ett 
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1920 Output Capacity i y One of the Few Largest 
7500 Pairs a Day Built in Eight Years 


**Look Like Shoes That Might Cost Much More” 


WHY SEARCH FOR WHAT 
9000 DISCOVERED 


“Follow the Crowd,” as a colloquial expression is really equivalent to the efficiency rule 
of profiting by others’ experiences. The work that they have done paves the way for your 
enjoying all the benefits and none of the losses. Proud as we are of this tremendous clientele 
we are still more happy with the knowledge of what their cooperation makes possible for 
new friends. We'll gladly send you a catalog which describes a stock service not matched 
elsewhere in our grades. Trial pairs, you know, are always prepaid, so we virtually pay for 
your investigation. 


ADMIRAL 


DARK TAN 


$6.50 


No. 585—Rubber |Heel 


& 
PEG RRR BRURBR EERE RRRGES 


LEEEEE EG 
oe 


Dark Tan Side Lace Oxford Brogue, 
Admiral Last 


Widths: B,C, D. Sizes: 514 to 10 


ADMIRAL 


DARK TAN 


$5.50 


No. 84% 


Dark Tan _ “\y Oxford on vay Se 5 “2 
Admiral Last 1 
Widths: B,C, D. Sizes: 534 to 10 he 


I 
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BRANCH IN BRANCH IN 


PHILADELPHIA CLEVELAND 

BALTIMORE © DETROIT 

PITTSBURGH NT CHICAGO 

FACTORY | 2 FACTORY 2 
A -  ¢cItvo 


MONTELLO iF 
BROCKTON BROCKTON 








HOME OFFICE STOCK HOUSE SALES ROOMS 
UNBRANDED WELTS 196 CHURCH STREET, NEW YORK CITY ppnow srock-or FAC- 
FOR MEN — WOMEN BOSTON OFFICE 207 ESSEX STREET TORY AS YOU WISH 
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Finding the Figures 
That Fix the Cost 


E Moore-Shafer Shoe Manufacturing Com- 

pany, Brockport, N. Y., is one of the many shoe 

manufacturers in the country whose cost- 
figures are always kept accurate and up-to-date 
through the use of the Monroe Calculating Machine. 
“We are pleased to assure you,” they write, “of the 
great assistance your machine has been to us since 
we commenced using it in our Cost Department.” 


The Monroe Calculating Machine assumes the 
laborious brain work in connection with all figure- 
work. You merely set your problem on the Monroe 
standard flexible keyboard, turn the crank—forward 
to multiply and add; backward to divide and sub- 
tract—and your answer and proof appear simultane- 
ously in the dials and on the keyboard. 


Cost-figuring is only one of the many places where the Monroe 
is assuming the burden of figure-work. In the cutting room, 
figuring calculations in connection with the laying of patterns; 
in the office, figuring, extending and checking invoices, adding 
the numbers of pairs of shoes, making out monthly reports, 
figuring payrolls, and on inventory work—wherever there's 
figure-work, the Monroe should be used to simplify the work 
and insure accuracy. Shall we send more complete information, 
contained in “‘Book of Facts?” Then mail the coupon today. 


MONKOE 


Calculating 
Machine 








TRY 
Mayhew’s Invis- 
ible Top-Tree. 


This article will 
remove a 
wrinkles from tops 
of shoes; sg wortb 
trying for your 
Spring boots. 


FREE SAMPLES 


Price $6.00 the 
Doz. Pair. 
(24 Trees) 








WATCH 
We are coming 
out with a real 
Pump Tree, one 
that will fit them 
all, no sizes, it’s 
adjustable. 


WATCH 


FOR 
IT — yy 
B ~ 
NUMBERS 


JAMES N. MAYHEW CO., Inc., Minneapolis, Minn. 


WWW PS EF BOIS SOS 
Mr. Retailer 


You can save the jobber’s profit 
by buying direct from us. 


e 


Black Boudoir $1.50 
Red Boudoir $1.65 
Less 2% 10 days—Net 30 


36 pair case lots only. Orders filled day 
received. Satisfaction guaranteed. 


THE CONSOLIDATED SLIPPER CO. 
HAVERHILL, MASS. 


PUIVSSSSISOVOOE’ 
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Cold Facts for Keen Buyers 


QUALITY WELTS—FOR MEN 


gw You May Have Any Style Shown On This Page Made From Brown Novilla Kid at $8.00 Per Pair e 


SPECIFICATIONS 


No. 1126 


Panama Last, Brown Novilla 
Kid, a soft durable richly 
Blucher, 
High Grade Leather Facings 
Full Size 
“Wing 
Half Heels, 
High Quality Full Grain 
Six-Iron Innersoles, High 
Quality Heavy First Grade 


colored leather, 
and Trimmings, 


Felt Lined Tongues, 


Foot”’ Rubber 


Outersoles, Channel Welt, 


Price $8.00; 


Less Discount 


196 


197 194 


We are ready to make any 
style illustrated on this page, 
from the following leathers. 


Creese & Cook’s Tony a 

Calf, any style $9.50 
Creese & Cook’s Calf, Color 33, 
$9.50 


Tremont Last, 
villa Kid, 


[SPECIFICATIONS 


No. 1115 
Brown No- 
a soft durable 


richly colored leather, Bal, 
High Grade Leather Facings 
and Trimmings, Full Size 
Felt Lined Tongues, ‘‘Wing 


Foot” 


Rubber Half Heels, 


High Quality Full Grain 
Six-Iron Innersoles, Hig’ 
_—, envy First Grade 


195 


AS unusual line of good looking—well 
fitting perfectly made men’s welts, 
that are quality built from top facing to 
box toe. 


Select any style on this page and have us 
make it from any leather listed here. When 
you receive the shoes, compare them with 
other lines of the same quality, style, and 
finish. Then if you are not convinced that 
our prices are from 10 to 20 per cent lower, 
return the shoes to us at our expense and 
we will also return any transportation 
charges you have paid. 


We cannot accept orders for less than 12 
pairs on a style. 


May we send one of our salesmen to show 
you our line? 


I Welt, 





Price $8.00 


Less Discount 


We are ready to make any 
style illustrated on this page, 
from the following leathers. 








HERE ARE THE SALESMEN THAT ARE SHOWING THESE 


A. M. Peterson, Nebraska and Iowa 
H. L. Willis, Tenn. and Ala. 
E. S. Van Pattan, Missouri and Kansas 


Edward A. Gray, Philadelphia and Penn. 
Martin J. McDonough, Pennsylvania 
Charles Johnston, Kentucky 


Si L. Seeger, Georgia and Florida Charles A. Schm: 


and Long Island 
C. Whyte, New J and Connecticut 
M. B. Holmes, New York State 
Rufus A. Gilbert, Oklahoma and Texas R.K. Horne, Main 


Ric 
A. Z. Shaw, 


Guess & Roach, Ghicage and Vicinity 


Kennedy, North and South Carolina Paul Forbes, Massachusetts 
Kaa Fusfeld, New York City, Brooklyn J. P. Brown, N. ys and Vt. 


ch. and Northern Ohio 
WwW. M. Wilson, re Illinois and Ohio 


UALITY WELTS 


t, Penn. and W. Virginia 


lvania 








PENNINGTON- 


MANCHESTER, 
ZEEBEBRHEEEHEEHEE SB 


CROWELL SHOE CO. 


NEW HAMPSHIRE 
BEEBE EHEHEHEHEHEE GE 
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“Everything New That’s Good” 


The Howard & Foster 
line of men’s and women’s 
welts 1s ready for Fall. 


J 
a ee 


Howard & Foster Company 


Brockton, Mass. 
Boston Of fice, 183 Essex Street 


a 
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Retailer: 


You can increase your profits with little additional 
overhead by putting in a stock of “The Dayton” 


Cushion Insoles. 
Their comfort and health-giving properties are un- 
excelled. 


<— x oo ——-— — se ae a 





Write for a trial order. 


The Dayton Felt Products Company 
123 MILL STREET - - DAYTON, OHIO 


—— = 
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—“KVANGELINE” 


IN-STOCK 
OUR SALESMEN ARE NOW ON NOW 


THEIR TERRITORIES WITH OUR 
COMPLETE LINES OF: WOMEN 
SHOES FOR FALL AND WINTER. 


No. 3642 


BLACK KID TONGUE PUMP, 87 LAST, 
19/8 LOUIS HEEL, GOODYEAR WELT, 
ALUMINUM PLATE. PRICE..... $6.40 


WELTS 
McKAYS 
TURNS 


NEW LASTS, NEW PATTERNS, Ste. toes | 
ALL. UP TO THE MINUTE 4.003. 3 


TION TIP WITH PERFORATION, 
NATURAL WELT, WHITE STITCHING, 
1% INCH HEEL. PRICE........ $7.00 











IMPROVED CUSHION SOLE D 
FAMOUS SHOES, DR. A. REED PAT- NEW Sanrieee 
ae Oey ae ee ENTEE, 1900, 1901. THIS IS 
ash organy REED CUSHION SHOE PRE: 5 
eg. U. 5. Pat. ° - 
: VIOUSLY PATENTED BUT CUSHION SOLE 
SHOES HIS LATEST INVENTION. McKAY 





























Can We Send You Our Spring In-Stock Catalog? 


A. H. BERRY SHOE COMPANY 
PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 


KSSAASASAASSASSASASASASSSSASSSSS SSS 
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sor Ti 
Chrome Pearl Leather Fac. 


STOCK STYLE 
$18 


Widths, Sizes 5-11. 


Same last and pattern . E 
in two grades of Hav- PRICE 


ana Brown Kid, for Ye. m ‘ $8.95 


delivery April Ist. 
less discount 


T is vitally important that no stone be left unturned to 
I keep up the interest of old customers and obtain that of 
new ones. Money invested in styles that promise to be 

an attraction and fill gaps is sure to return good dividends. 
The O’Brien Last shown above gives dealers sales advantages 
not to be had without it. There are times when no shoe seems 
to suit, until the O’Brien is brought out and placed on the 
foot of the customer. There’s no chance for an excuse then. 
The customer invariably comes across. 818 is ready. Order 
today, but don’t misjudge its selling qualities and order short 


of possible requirements. 





J. W. CARTER CHICAGO COMPANY 


CHICAGO, ILL. 
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HERE THEY ARE 





The 
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TRIMLINE 


SPAT 


BOOT-TOP 


By far the smartest boot top-model ever 


designed. Made to slip on over the heel 
without a buckle, it is the choice of well- 
dressed women who prefer a style that 


With its graceful lines, snug ankle-hugging cut, 
and tailored-to-order appearance—the STAND- 
ARD “Trimline” is the one “best seller” and 
most universally popular spat design ever placed 
on the market. It’s the style that will be featured 


gives the fashionable cloth-top-shoe ef- 
’ as the STANDARD mode throughout the big 
fect. It’s a style that sells. STANDARD advertising campaign for 1920. 


eLHandaidh SPATS 


NATIONALLY ADVERTISED 


The popularity of STANDARD SPATS, backed up by 
STANDARD advertising, created a demand last year that was 
difficult to fill. With a still. bigger advertising campaign for 
1920 an even larger demand is certain to result. To meet this 
demand we have increased production facilities and expect to 
be able to fill all orders promptly. To assure timely deliveries 
it is advisable to place early orders, however, for the two 
STANDARD styles described above. 


S. RAUH3& COMPANY -310 Sixth Ave., New York, N. Y. 


For 50 Years the World’s Largest and Foremost Makers of Finest Spats 


Made in the Exclusive 
“RAUTEX ’’ Fabrics 
—cloth, linen, silk and satin. 


All the most fashionable 
shades. 
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EALERS having this agency find that 
sales DO grow—not through any ar- 
tificial methods of sales stimulation 

but because of the intrinsic value of the 
shoes themselves. 


It’s this ability to satisfy the customer, 
No. 5815 7 
that’s at the bottom of the steady, con- 


Grover’s Shoes Mean sistent, reliable growth of business that 
awaits the shoe man who pins his faith 


Growing Sales to GROVER'S. 


SOFT SHOES FOR TENDER 
FEET 


GROVER’S SONS CO. 


Lynn, Mass. NEW YORK 
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RUSSELL’S “NEVER-LEAK’’ 


The Boot that Hits the True Sports- 
man and Outdoor-Man Just Right 


IGHT-WEIGHT, comfortable and as water repellent as 
fe leather can be made. Suited for every kind of going, they 
give the limit of service and satisfaction. 


Made from chrome-tanned leathers, water-proofed in tanning. 
Skillfully made throughout and 


THE “NEVER-RIP’’? SEAMS 


are warranted not to break or open 


Sell? Ask the Sportsman or Outdoor fellow who owns a pair—their con- 
fidence is earned by the actual service the boots render in the “going. 


Catalog and merchants’ price list yours for the asking. 


W. C. RUSSELL MOCCASIN CO. 


BERLIN 33 2: WISCONSIN 
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Welt 


Full Louis Covered 
Heel 
The following leathers are 


made exactly as above 
illustration. 


No. 9021 Price $9.00 


Pearl Gray Nubuck 


No. 9016 Price $8.50 
Brown Vici Kid 
No. 9014 Price $7.35 
Patent Colt 
No. 9017 Price $8.50 
Black Vici Kid 


The following in a Turn 
No. 1607 Price $8.50 


Black Vici Kid 
No. 1606 Price $8.50 
Dull Kid 
No. 1603 Price $7.50 
Patent Colt 


IN STOCK 


Delivered at Once 


The last word in style; 
best workmanship in the 
country and of quality 
we know you want. 


Welt 


White Washable Kid 
No. 099 Price $9.00 


White Ivory Sole and Cov- 
ered Louis Heel. 


Sizes 
AA,4 to8 
A, 3% to 8 
B, 2% to 8 
C, 2% to7 
D, 2% to7 








Turn 


Full Louis Covered 
Heel 


The following leathers are 
made up exactly as illus- 
tration. 


No. 1820 Price $6.85 
Pearl Gray Nubuck 
No. 1609 aa oO $8.00 
Dull Kid 
No. 1610 Price $8.50 

White Cabaretta 

No. 1608 Price $8.00 
Patent Colt 

No. 1686 Price $6.00 
Black Satin 

No. 1681 Price $6.00 
White Satin 

No. 407 Price $3.00 


White Sea Island 
Canvas 


No. 1611 Price $6.00 
White Reignskin 


“1, WESTCOTT ,WHITMORE COMPAN 


SYRACUSE, N. Y. 


Specialists in Smart Footwear for Women Who Know 





yrs 


Says the Shoe and Leather Lexicon— 


“Calfskin Makes a Strong, 
Pliable Leather” 


Brown’s Quality Calfskins 


not only help to sell the shoe but it keeps the shoe 
sold. The exceptional quality of BROWN’S BROWNS 


assures superior service and satisfaction. 


Koko 4, Otter 12, Brown and Black Ooze and Rich Tan 11, 
With No. 15,-Plain or Boarded, for the Export Trade 


1920 Shades Gladly Sent Upon Request 


Cc. D. BROWN & CO.,, Inc. 


EXECUTIVE OFFICE AND FACTORY 





Se 


=a | 


Fairy Shoes 


FOR GROWING GIRLS, MISSES AND CHILDREN 
IN STOCK 
For IMMEDIATE Shipment 


WELTS 
Gun Metal Side—Polish| Tan Side—Polish 


8-Inch Boot 8-Inch Boot 
2102—2% to 8, B, C an eis tare 8,B,Ca 
3102—11% to 2, an 3106-1134 o 2, Ca 
4102—8% to ll, an 4106-814 | to -. €e 
eee lls 
5102—6 to 8, D.... 5106—6 t o 8, D.. : 3.80 
RIGHT FOR YOUR EASTER TRADE! 


























194 Las ot—214 8 On Sizes 


Grieb sie aE Ie Co. 


531 Market Street, Philadelphia, Pa. 



















































































































“the 
SETT 
Grosse 


“MAKES LIFE's WALK EASY” 
‘TRADE -MaRe 





DARK BROWN VICI KID TWO EYELET TIE, 
, 18/8 HALF LOUIS HEEL. IN STOCK No. 246. 





The CROSSETT SHOE is designed for your customers who discriminate and 
know quality, for those others who depend upon you to furnish shoes of style 
and comfort that will give satisfactory wear. 

High grade shoemaking, combined with a sound co-operative merchandising 
policy, makes the CROSSETT SHOE particularly desirable to the merchant 
who is determined to safeguard his reputation. 

We invite your serious consideration at this time when you are giving some 
thought to your fall shoes. 


May we send you our catalogue and further information? 


CONSTANT IN QUALITY—NATIONALLY ADVERTISED 


LEWIS A. CROSSETT CO. 


Address all communications to 
NORTH ABINGTON, MASS. 


BOSTON SALESROOM 
58 Lincoln Street 






SAN FRANCISCO SALESROOM 
463 Pacific Bldg. 






NEW YORK SALESROOM 
606 Marbridge Bldg. 
































































































































































Showing “‘Ajusto” Boot Top 
Form Before Shoe Is Laced. 


The Simple Way—The Easy Way— 
The Perfect Way 


is forming up your boot tops with “AJUSTO” Boot Top forms 
and your overgaiters with “AJUSTO” SPAT Forms. Every 
boot in your window will have double attractiveness and double 
sales value if fitted over “AJUSTO” Forms. Adjusted in your 
shoes in a jiffy. Will:last for years. No a to get out of 
order—no screws to adjust. The slide does the trick—it expands 
the form and removes all unsightly wrinkles. The cost is small 
but results are great. Price $3.00 the dozen, f. o. b. Pittsburg, 
Kansas. If your a yet cannot supply you, order direct. Model 
No. 2 for A and B width boots. Model No. 3 for C and D 
widths. Model No. 5 for Spats, sizes 1 and 2, 


U. S. SPECIALTY MFG. CO. 


DEPT. A PITTSBURG KANSAS 
(And remember it’s KANSAS) 


Showing Pump With Spat Fit- 
ted Over *‘Ajusto” Spal Form. 








LSS 


—BLEECKE 


The Big 


of Today 


'A Brown Calf Brogue Oxford, 
Tip, Military Heel, Goodyear 
Atto D. 
3527—Same in Gun Metal 


p's aliths HOE CO: 


“JHE LIVE WIR WIRE E HOUSE — . 


‘women & & STAPLES 
WOMENS -MENS-BOYS-GIRLS 
148 150 Duane Srrcer 


MA og Moai, 





STYLE 1460 








PATENT STRAP PUMP 
5-8 $3.50 


84-12 $4.00 
IN STOCK 





Seller 


- $7.50 
Wing Garage Men 
Farmers 
Creamerymen 
Dairymen 
Railroaders 

Foun men 
Paper Mill Men 
Chemical Workers 





WATERPROOF OIL GRAIN LEATHER 
and WATERPROOF SOLE 


You Can Sell These Boots and Shoes To 


Riemer Pat. Steel Rims just the thing for wear on 
rough concrete floors and quarries, foundries, etc. 
Send for Catalog and Price List 


A. H. RIEMER SHOE CO. 


MILWAUKEE, WIS. 
EST. 1887 


Auto Washers 
Icemen 
Miners 
Platers 
Dockworkers 
Laundrymen 
Ice Cream 
Makers 














Pla-Mates will sell on their 
reputation. 


Pla-Mates will stay sold be- 
cause of their workmanship 
and quality. 

Write For Stock Catalog. 


WILLIAMS, HOYT & CO. 


ROCHESTER, N. Y. 


PONY KID OXFORD 
5-8 $3.80 
IN STOCK 


8-12 $4.45 
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-~does not ruboff /.; 


) 
| ! | . 7 
Kling White—the improved USAGE white shoe 
dressing—just as the name implies, clings and 
adheres to the shoe. Jt does not rub off! 


Kling White contains no acids. It will not 
injure any fabric. It is easily and quickly 
applied. Dries evenly and rapidly. It 
cleans as well as whitens. It helps 


preserve shoes. Equally good for INFSe laf RY 
Buck, Nubuck, Suede, Canvas, \ IKXF- pb) IX \" 


; 
Packed in ttractive s IK Ve wh 
carton. 72 ed < Oakey 
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and all white duck fabrics. \y ’ KS ( 


Kling White will A 
sell itself. Early 
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ordering is Rik. WSS (ZX 
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Warren 
221 Noh 18th 
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sa Styles In Stock 


g 
4 Styles With Goodyear Wingfoot Half Rubber Heels 4 ; 
& 
: 
3 


All styles stocked 
Unbranded and 
‘*Crawford”’ 
B629—Cherry Calf Oxford, Pointer Last. 
Widths, AA to D $9.0 


B621—Nut a Calf Oxford, wy Last. 
Widths, A 9.00 
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Widths, A 


B2669—Cherry Oxford, Carlton Last. 
Widths, A to D $7 
B628—Same, except — Pattern as No. 621, No Perforation 


™ ee ee ee a 


IC 


Ready March 20 th 


B637—No. 4 Gallun’s Calf Brogue Oxford, Brogue Last. 
Widths, AA to D 9.75 


eae Grain Oxford, No Pinking. 
B633—Brown Cordovan Oxford, Tremont Last. to D $9.00 
Widths, AA to D $10.00 & ait D Ready; AA, A, B, Due April 15th. 


READY FOR AT ONCE DELIVERY 
ARE YOU prepared for the Early Opening of the Easter Season—“APRIL 4th’’? 
The SEASON for OXFORDS is early and will be extended, and the demand for popular styles will be hard 
to meet. 
ORDER NOW. Sample Pairs Sent, Charges Prepaid, Also Spring Catalogue Upon Request 


CHARLES A. EATON COMPANY Rete oe ed Brockton, Mass. 


BOSTON—183 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street DETROIT—461 Book Building 
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No. X283 . 


No. ¥287 


TSrrect Dodg' ce 


FOR ALL OCCASIONS 


IN STOCK 








No. X292 










No. X294 No. X299 
No. X289 No X295 No. X302 


No. X288 


No. X216 
No. X217 










No. X300 






No. X251 
No. X252 


Fill in your stock from these numbers 
They are ready to ship, as long as they last 


Stock No. X216—Imported Gold Cloth Stock No. X290—Patent Leather Plaza. Bow, 2 1-8 inch Full Louis Wood Covered 
Opera, 2 1-8 inch Full Louis Wood Covered _1 1-2 inch Baby Louis Wood Covered ogo PON: PMRBG 66 5-o0 bvadaboetoeaeses $7.70 
Heel. Price.. A MOP REE SE Rr ere $6.5 Stock No. X295—Same in Dull Calf 
Stock No. X217—Same i in 4 Seaporeed Silver Stock No. X287—Patent Leather Foc Price “~ $8.00 
Cloth. Price. .$8.00 1 1-2 inch Baby Louis Heel, 4 inch Vam 9 3 i Py wise keh Goa PE 
eee et CR Re Eee Stock No. X299—Same in Dull Calf, ex- 


Stock No. X251—Same i in 1 Patent Leather, Stock No. X283—Dull Kid are Jet cept that it has a | 1-2 inch Baby roy 


Rr re ey 
Aer i ee Beaded Tongue, 2 1-8 inch Full Louis Wood Wood Covered Heel. Price......... $8.00 
RRs es SEI eR oe $7.00 Covered or ae. + _ “0/09 . «+ +$8.00 Stock No. 190—Some in Pocent Leather, 
Stock No. X292—Black Satin Side Seam except that it has a inch Baby Louis 
FPS inch Foil Louls Wood Covered Fleet’ Opera, 2 1-8 inch Full Louis Wood Covered Wood Covered Heel. Price....-.+. $765 
a, RR Ree Sr ee ee. $6.50 Heel. Price... .........0.sseceeeee $6.00 Stock No. X301—Patent Opera, | 3-4 inet, 
Pedestrian Heel. Price............ $6.2 


Stock No. X288—Same in Dull coil. Stock No. X294—Patent Leather Two- 
$6.5 Eyelet Sailor with Silk Grosgrain Ribbon Stock No. X300—Same in Dull Calf. . $6 vo 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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New Styles In Stock 


4 Styles With Goodyear Wingfoot Half Rubber Heels 4 


All styles stocked 
Unbranded and 
‘*Crawford”’ 
B629—Cherry Calf Oxford, Pointer Last. 
Widths, AA to D $9.00 


B621—Nut Brown Russia Calf Oxford, Tremont Last. 
Widths, AA to D $9.00 


B645—Havana Brown Kid Oxford, —_ Last. 


B2669—Cherry Oxford, Carlton Last. 
Widths, A to D 7.50 Widths, A to E 
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B628—Same, except var: Pattern as No. 621, No Perforation 


_—— 


a 


Ready March 20 th 


B637—No. 4 Gallun’s Calf Brogue Oxford, Brogue Last. 
Widths, AA to D $9.75 
——— Grain Oxford, No Pinking. 


B633—Brown Cordovan Oxford, Tremont Last. AA to $9.00 
Widths, AA to D $10.00 Cand D Ready; AA, A, B, Due April 15th. 


READY FOR AT ONCE DELIVERY 


ARE YOU prepared for the Early Opening of the Easter Season—“‘APRIL 4th”? 
The SEASON for OXFORDS is early and will be extended, and the demand for popular styles will be hard 
to meet. 

ORDER NOW. Sample Pairs Sent, Charges Prepaid, Also Spring Catalogue Upon Request 


CHARLES A. EATON COMPANY Ween ma ny Brockton, Mass. 
BOSTON—183 Essex Street ATLANTA—238 Peachtree Arcade 
NEW YORK—127 Duane Street DETROIT—461 Book Building 
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No. ¥ 287 No. X283 . 


TSrrect Dodg' ce 


FOR ALL OCCASIONS 


IN STOCK 


No. X292 


SP UATAAD TA AAA 


| 
' 
| 
} 
| 


No. X294 No. X299 
No. X289 No X295 No. X302 


No. X288 
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AR 


No. X216 
No. X217 


No. X301 
No. X300 No. X290 
No. X251 


No. X252 
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Fill in your stock from these numbers 
They are ready to ship, as long as they last 


.) 
#s 


, 
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Stock No. X216—Imported Gold Cloth 
Opera, 2 1-8 inch Full Louis Wood eat 
Heel. Price.. . $8. 

Stock No. X217—Same i in » deported 
Cloth. Price. . $8.00 


Stock No. X289—Patent Leather = ba 
2 1-8 inch Full Louis Wood Covered = 
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Stock No. X251—Same i in 5 Patent Leather. 
$6.50 


Stock No. X290—Patent Leather Plaza, 
1 1-2 inch Baby Louis Wood Covered ag 
Stock No. X287—Patent Leather Opera, 
1 1-2 inch Baby Louis Heel, 4 inch Vam fo 


Stock No. X283—Dull Kid Py Jet 
Beaded Tongue, 2 1-8 inch Full Louis Wood 
Covered Heel. Price $8.00 
Stock No. X292—Black Satin Side Seam 
Opera, 2 1-8 inch Full Louis Wood Covered 
Heel. Price $6.00 
Stock No. X294—Patent Leather Two- 
Eyelet Sailor with Silk Grosgrain Ribbon 


Bow, 2 1-8 inch Full Louis Wood Covered 
Heel. Price $7.70 


Stock No. X295—Same in Dull cae 
i $8. 


Snoak No. X299—Same in Dull Calf. ex- 
t that it has a 1 1-2 inch Baby Louis 
Wood Covered Heel. Price $8.00 
Stock No. X302—Same in Patent Leather, 
except that it has a | 1-2 inch Baby Louis 
Wood Covered Heel. Price $7.65 
Stock No. X301—Patent Opera, | 3-4 oe 
Pedestrian Heel. Price $6.2 
Stock No. X300—Same in Dull Calf. . $6.7 24 


LD). Dodge Shoe Co. 


Newburyport, Mass. 
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Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 








RIFFIN 
WHITE KIDINE 
FOR weeTE =D SHOES 
THEAL 15 NOTHING UKE «7 











GRIFFIN WHITE KIDINE 


GRIFFIN PEUERWHITE CLEANER 


GRIFFIN LOTION CREAM 
In white, black, light tan, Havana brown, 


For all white kid shoes. A perfect white 
cleaner that gives a kid glove finish. 


Small (15c) Size, $14.25 Gross, $1.25 Doz. 
Large (25c) Size, $21.60 Gross, $1.90 Doz. 


5-oz. Size er 


GRIFFIN MANUFACTURING CO., 


67-69 MURRAY STREET - 


For all white shoes exce, —_ kid. A thorough 
cleaner, not a whitew: 
3 1-2 oz. rey 4 Top Carton— 

14.25 Gross, $1. 


Box— 
$21.60 Gross, $1.90 Doz. 


dark brown, light gray and dark gray. 
Cleans, softens and polishes all kid leather. 
25 Doz. Contains no injurious acids. It is to the 
leather what cold cream is to the skin. 


3 oz. Size, $21.00 per Gross, $1.80 per Doz 


Inc. 
; NEW YORK, U.S.A. 























Auction Sale of 
Staple and Desirable Wholesale Stock 


LADIES’ and MEN’S 


SHOES 


VALUATION $250,000 


By Order of a Prominent Bank for Account of Liquida- 
ting Committee, 

SMITH & JAFFE; PHILIP SMITH, Auctioneer, 
SELLS BY PUBLIC AUCTION THURSDAY, 
MARCH 18, AT 11 A. M. 

At Auctioneers’ Salesroom, 68 WEST 45TH ST., 

Between 5th and 6th Aves. ee ¢ 
Being the entire stock of a prominent jobber, liquida- 
ting, 
Consisting of 


27,000 Pairs Of Men’s Shoes 
16,000 Pairs Of Ladies’ Shoes 


All being of prominent makes and leading brands, in 
the latest styles. 
Ready For Inspection With Descriptive Catalogue, 
TUESDAY, March 16, and WEDNESDAY, Marc 
from 9 A. M. to 5 P. M. 
AUCTIONEER’S NOTE: 
Above offering consists of large lines of staple, 
desirable shoes. The same are in originel cases. 
Good sizes in ““D’’ and ‘“‘E”’ widths, and will be 
sold in desirable trade lots. Do not miss this 
opportunity. 
For further particulars apply to 
SMITH & JAFFE, Auctioneers and Appraisers, 
68 West 45th St., New York City 














| 683 ATLANTIC AVE. - BOSTON 





- 
NOW _ READY! 


1920 DIRECTORY 
OF 








Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 
jobbers included. 


Price $2.00 Postpaid 


| Shoe Trades Publishing Co. 
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EL-ON 





BUCK- 





There is always one 
thing in every field 
that is the _ best! 


HERE’S no shrinking violet modesty 
in our claims for BUCK-EL-ON;; but 


there’s nothing of braggadocio about 


hard and unyielding; BUCK-EL-ON is 


made of leather. So much for comfort. 


Shoe ornaments attached to pumps have a 
bad habit of slipping off, jarring loose; sagging 
down, rattling around; shoe ornaments are 


attached to Buck-El-On—NOT the pump. So 


much for security and style. 


Nothing but the pressure of the foot in the 


them either. pump is needed to hold Buck-El-On and its 

companion shoe ornament in place. 

That’s one of several good things about this 

device that are fully described in a little 
booklet which we'll send you if 


vou write us. 


Just let logic convince you. 


Leather is soft and pliable—metal is 











JOBBERS: 





Shoe dealers every- 
where are clamoring 


for BUCK-EL-ON. 


Put it in your line. 








Write Us for our Jobbers Proposition 








WILLIAM REYNOLDS, JR., Inc., PROVIDENCE, R. I. 














HUB GORE---Romeos and Juliets 


ARE THE STANDARD— > 
THEY SELL HUB 


HUB GORE— INSURED 
FOR TWO YEARS 


EVERLASTIK, Incorporated 
HUB GORE MAKERS 
NEW YORK 


BOSTON 
395 Broadway 


52 Chauncy St. 
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Jjegul u ty i is hut skin deep~ 
But that is deep enough 
when ROVILLA KID 
is the skin used in making 

Shoe Uppers. 


Whether you are a maker— 
retailer or wearer—you must 
be interested in 


ROVILLA KID 


Its superior lustre—wearing 
qualities and cutting advan. 
tages—demand your careful 
consideration. 


For beauty of texture—lustre 
and finish—NOVILLA KID 
has no equal. Because of its 
strength and mellowness it 
gives long and comfortable 
wear. 


Write us today for 
full particulars 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN.N.J. 
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Weakness Apparent 


Wide Range of Prices Prevails but the Level Is 
Lower---Trading Set Back by Transportation 
Tie-ups Incident to Severe Winter 


Until transportation facilities are 
fully restored it is difficult to tell just 
what the situation will be, but thére 
seems to be no doubt in the minds of 
those in close touch with the leather 
market that an easier level of values 
has reached us. How far any drop in 
leather prices will go is purely a matter 
of opinion. In some things there may 
not be any decline. It may be a costly 
proceeding to bank too much on what 
may happen. 


Plenty of Leather 


The available supplies of leather in 
this country are certainly going to be 
sufficient to take care of the demands. 
Some shoe manufacturers are said to 
have purchased rather heavily of upper 
leather, but it is difficult to see how 
shoe retailers are going to be able to put 
shoes out for the public this Spring and 
Summer very much cheaper, or any, 
over last season, as the cost of produc- 
tion is no less and in some cases more. 
The attacks of commissions and in- 
vestigating committees seem to center 
more on the profit percentage than on 
actual production costs, but the en- 
thusiasts in reductions must remember 
that we face a very probable and 
large advance in all freight traffic rates 
estimated by the best railroad authori- 
ties at 20 per cent. 

The actual changes thus far are shown 
in hide and skin quotations, excepting 
goatskins. While leather is weaker, it 
is not expected at once to approach a 
parity with raw material. Moreover, 
when active buying of hides and skins 
sets in and the better quality comes 
along a recovery in prices will un- 
doubtedly take effect, but’ the hide 
people whom we have consulted main- 
tain that the high peaks reached last 


year will by no means be reached this 
year. ; 
Buy According to Needs 

Just to what extent this will effect 
the manufacture of shoes for Fall and 
Winter, it is yet too early to determine, 
and the best advice which we find in 
the market now is for retail merchants 
to buy according to their needs, but not 
to overbuy. As a matter of fact, the 
whole situation bids fair to be more 
stabilized by the present movement 
than at any period since the Armistice. 


Hheatediataceereauanyt 


It is a time for sane action and good 
business judgment. If the day of 
profiteering and reckless speculation is 
at an end, or approaching an end, the 
public as well as trade generally will 
benefit, and there will not be any shake- 
down of values in our field that isn’t 
more or less universal in other industries. 

As to actual present prices, take calf- 
skins and leather for example, there are 
no standard quotations. Top grades 
run well up over $1, around $1.25 to 
$1.40 per foot, but the sale depends 
entirely upon conditions. 

Wide Range of Kid Leather 

The range of glazed kid prices is so 
wide as to make it virtually misleading 
to the shoe man to quote a price, for it 
depends upon what he buys. Begin- 
ning with the poorest grades of around 
25c to 30c per foot, glazed kid can be 

(Continued on page 117) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Prices under 1919 are for the Corresponding Week with this Year 
Sole Leather 


Hemlock sole, heavy, No. 1 


Hemlock sole, seconds, mid.............. 


Oak sole, No. 1 bends 


Oak sole, No. 1 backs, all weights......... 


Union steers, flat 

Union cows, flat 

Offal, hemlock heads 
Offal, hemlock bellies 
Offal, hemlock shoulders 
Union offal, heads 


RS ES RE SS are ee 


Chrome, S. A. dry hide, 71% to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides 


1919 1920 
Cents per pound 
56@57 
54@55 
85 @92 
80@85 
84@85 
80 @83 
17@18 
23 @25 
38 @40 
24@25 
27 @28 
Cents per foot 

43 @50 
—@50 


1910 


56@ 
54@ 
.05@1. 
88@ 
88@ 
90@ 
15@ 
20@ 
36@ 
21@ 
25@ 


25 @26 
23@24 
45@— 
43@— 
33@35 


60@ 
—@ 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


1919 1920 

Cents per pound 
27@28 — 
26 @27 _ 
19@20 20 @22 
35 @55 50 @55 
37@39 4514 @46 


1911 


@40 
@37% 
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Shoe 
Specialists 


OR nearly fifty years DAYTON’S SHOES have been 
F preferred by particular people for Style, Comfort and 


wearing Quality. 





It will pay you to investigate the 
Daye ine Shoe Specialties. We 
will help you please your most ex- 
acting customers. Our line includes 


Hunting and Sportsman 
Boots, Drivers’, Loggers’, 
Pilgrim Shoes, Dayton’s 
Kangaroo, Railroad and 
Workman's Shoes. 


Fine Goodyear Welts 
Send for Illustrated 
Catalogue 


J, E. Dayton Co, 


Williamsport, 
Pa. 


— 


Gimigia mies 


. aga Bi 





PUMPS NEED NOT 
SLIP AT THE HEEL 


Because your customers are anxious 
to overcome that slipping and because 
they know not how to do it, the credit 
will be yours and the profits, too, for 
suggesting 


Gilco Shoe Retainers 


In fitting pumps or oxfords and im- 
pressing your customers with your 
ability to give shoe comfort, this incon- 
spicuous and comfortable device pre- 
vents all slipping at the heel. 


THE 
PILGRIM SHOE, Fine 


Kangaroo Upper—Welt Sole ra : 
; Extra Wide Ball. Stock No. 66 % — 








OTEL 
IMPERIAL 


Broadway at 32nd Street 


NEW YORK — 


Recognized Headquarters for 
the Shoe Trade 


Within easy reach of all offices 
of manufacturers and distribu- 
tors, convenient for the visit- 
ing buyer. In the heart of the 
central retail district—con- 
venient for the visiting repre- 
sentative 


No Stitching or use of tools re- 
quired. Suitable for either 
men’s orwomen’s shoes. Colors : 
Black, White, Tan or Gray. 
Price, $1.75 per dozen paw. 


ilco 


E. T. GILBERT MFG. CO. 
ROCHESTER, N. Y. 
Telephone Your Jobber 











and 
in itself a meeting place of 
members of the trade. 


First Class Service in Rooms or Restau- 
rants, and Moderate in Charges 


Midway Between Both Railroad 
’ Terminals 














a | 
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RE-NEWS Heel 
and Sole Edges 


—and, better still, the newness 
lasts. It does not rub off. 


REPCO 
Heel and Edge 


ENAMEL 


adds a much-needed ‘‘finish- 
ing touch’’ to shoes. Favored in 
the home as well as the repair 
shop. It will not soil or harm 
clothes. Contains no varnish, 
shellac or other gummy sub- 
stance. To meet every modish 
need Repco can be had in Hav- 
ana Brown, White, Ivory, Light 
Gray, Dark Gray and Cham- 
pagne. Early stocking-up is 
advised. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS . 


BRANCHES 


Auburn, Me ohnson City. N. Y......... 24 Mai 37 Warren 
Brockton, Mass 93 Centre 1 nn, tren . 300 Broad . K. Krieg, N. Y 

Cincinnati 708 Broadway arlboro, Mass........... 11 Florence i i 221 North 13th 
Chicago.............18 South Market Milwaukee F Rochester, N. 130 Mill 
Haverhill, Mass 145 Essex 216 Chartres St. Louis 1423 Olive 
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a o S. Walrus is held un- 
er a faucet or pump, every trace 
of mud washes quickly off its 
smooth rubber surface. 


One of the Season’s Successes 
—increasingly popular with dealers everywhere 


FROM Maine to Califor- 
nia, we’re telling farmers 
this Winter about the new 
overshoe that’s ready for 
them at their dealers. 


And from California to 
Maine, men are saying to 
their dealers, “Show me a 
pair of U. S. Walrus!’’ 


It’s just the overshoe that 
farmers and outdoor men 
have been waiting for: warm 
and handy as an arctic, with 
the smooth rubber surface of 
a boot. 


We were sure there would be 
a tremendous demand for 
such a type—if men only 
knew about it. That’s why 
we decided to give it national 
distribution, backed by 
coast-to-coast advertising. 


Results have proved conclu- 
sively that we were right. 


Dealers who handle the U. S. 
Walrus are delighted with its 
rapid turnover—its steadily 
increasing sales. 


United States Rubber Company 
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Conditions have not changed per- 
ceptibly during the past week, although 
the difficulty of securing rubber goods 
has been accentuated by additional 
severe storms. Wholesalers’ and pro- 
ducers’ stocks have been shot to pieces 
on account of the unusual demands 
made upon them for storm footwear of 
all descriptions. 

The going under foot in the Northern 
and Northeastern sections of the coun- 
try has ben unparalleled in recent 
times, and this also has meant a great 
handicap to business of all kinds. 
Whole sections of trolley service have 
been discontinued with the tracks 
covered from one to six feet or more of 
ice and snow. Railroads have kept in 
operation only under great difficulties, 
and at times many trains have been 
taken from their schedules to accom- 
modate the passenger traffic, with 
freight traffic held up in places two 
weeks or more at a time. 

Man-power has been unable to cope 
with such weather conditions. A feel- 
ing of consolation comes from the fact 
that Winter must be nearly at the end. 
It is past the consideration of weather 
conditions, making a demand for storm 
footwear. It has been more a matter of 
how factories could continue under 
operation and commerce in_ general 
continue in any way near normal under 
such handicaps of snow and ice. 


New Demands for Rubber Footwear 


Aside from the demands for rubber 
ootwear for ordinary use, there is an 
increasing call for goods for outing and 
athletic pursuits, which will show a 
greater gain this year than ever before. 
The close of the war brought with it a 
new feeling as regards outing and 
athletic activities, which extends from 
one end of the country to the other, and 
a requisite for developing these pur- 










Rubbee anes 
The Market Situation - Prices and 
Style Information - Trade Notes 
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More Rubber Weather 


No Let-up to Severe Winter---Boots and Shoes of All 
l*escriptions Wanted---Big Production Season Ahead 


suits properly is rubber footwear, at 
least rubber-soled footwear of many 
varieties. 

New types and new styles and im- 
provements in manufacture are strongly 
in evidence among the different pro- 
ducers, and rubber footwear which 
used to be kept somewhat in the back- 
ground will, hereafter, be more promi- 
nently displayed among the features of 
up-to-date shoe stores. Among these 
is the perfection of the welt sole for 
canvas rubber-soled shoes. The welt- 
soled goods have firm box toes and 
fashionable lasts. A widespread popu- 
larity is already evident for this kind 
of goods. Some of these will range up 
in the fashionable styles of footwear to 
retail as high as $6.50. More attention 
is being given constantly to meeting 
the conditions of the market. 


Crude Rubber 


More firmness developed during the 
last week in plantation rubber, which 
was brought about by a demand from 
speculative buyers. Asking prices were 
a fraction higher. While no trans- 
actions were reported of large magni- 
tude, the aggregate volume of business 
was satisfactory as compared with the 
conditions prevailing before. The clos- 
ing quotations for the week were, on 
smoked ribbed sheets, 4614c for spot 
and near by, 4834c for April-June, 49 4c 
for July-September, and 50c for the 
last half of the year. First latex pale 
crepe was held at a premium of 4c. 
The Para market is depressed and prices 


are a bit lower all around. Centrals 
are dull and unchanged. 

First latex pale crepe.........4634@— 
Smoked sheets. . ...e-- 464%@— 
BeOWR CHONG... o.. ocoie se Sein Se 40 @44 
Upriver fine para............ 42 @— 
Upriver coarse...............314%@— 
Island coarse... ..20%@— 
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PUI 


Caucho ball upper......:....314%4@32 
Caucho ball lower..... . .284%@— 
Ee ea Pe Le 21 @— 
Centrals and Mexicans....... 30 @32 
Guayule (20% moisture) ...... 25 @27 


Scrap Rubber 


There has not been much interest in 
buying and holders have not tried to 
force business. Shoes have not been 
more active than previously, and plenty 
of stock is either consigned or on the 
way to the mills. Reclaimers have had 
boots and shoes offered them at new 
low levels of 844c which have been re- 


jected. Some holders are still asking 
8 bc. 

Boots and shoes.............. 8y@— 
Arctics, trimmed....... 6 @— 
Arctics, untrimmed............ 5 @— 


THE LEATHER MARKET 
(Concluded from page 113) 
bought at prices ranging all the way up 
to $1.40 to $1.50 per feot. Some few 
skins are held even -higher, but the 
average is around 80c to $1 for a good 
grade of kid, and one of the leading 
tanners recently told the writer that his 
best grade of kid leather was $1.40 to 

$1.50 per foot. 

Side leathers are ranging in prices 
from 45c to 90c per foot, with buck 
leathers offered at from 85c up to $1.10 
and $1.15. Considerable business is 
being done in elk leather at 50c to 60c 
per foot and a fairly good line is obtain- 
able at less. This goes mostly into un- 
lined shoes. The Western markets are 
rather weak on side leather and many 
manufacturers are inclined to purchase 
rather close to their needs, pending the 
outcome of the present rather complex 
situation. 

The smaller buyers of leather particu- 
larly do not wish to be caught with large 
stocks and are confining their purchases 
to small lots for quick shipment. 

The sole leather situation is on about 
the same basis. A little weaker tone 
prevails, but prices on most grades of 
bottom stock are on practically the 
same level as the last few weeks. 













*“fhose totally different shoes °—==| 
Women’s Brogue Oxfords 


IN STOCK 









No. 4558— 






Pfister & Vo- 
el’s Russia 
alf Brogue, 





Goodyear 
Welt. 12-8 inch 
Military Heel, 
Outside Wing 
Tip. Widths 
A to D. 

Price... . $7.25 


173 SUMMER STREET 
BOSTON, MASS. 








Ng. 4558 


BLUESTEIN BROS. 





























710 
‘Welt Footwear 
for Women 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 

















Buyers’ Easy Reference 





Directory 


NOW, 
cB¥s conte 


147 LINCOLN STREET 
BOSTON, MASS. 












“THEO’’? TIES—IN-STOCK 


677 Black Suede Theo Tie, Turn Sole, 
Full Louis Covered Heel, AA-C. .. $8.00 


1677 Brown Suede Theo Tie, Turn Sole, 
Full Louis Covered Heel, AA-C... 8.00 


665 Gun Metal Theo Tie, Turn Sole, 
Full Louis Covered Heel, A-D.... 7.50 


657 Dull Luna Kid Theo Tie, Turn Sole, 
Full Louis Covered Heel, A-D.... 6.75 


1165 Patent Leather Theo Tie, 
Turn Sole, Full Louis Cov- 
ered Heel, A-D......... 7.50 


EIGNER SHOE CO. 


173 Summer St., Boston, Mass. 












Brooklyn Made 










































—nationally 
advertised 


—distributed 
internationally 





A representative 
will call at your request 











STANDARD FELT COMPANY 
WEST ALHAMBRA CALIFORNIA 

















SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
St. Marys Mt. Jewett Burke 


332 Summer St., 


Muskegon 


Boston, Mass. 





Your Customers Who Are Buying For 
Easter Will Like These—They Are 


IN STOCK NOW 


4189 Men’s Oxford—Mahogany Tan, Wing Tip, 
Brogue Pattern, English Last, Wing Foot 
Rubber Heel Attached. T7tol0onB. 5% 
to10, Cand D. $8.15. 

4191 Same in Whole Quarter Pattern, Regular 
Straight Tip. $7.50 


LANDE - RUTKIN SHOE CO. 


104 READE STREET NEW YORK, N. Y. 


























Blind Eyelet 
Shoe Laces 


Prompt deliveries. There’s a big 
demand for these superior laces, but 
our exceptional manufacturing facili- 
ties enable us to meet it. Order from 
your jobber. Samples upon request. 


The Narrow Fabric Co. 
READING, PA. 















UFASHOND 





FaBRic TIP 

















Another live, up-to-date number 


On a very popular last, made in all 
leathers, by the most experienced shoe- — 
makers in Brockton, to retail from $8.00 
to $12.00. 


Merchants, see our line of Men’s Welts 
before making Fall purchases. 


BROCKTON SHOE MFG. COMPANY, Inc. 
BROCKTON (Campello Station) . MASS. 














$260,000 Net 


PROFIT which would have accrued had we charged for our services during the past 
year. 


We ask no fee either from employer or prospective employees. We simply ask you to 
file your requisitions for help with us and consider this a fair request. 


We continue to maintain a free Bureau aiming to place service men in 
profitable employment, and solicit your valuable patronage. 





Employment Bureau for Returning Soldiers and Sailors 
Under the Auspices of the 
AMERICAN LEGION 
Boston Common, Opp. West Street Tel. Beach 4880 
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JOHNSON BROS. 


‘& SHOES FOR FALL 












































SHOWING A BLACK KID BOOT 
ON OUR NEW STAGE LAST 
(No. 115) 


fade fa the Pine Sree State ” 





























A COMPLETE RANGE OF STYLES, LASTS AND LEATHERS THAT WILL SATISFY THE MOST 
DISCRIMINATING BUYER. OXFORDS AND BOOTS WITH HIGH AND LOW HEELS—AND THREE 
BRAND NEW LASTS— INTRODUCING THE SHORT VAMP STAGE AND THE MODIFIED FRENCH. 
COMPLETE IS THE WORD THAT DESCRIBES THE LINE THAT THE SALESMEN ARE NOW 


SHOWING. 
PRICED FOR VOLUME 


OHNSON BROS. SHOE MFG. CO. 


H ALLOWELL, MAINE 












































March 13, 1920 


ee 
WPT LE aT iy 


ments m 


ITLL ittt) 


PRODUCTION INCREASING 


Labor Shortage Still Acute, How- 
ever 

Production continues to be pushed 
to the limit of resources by boot and 
shoe manufacturers in the “Quality 
First’”’” market—Milwaukee. Despite 
the fact that there has not been the 
slightest relief from the acute shortage 
of labor, the close attention which local 
manufacturers have been giving the 
question of greater efficiency in methods 
and workers is now bearing fruit. At 
the same time, painstaking effort has 
been extended to make expert shoe 
workers out of ‘‘raw’’ material and this 
is beginning to furnish a better supply 
of competent labor. 


NEW FACTORY OPENS 


Deliveries Being Made by Menzies 
Shoe Company 

Regular deliveries are now being 
made by the new Menzies Shoe Com- 
pany factory at Fond du Lac, Wis., 
representing a $200,000 investment by 
the Nunn, Bush & Weldon Shoe Com- 
pany of Milwaukee, owner of the 
Menzies. J. O. Humbert, general 
superintendent of the new factory, 
has set out to attain an output of 3,000 
pairs a day by January 1, 1921, and the 
progress already made indicates that he 
will accomplish the record. The first 
carload delivery consisted of 474 dozen 
pairs, or a total of 11,376 shoes. The 
newspapers of Fond du Lac gave the 
event wide publicity, devoting much 
front-page space. A “shark’”’ figured 
out that the first shipment of 5,688 
pairs required 1,264,000 feet of thread, 
19,908 feet of upper leather, 2,844 feet 
of sole leather, and 2,844 feet of heel 
leather. 


PORTAGE PLANT STARTS 


Model Factory Opened by Weyen- 
berg Shoe Mfg. Co. 


The new No. 4 factory at Portage, 
Wis., built and equipped by the 


Manufacturing, 


SiR q JUDE 
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News in oe Markets 


and Merchandis 
America’s Shoe 
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Mhilwaukee 


Weyenberg Shoe Mfg. Company of 
Milwaukee, at a cost of approximately 
$200,000, went into regular quantity 
production during the last week. The 
Weyenberg Company is planning to 
make it strictly a Portage institution 
and has started a school to train un- 
skilled workers in the expert art of shoe- 
making. The factory is a model of its 
kind and typical for safety, sanitation 
and efficiency. The company is em- 
ploying its own registered nurse and 
maintains a hospital, and is watching 
in other ways the health and welfare 
of its employes. 


T. A. FORSYTH DIES 


United Shoe Machinery Manager 
Buried at Webster 

Thomas A. Forsyth, for the past six 
years manager of the district office of 
the United Shoe Machinery Company 
in Milwaukee, and one of the best-known 
men of the boot and shoe trade of the 
country, passed away at the Deaconess 
Hospital on March 2, at the age of 58 
years. Mr. Forsyth had not been in 
good health for nearly a year, but his 
death nevertheless was a great shock to 
a vast circle of friends. He entered the 
shoe trade as a boy in the East and then 
became a Western traveler for the Wire 
Grip Association. When the United 
Shoe Machinery Company was formed, 
in 1898, Mr. Forsyth was made a 
member of the staff at Chicago, being 
promoted in 1914 to manager of a new 


district, consisting of Wisconsin, Minne- — 


sota and upper Michigan, with head- 
guarters at 258 Fourth Street. Mrs. 
Forsyth and two sisters survive. The 
funeral was held in Milwaukee on 
Thursday night and the body was laid 
at rest in Webster, Mass., under 
Masonic auspices, on Monday. 


HOSIERY BUSINESS GROWS 
Black Cat Company to Open New 
Plant 
The Black Cat Textiles Co., Kenosha, 
Wis., has concluded arrangements to 


‘Centers P| 


Sideassvnavaaiaveaivaveuavatanigteit 
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open another branch factory to meet 
the enormous growth of its business. 
Green Bay, Wis., has been selected 
as the location. The new plant will 
employ from 200 to 300 exclusively in 
the production of Black Cat hosiery. 


DONATIONS GIVEN 


To Armenian-Austrian-Serbian 
Relief Fund 


The Pfister & Vogel Leather Com- 
pany is the heaviest subscriber to the 
Armenian-Austrian-Serbian Relief Fund 
by making a contribution of $2,500 to 
the Milwaukee committee in charge 
of the world-wide campaign launched 
March 8. Two other large tanning 
concerns subscribed $1,000 each, they 
being Albert Trostel & Sons Company 
and A. F. Gallun & Sons. The first 
subscription to be made by a boot and 
shoe manufacturer was. one of $500 
from the Nunn, Bush & Weldon Shoe 
Company. 


“STYLE WEEK” 


Milwaukee Merchants Join in Move- 
ment 

Milwaukee was enthusiastic over its 
second annual “Style Week,’ which 
opened Monday morning, March 8, 
and continued until Saturday after- 
noon at 6 o'clock. The downtown 
retail district is a blaze of color and all 
of the shoe stores, specialty shops and 
department stores are specially trimmed 
and making elaborate showings of the 
latest. styles for women, men and 
children. This year the influence of 
Style Week has been extended to the 
merchants in the outlying sections of 
the city. More than $2,000 has been 
contributed by the larger stores to 
support the event. Shoe dealers thus 
contributing are Caspari & Virmond 
Company, S. J. Brouwer Shoe Com- 
pany, Stover’s Boot Shop, Joseph A. 
Schumacher, Florsheim’s, and Guenzel 
& Lucas. The Boston Store, Espen- 
hain’s and Edward Schuster & Co. are 
the department stores represented. 
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Where to Buy | 


Women’s Shoes 








oe 


In-Stock Boudoirs 
$1.65 $1.75 $1.85 $1.95 
1.75 1.90 2.00 2.10 
1.75 1.90 2.00 2.10 
1.75 1.909 2.00 2.10 
1.75 1.90 2.00 2.10 


All Widths 


THE ORIENTAL BOUDOIR CO. 
61 Essex St. Haverhill, Mass. 


COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 




















vl IMA WUTE SHOE NOVELTIES 
Ou Ue we MRAYS 


eS Midi d 
HARTMAN SHOE COMPANY 


AVERHIL 
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NASON & PHILLIPS 
Makers of 
Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 
Patent Chrome Hand- 
Turned 


Opera Pumps, 
17-8 Covered Louis Heel, 
Cc,D. 2-7. 


$4.50 


Black Kid’'Hand Turned Seam- 
less Opera Pumps, Full Breasted 


1, A, 
ee 
Same in Patent .. . 5.10 

Terms 2%-10, net 30 


BARNETT SHOE CO. 


220-112 Summer Ste ssn eetOmy Maes... 


In Stock Boudoirs 


No. 202, Black, $1.65 
200, Red 1.75 
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No. 204, Blue . 1.75 


THE WESTCOTT-WHITMORE CO. 
Syracuse, N 
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Numerous women’s shops also handling 
boots and other footwear are listed 
among their special classes in the 
published names of subscribers. 


Badger Boot Briefs: 


L. C. Lee, Ladysmith, Wis., has 
leased the Martin Building on East 
Miner Avenue, and after modernizing 
and enlarging the space will occupy it 
with his boot shop about April 1. 

The J. C. Penney Company will open 
another of its Wisconsin branch stores 
at Antigo, Wis., about April 1. C. 
Melgaard, for five years assistant 
manager of the Penney store at Willis- 
ton, N. D., has been transferred to 
Antigo as manager. 

William Johannes & Co., department 
store, Merrill, Wis., have established 
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a complete shoe section, handling 
general lines for men, women anid 
children. The formal opening on 
March 10 was made a big event. 

Rose Bros., Marshfield, Wis., hay: 
incorporated their general merchandis: 
business under the style of Rose Bro: 
Company. All of the department 
managers have become stockholders an: 
members of the Board of Director, 
Gustav Brooks is manager and buy: 
of the boot and shoe section. 

The estate of Floyd Towslee, prc 
prietor of the Electric Shoe Repa 
Shop at Stanley, Wis., has disposed « 
the business to W. H. Gunderso: 
formerly of Red Wing, Miss., who too 
possession March 6. 

Thomas S. Lem has reopened hi. 
shoe repair shop at Viroqua, Wis. 


St Louis 


PLANTS ARE FULL 


But Retailers Need Not Fear Late 
Shipments 


While the bulk of the early shipments 
of goods for the new season is entirely 
out of the way in the manufacturing 
houses there is still enough business on 
the in-stock orders to keep the plants 
working to full available capacity until 
it is deemed wise to put the early Fall 
orders in the works, not to mention the 
late orders and fill-ins of the Spring and 
Summer season. The specialty and 
novelty houses are still busy with the 
problem of completing their shipments 
in time for the Spring season selling, but 
are making that kind of progress which 
assures the retailers against any trouble 
of consequence. Jobbers report excel- 
lent business. 


NEW STYLES SHOWN 


Pumps, Ties and Oxfords Are the 
Rule 

Most of the St. Louis retailers have 
cut out clearance sales so far as publicity 
goes and are turning more and more 
definitely to the advance Spring styles. 
In Kline’s shoe department, pumps in 
black and brown suede, black kid and 
brown calf as well as patent, with an 
inducement price of $10.85 on an in- 
dicated regular price of $15, are being 
pushed this week, not as clearance stuff, 
but as advance Spring goods of special 
value. At Swope’s the one-eye tie is 
being given prominence in nearly all 
colors and materials, while a single 
short vamp, ribbon tied black satin gets 
a little separate featuring. At Sensen- 
brenner’s pumps, ties and oxfords in a 
wide range of materials and varied heels 


are being given the center of the stag: 
at $10 and $12.50. At Nugent’s Nat H 
Robinson is pushing special price ties. 
oxfords and pumps in the complete 
range of leathers and colors as worth $1 ! 
and selling at $9.85. These, too, are 
announced as early styles on special 
purpose rather than clearance of bar- 
gains. Harry Fiedeler, at Famous 
Barr’s department, is making a leader 
of oxfords and pumps as well as eye 
ties in patent, dull black and brown kid. 
Brandt’s is emphasizing a patent vamp 
with a satin quarter and short French 
type, also an all satin of the same 
character. The Shoe Mart is showing 
French ties in kid, patent and satin. 
Williams’ is emphasizing advance 
showings of Spring pumps, ties and 
colonials in varied leathers at $7. 
Most merchants still report a good 
increase in cash receipts, but a some- 
what smaller number of pairs sold 
compared with the past. 


NEEDS MORE SPACE 


U. S. Rubber Takes Bigger Space in 
St. Louis 

The importance of St. Louis as a 
distributing point is demonstrated in a 
deal closed with the United States 
Rubber Company, which, for a number 
of years, has been a tenant of one-third 
of the nine-story building at the north- 
west corner of Sixteenth Street and 
Washington Avenue, which has 4 
frontage of 115 feet on Washington 
Avenue, a depth of 132 feet to Lucas 
Avenue, containing about 90,000 squ:re 
feet. ; 

It has entered into a lease from 
January 1 next for a long term of yei's 
for the entire building. The gen al 
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office at 1790 Broadway, New York, for 
some time has realized the increasing 
advantages of St. Louis as a distributing 
conter, and one: year ago set in motion 
plans conceived under the idea of placing 
itself in the best possible position for 
eliciently taking care of its interests in 
te St. Louis market. 
At that time two of the St. Louis 
inches, the Sanders Duck and Rub- 
: Division and the George W. Perry 
vision, were merged into what is now 
»wn as the United States Rubber 
mpany, St. Louis branch, located at 
5-07 Washington Avenue, under 
management of John J. Meacham, 
«0, for the past ten years, has been 
~mnmected with the wholesale rubber 
‘rests of St. Louis. 


INCREASES CAPITAL 


.ind-Mauldin Company Also Elects 
Officers 

The Lund-Mauldin Company, at the 
annual stockholders’ meeting held re- 
cently, authorized an increase in its 
capital from five hundred thousand to 
one million dollars. This increase has 
been made necessary by the rapid 
growth of the company’s business 
through the popularity of its product, 
the LUNDIN shoe. The new factory 
at Vandalia, Illinois, began operation in 
February. This plant will soon double 
the total production. The Highland, 
Illinois, plant has been running without 
a shutdown since September, 1915, 
when the company started business. 

The stockholders’ meeting also au- 
thorized increase in the number of 
directors. The board consists of Robert 
L. Lund, Thomas L. Mauldin, B. White 
Williams, Wylie Creel, Louis Koch, J. A. 
Chambers and M. E. Kannally. Officers 
elected for the year are Robert L. Lund, 
president; B. White Williams and 
Wylie Creel, vice-presidents; Thomas 
L. Mauldin, secretary-treasurer. 


ST. LOUIS NOTES 
Live Wire News of Shoe Men and 
Events 
A. S. Kreider Shoe Company has 
just signed a ten-year lease for the 
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entire building at 1408 Washington 
Avenue, part of which is now occupied 
by it. This will practically double 
the present floor space. Mr. Trout, 
sales manager of A. S. Kreider, reports 
a very satisfactory business obtained at 
the Dallas Convention. D. R. Kreider 
has been in the house several days 
preparatory to sending men on the road. 


The Leo Gordon Shoe Company 
has just opened a new Pacific Coast 
office at 465 Pacific Building, San 
Francisco. Leo Marks will be in charge. 
E. P. Healy has been added to the sales 
force and will cover North and South 
Dakota. 

The James Clark Leather Company 
booked some very substantial orders at 
the Dallas Convention. E. H. Moody, 
H. L. Hunter, O. H. Hunter, G. A, 
Roqueman and J. Barie were representa- 
tives. 

The Block and Kohner Mercantile 
Company has been succeeded by the 
Acme Specialty Company, which will 
be under the direction of practically the 
same men, but will devote more at- 
tention to the specialty division of the 
shoe business. 

According to the February report of 
the Federal Reserve district, of which 
St. Louis is the headquarters, the whole- 
sale shoe houses have reported their 
January sales in some cases as much as 
53 per cent greater: than in January, 
1919. 

The Schroeder-Lampe-Goldman Shoe 
Company, a new jobbing house, has 
established itself in quarters at 409 
North Twelfth Street and will handle a 
line of high-grade juvenile footwear. 

Delays in the arrival of steel have 
hindered the completion of the addition 
to the Hamilton-Brown Shoe Company’s 
plant at Union, Mo. With the new ad- 
dition the plant will have a capacity of 
about 5,000 pairs daily. 

The Lund-Mauldin Company, manu- 
facturers of men’s fine shoes, has filed 
an application for authority to increase 
its capital from $500,000 to $1,000,000. 
It will also increase its board of directors 
from five to nine. 


Chicago 


SPECIAL SALES END 
Few Exceptions Noted—Men’s Shoe 
Business Increases 


vA large majority of retail merchants 
of this city closed their sales March 1. 
Here and there are to be found mer- 


chants who are still running sales. 
Among them are some of the large de- 
partment stores which do a larger volume 
of business and which naturally had more 
odd and ends and lines which they 
wished to discontinue this season. 
Local retail merchants report a 
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QUALITY 
Boudoir Slippers 


M ualit: 
Always. eens, 
ABBOTT SHOE CO., No. Reading, Mass. 








HOUSE SLIPPERS 
Stock 


Lames 
eis 
a 
Ghlomests day = 


Vv 


Baker Shee Ce. 
Turn Sole 280 River Sine 
Sizes 24 to 8 Haverhill, 








Turn Comforts—In Stock 








ALGIER SHOE M’F’G CO. 


hoe 


PARIS WENVORR 
Highest Grade Women’s Shoes Turns and Welts 
138 Broadway, Brooklyn, N. Y. 
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constant increase in the men’s shoe 
business. 
BIG SEASON 


On Men’s Shoes Predicted by Lead- 
-ing Buyers 

Such men as John O’Connor, Otto 
Hassel, H. A. Meyer and many of the 
leading buyers of this city predict that 
the merchants who have bought men’s 
shoes right are very fortunate, for the 
reason that the Spring season which we 
are just entering can be approached with 
a feeling of confidence that prices will 
not be lower. 

Tan Russian calf and brogue leathers 
continue to be favorites, which is 
demonstrated by the fact that the 
demand for them runs from 75 to 80 
per cent. 


MARKED IMPROVEMENT 


In Volume of Sales—Reasons Are 
Stated 

This week has seen a marked im- 
provement in volume of business over 
the past sixty days. The reason for 
this increase has been due to two things, 
renewal of severe cold weather when a 
blizzard arrived from the West, and an 
opportunity to save money at prices 
prevailing at clearance sales. 

Men in the shoe business say that 
State Street merchants in this city 
since the first of the year have shown a 
decided increase in both pairs and 
dollars and cents, in comparison with 
the same period a year ago. 


BUYING STIMULATED 


Big Orders for Fall Due to Increasing 
Confidence 

While there has been a tendency to 
refrain from placing large orders for 
Fall delivery, this past week has seen 
a marked improvement, as is evident by 
the orders that have been placed. 

The uncertainty of market conditions 
is partially responsible for the lack of 
buying, and along with this it has been 
somewhat puzzling as to just what was 
to be in demand. Everything points 
toward the greatest oxford season 
that merchants have ever had. Brogue 
oxfords and tan Russia calf with low 
heels are those styles which are called 
for most frequently. 

The fact that banks are to increase 
the percentage of loans has had much 
to do with the manner in which big 
merchants are placing orders at this 
time. 


LOCAL WHOLESALERS 
Confident That They Will Fill Many 
Immediate Shipment Orders 

These factors in the market report 
a slight increase in volume of sales this 
past week. As many merchants have 
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not bought up te their needs for Spring 
and will need immediate shipment on 
many styles which are leading in de- 
mand, there is a confident feeling 
amongst the wholesalers and jobbers 
that they will have an opportunity to 
underwrite more than their full share of 
business this season. 


FROM RALPH WOLPE 


Reports Wisconsin Retail Shoe Mer- 
chants Are Optimistic 

Ralph Wolpe, star salesman of the 
Novelty Shoe Company, who has as his 
territory the State of Wisconsin, reporis 
that the merchants are in a very op- 
timistic attitude regarding business 
for the forthcoming season and that 
they are distributing their purchases 
over a wide variety of styles. 

Mr. Wolpe reports that merchants 
expect the largest volume of business 
they have ever had for Spring. He will 
be a delegate to the Wisconsin Retail 
Shoe Merchants’ Association Conven- 
tion at the State Capitol, Madison, 
Wis., August 10 to 12, where he will 
exhibit the Novelty line. 


PRACTIPEDIC ASSOCIATION 
Educating Public on Better Care of 
Feet—Many Activities 

The full-page advertisement in the 
current Munsey’s Magazine, which 
tells the public about the profession of 
practipedics in general, and about the 
International Association of Practi- 
pedists in particular, is only the first 
of a whole series which tbat association 
proposes to run in the principal maga- 
zines of national circulation. 

This ad drives home to the public 
the advantages of having a graduate 
practipedist fit its shoes and look after 
its feet at the same time. It also 
points out the way for the public to 
ascertain whether any particular shoe 
store has a practipedist or not—by 
observing whether a certificate of mem- 
bership in that association is displayed 
in the window. 


Big Membership 

The officers of the association state 
that the response to their appeal for 
members has been simply overwhelm- 
ing and far in excess of their expecta- 
tions. They had expected to obtain a 
membership of 100 per cent of all 
eligibles, but they did not expect to 
obtain so large a number at the very 
outset. ; 

There are whispers in the air of vast 
plans for the association, including @ 
national Practipedic Week in August, 
with many novel and effective features, 
and a great international convention to 
be held in one of the large cities this 
Fall. 
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Akron 


LIMA RUBBER COMPANY 


J. E. Grosjean Patentor of Firestone 
Fabric Sole, President 

J. E. Grosjean, on Monday, March 1, 
was elected president of the Lima Rub- 
ber Company of Lima, Ohio. This 
company was recently organized with a 
capital of $200,000. The officials are 
as follows: J. E. Grosjean, president. 


J. E. GROSJEAN 


F. L. Maire, vice-president, and a 
prominent citizen of Lima. He is also 
president of the Old National Bank of 
Lima. Fred Cook, treasurer. Mr. 
Cook is also president of the Lily White 
Filling Stations of Lima. F. E. Harri- 
son, secretary, and prominent furniture 
dealer in Lima. 


These four men and A. L. Newman, 
capitalist, constitute five directors of the 
Lima Rubber Company. 


A New Factory 


This company has begun the erection 
of a factory made of brick, steel and 
glass which will be ready for occupancy 
about the middle of April, and in this 
factory fabric soles and rubber heels 
will be made. 

Mr. Grosjean until recently was con- 
nected with the Firestone Tire & Rub- 
ber Company of Akron, Ohio. The 
latter was manufacturing and mer- 
chandising to the shoe trade a fabric 
sole made of fabric and rubber fiber, 
but the growing demands being made 
upon large rubber tire concerns for 
greater production of automobile tires 
brought about the decision on the part 
of the Firestone people to retire from 
the manufacture of fiber soles and 
rubber heels and also to greatly restrict 
their manufacture of rubber footwear. 
Mr. Grosjean, therefore, bought out 
their rights in the fabric sole and has 
taken steps through the organization of 
the Lima Rubber Company to manu- 
facture and market same through this 
new organization. 


Prominent in Trade 


Mr. Grosjean is well known to the 
trade through his long experience in 
the city of Lima as a shoe merchant. 
He was likewise prominent during the 
past eight years as a member of the 
Ohio Retail Shoe Dealers’ Association. 

He has changed the name of his 
fabric sole from Firestone Fabric Sole 
to Grosjean Cord Sole. 


Cleveland 


BUSINESS BRISKER 


Cleveland Stores Report Fairly Busy 
Time 

Business has been brisker in the 
Cleveland retail shoe stores in the last 
week, and the annual Spring season 
may safely be regarded as under way 
here. Merchants are all busy, not so 
busy as they will be later when the snow 
leaves the ground and the warm rays 
of the sun are to be felt, but trade is 
excellent considering the inclement 
weather, and every prospect is for a big 
season despite prices, which are higher 
than a year ago. 

Very few sales of boots were con- 


ducted last week, and the merchants 
spent their time pushing the low shoes. 
The Higbee Company shoe department 
had nine different models of low shoes 
on display, the prices ranging from $11 
to $18. An oxford of black matt kid, 
hand stitched, welt soles and four- 
eyelet blucher attracted considerable 
attention, as did a new French tie of 
black kidskin, with turned soles, short 
vamps, medium pointed toes, full Louis 
heels, instep strap and ribbon bow. A 
pump of glazed kid with baby Louis 
heels, turned soles and plain toes sold 
well. Among the other models were 
walking oxfords of black kid in blucher 
effect, tan walking oxfords, Carlton 
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pumps of black satin, oxfords of brown 
or black kid with perforated straight 
tips, and colonial pumps of patent 
leather to be worn with buckles or 
ribbon ties. 

The shoe department of the Ames 
Company is advising the consumer to 
buy now, as models are likely to be 
exhausted later, and the prices may be 
higher for the new lots, the store 
manager argues. On Monday a black 
calf oxford with military heels was 
featured. 

Low shoes of many designs are 
being shown in the display cases 
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of this store, and trade is brisk in th: 
Spring shoes, although most women are 
forced either to wear their Winte; 
boots, on account of wintry weather, 
or to put on gaiters when they ventur: 
out in their low shoes. 

At the Pocock-Wolfram store a co 
dovan oxford is being shown and a bi 
run has been enjoyed. It is a brogi 
effect, but with the narrow toes th: 
particularly please. It is said to hb. 
an excellent shoe for street and ou! 
door wear. New Spring spats are al::, 
being featured at this store, and t! 
demand has been brisk. 


Detroit 


WILL AID PROBERS 


Merchants in Harmony with Fair 
Price Move 


Shoe dealers of Detroit appear to be 
satisfied with the appointment of the 
Fair Price Commission, with Judge 
Connelly as chairman, believing that 
their business will not be unduly dis- 
turbed. Detroit dealers have fallen in 
line with the aims of the National 
Association and will assist in the pros- 
ecution of actual profiteers. 


PLAN STYLE SHOW 
Living Models to Display Fashions 


Detroit is to stage a fashion show at 
the Arena during the week of March 15. 
The usual frolics attendant to such 
events will be staged, but serious talks 
are contemplated on vacious phases 
of dress. Living models will display 
the various fashions in feminine apparel, 
including footwear. 


WINDOW TRIM PULLS 


Detroit Merchant Proves Value of 
Display 


The value of window displays was 
brought very forcibly to the attention 
of one shoe dealer in Detroit last week. 
During the early part of the afternoon 
he proceeded to make a window dis- 
play. Soon there was a noticeable 
crowd watching his arrangement of the 
shoes and findings. In a prominent 
part of the window he made a showing 
of Arch Supports. 

This merchant’s statement that ‘‘be- 
fore I got the window display completed 
there were eight calls for arch supports” 
should be given careful consideration 
by every shoe merchant. Not only was 
the power of the window display brought 
out in a manner that was striking and 
convincing, but the fact that findings 


‘should always be displayed in the win- 


dow is also evident. This merchan: 
said: ‘We have never gone much © 
findings, but we will seek more busine. 
along this line, especially if it can je 
got so easily by showing the findings in 
the window.” 

HELP!!!! 


Are We Going to Have the “‘Flivver 
Shoe’”’ 

The Ford Motor Company is adding 
a men’s shoe department to _ its 
business. In an effort to assist the 
thousands of workmen employed by 
this firm, clothing, shoes, etc., will be 
sold at a price to cover cost and han- 
dling. It has not yet been ascertained 
whether a factory for the manufacture 
of shoes will be operated by this firm 
or not. 


SHOE STORE MOVES 


Grand River Avenue Location Un- 
satisfactory 

The E-B Shoe Store at 11 Grand River 
Ave. has been closed and the stock 
removed to the store at 58 Michigan 
Ave. It is stated by men who know the 
shoe possibilities of Detroit that no 
shoe store catering to the popular trade 
can succeed in this part of Grand 
River Ave. The E-B Shoe Stores Com- 
pany opened this store last October 
for the sale of $5 and $6 men’s shoes. 


STORE REMODELED 


Windsor Establishment to Be En- 
larged 

The Bootery, G. W. Wilkinson, 
proprietor, Windsor, Ont., opposite 
Detroit, is adding another story to 
the store. This will give three floors 
above ground and a basement. ‘The 
basement will be used as a repair shop, 
having a separate entrance from ihe 
street. The street floor will be usec as 
a salesroom for men’s shoes, while ‘he 
second floor will be devoted to women's 
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footwear. The upper floor will be used 
as a stockroom. A new front will be 
installed at the same time. 


BUCKLES POPULAR 


High Prices No Bar to Their 
Purchase 
The popularity of buckles does not 
-em to wane if sales are any criterion 
which to judge their use. In one 
ire the scribe saw two pairs of buckles, 
» at $45 and another at $35, sold 
thin a few minutes to the same cus- 
mer. This was regarded as nothing 
usual. With the increased sale of 
» two-eyelet tie the sale of buckles 
» ty be supplanted by sales of better 
ade ties and ribbons. 


Detroit Personals 


H. F. Burr, formerly manager of the 
Newark Shoe Store at 79 Michigan 
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Avenue, latterly manager of the Dick- 
mann Shoe Company, 1607 Mack 
Avenue, has assumed the managership 
of the children’s department at the E. J. 
Hickey Company’s store. Clyde E. Hor- 
nung, who was manager of the Hickey 
children’s department until a few 
months ago, is now manager of the 
children’s shoe department of the Can- 
ton: Company, Washington Boulevard. 


Ben Burke, Washington Boulevard, 
has added an up-to-date shoe repairing 
department to his business. 


Walter Lawrence, who has had tem- 
porary charge of the Hickey depart- 
ment, has gone to the men’s department 
on the main floor. 

W. T. Livingstone, vice-president of 
R. H. Fyfe & Company, is knocking 
a golf ball around the fair fields of 
Daytona, Florida. 


Brockton 


FALL STYLES 


Attractive Showing in High-Grade 
Footwear 


Whitman & Keith Company, one of 
Brockton’s old-established concerns, is 
showing a strong line of men’s and 
women’s high-grade welts for the Fall 
season. In the women’s samples the 
oxfords are prominent, featuring the 
brogue pattern. The brogue boot is 
also shown. The heavy walking ox- 
fords and boots are made principally of 
Norwegian calf or cordovan in dark and 
medium shades of brown and also in 
black. Boots with eight and nine inch 
fancy tops are shown in kid and kan- 
garoo and in lightweight calf, carrying 
all leather heels. Women’s sport boots 
are shown in grain and elk leathers. 
The men’s line is strong in brogue ox- 
fords, in both tan and black grain, also 
cordovan. Bals are shown in dark and 
medium shades of calf, also black calf, 
kangaroo, kid and vici. Several new 
lasts are shown, including the medium 
English toe and the square toe effects. 
All salesmen representing this house 
are now in their respective territories 
with the Fall lines. 


OXFORDS MOVE FAST 


Early Demand from Retail Mer- 
chants Is Noted 

Men’s oxfords are in active demand 
from stock departments of Brockton 
factories. As Easter approaches, this 
demand is increasing from merchants 
who need stock replenishments. Low 
cuts are more popular than ever. 
Manufacturers predict that 1920 will 


register new records in sales of these 
patterns. Now that women’s welts 
have become an important part of 
Brockton’s shoe production, women’s 
oxfords are being stocked in local fac- 
tories, along with the men’s lines. The 
brogue pattern of oxford, in both men’s 
and women’s goods, is having a big 
run this season in factory stock de- 
partments. The brogue, in its various 
types and modifications, has captured 
the fancy of consumers everywhere. 
The heavy brogue oxford is featured in 
Fall samples. From the Southern States 
has already come an insistent demand 
for Spring oxfords from factory stocks, 
and Northern merchants are now falling 
into line for these goods. Brockton 
factories are well stocked with these 
goods against the Easter and general 
Spring demand. 


ADD TO FACTORY 


Miller Treeing Machine Company 
Expanding 


Plans have been drawn for an addi- 
tion to the factory of the O. A. Miller 
Treeing Machine Company, at the 
corner of Cherry and Ford Streets. 
This concern, which has been for many 
years established in Brockton, requires 
more floor space to accommodate its 
increased business.. Work will begin 
as soon as weather conditions permit. 


CUT LIVING COST 


Shoe Concern Benefits Employes 


The L. Q. White Shoe Company, 
whose plant is located in the neighbor- 
ing town of Bridgewater, is, with the 
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assistance of the Welfare Association 
connected with the factory, cutting the 
cost of employes’ living. A store has 
been established where food, groceries 
and provisions can be secured at prac- 
tically cost price by members of the 
Welfare Association and factory em- 
ployes. This is the firm’s contribution 
to relief from the high cost of living. 


TO FILL FACTORY 


George E. Keith Salesmen at Walk- 
Over Convention 


A new 400-foot factory, soon to be 
built by George E. Keith Company 
in this city, will be filled with business 
when completed, according to promises 
of salesmen at the Walk-Over Conven- 
tion held in this city last week. Previous 
to starting on their Fall selling trips, the 
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traveling men were addressed by 
Treasurer Harold C. Keith, Vice- 
President Oscar C. Davis, also by George 
H. Leach, director of sales,:and Charles 
E. Moore, director of production 
Treasurer Keith’s optimistic remarks 
were typical of the spirit evidenced 
by all the participants. 

A message from President George E 
Keith, now in California, was en. 
thusiastically received. A wire was seni 
to President Keith from the assemble: 
salesmen, regretting his absence and 
promising to fill the new factory with 
orders. A turkey dinner was served 
in the Executive Building, at whici: 
executives, salesmen and department 
heads to the number of 150 were 
present. Community singing and an 
athletic entertainment were the con- 
cluding features of the convention. 


Haverhill 


LEADS IN NOVELTIES 


Haverhill Manufacturers Always 
After Something New 


‘‘Haverhill has always been and is 
today conspicuous in the trade for its 
showing of novelty styles in women’s 
footwear,”” remarked a member of the 
local trade. ‘Live merchants are al- 
ways on the lookout for novelties in 
women’s shoes, and Haverhill is an 
important source of supply. While 
staples are necessary to all merchants, 
novelties are the real boosters for their 
trade.” 

An emphatic endorsement of novelty 
styles in women’s shoes was given 
recently by Vice-President Scoggins of 
Krupp & Tuffly, retail merchants of 
Houston, Texas. At the Dallas con- 
vention, a fortnight ago, Mr. Scoggins 
read a paper in which, under the head 
of novelties, he said in part: 

“The novelty game, to my way of 
thinking, is the one thing responsible 
for the prosperity of our business. Our 
craft is consulted by other lines of 
merchandising before they announce 
their styles. We must strive to main- 
tain this position. 1 think we can only 
do so by insisting upon novelties. Who 
would want to go back to the day of 
staple shoes? There never was a time 
when it was so easy to sell novelty 
footwear as now. Millinery stores are 
showing French bonnets; ready-to-wear 
stores are showing dress goods in every 
color of the rainbow; materials are so 
light and attractive that a pair of fancy 
slippers is needed to give correct tone 
to the costume. If we should permit 
our business to drift back to staples we 


would soon find ourselves going back- 
ward and our sales decreasing.” 


MANUFACTURER WEDDED 


Abraham Hartman, Member of 
Local Trade, Takes a Bride 


A wedding of local as well as general 
trade interest was solemnized on March 
9, when Miss Frances Gunsenhiser of 
Brookline, Mass., became the bride of 
Abrabam Hartman of Haverhill. The 
wedding ceremony was held at the 
bride’s home at Brookline. Tbe groom 
is president of the Hartman Shoe 
Company of this city. After a wedding 
trip to Florida Winter resorts and other 
points in the South, Mr. and Mrs. Hart- 
man will reside in Haverhill. 


NEW FACTORY PLANNED 


Haverhill Firm to Begin Building 
Soon 


Work on the eight-story factory 
building to be owned and occupied by 
Witherell & Dobbins Company, shoe 
manufacturers, of this city, will begin 
as soon as weather conditions permit. 
Preliminary operations are already un- 
der way for what will be, when com- 
pleted, one of the largest and best con- 
structed shoe manufacturing plants in 
New England. 


FOR ADDED PRODUCTION 


Manufacturers Plan for Increased 
Output of Factories 


Haverhill shoe manufacturers are 
urging, in every possible way, that their 
employes increase production in the 
various departments of local shoe 
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factories. Several propositions along 
this line have been made by the manu- 
facturers to the labor organizations. 
These are now receiving consideration. 
Local manufacturers realize the im- 
portance of keeping up production and 
supplying their customers with goods 
which are so much needed at the present 
time. The employes are now earning the 
highest wages ever known in the Haver- 
hill shoe industry, and many employed 
on piece-work can still further increase 
their pay by carrying out proposed plans 
for increased production. 


RETIRED FROM BUSINESS 


Oldest Manufacturer of Leather 
Counters and Heels 


J. W. Proctor, who has been engaged 
in the manufacture of leather counters 
and heels for the past 45 years in this 
city, has retired from active business. 
The firm of J. W. Proctor & Sons has 
been taken over by a son, Everett A. 
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Proctor, and will be conducted under 
the name of the Proctor Counter 
Company, making the same line of 
goods as heretofore. The daily pro- 
duction of counters is about 40,000 
pairs, being one of the largest of its 
kind in the United States. 


NEW LEATHER CONCERNS 


Many Stores Have Recently Opened 
in Haverhill 


Following closely the development of 
shoe manufacturing in Haverhill comes 
a substantial addition to the number of 
leather concerns in the city. Several 
of these have recently come into exis- 
tence and some of the older concerns 
have enlarged their facilities for han- 
dling upper leather, sole leather and cut 
soles. Recent additions to the leather 
houses of this city include: Cahill 
Leather Co., Inc., John E. Maguire 
Leather Company, and J. H. Ryan & 
Co. 


Lynn 


MORE STYLES PREDICTED 


**Quick Action’’ Models Being Taken 
Up 


“Style all the while” is a slogan that 
many Lynn manufacturers are taking 
up. “Quick Action Styles” are being 
added to the lines. That’s to keep 
style in action all the while. To what 
extent these “Quick Action Styles” 
will be developed is something for the 
future to reveal. Some manufacturers 
look for a revival of four seasons in the 
shoe trade, instead of two seasons as 
during the war; or just one season, as 
was the case when boots sold the whole 
year round. A few think that “Six 
Weeks’ Styles” will come back; in other 
words, a new style each six weeks. 

Yet the bulk of business is on staple 
lines, and manufacturers continue to 
urge buyers to order their staple shoes 
early, at least four months in advance 
of the time they are to be shown in the 
stores. 


TIES AND BROGUES 


Are the Two Foremost Sellers for 
Fall 


Theo ties and brogue oxfords were 
the best sellers in the early Fall line 
which Mr. Briggs, of Rogers & Briggs, 
Lynn, took over to New York. 

The ties are of black mat kid and 
black suede leathers. They have a toe a 
trifle rounder than the toe of a year ago. 
The vamp measures 3% inches. The 


heel is 17-8 high. The brogues are of 
dark Russia leather. They are made 
over a brogue last. The vamp meas- 
ures 354 inches. The heels are 9/8 
and 10/8. 

The low cuts far outsold the boots 
for early Fall. All orders placed for 
boots specify low heels. 


LOW HEELS LEAD 


Last-Makers’ Figures Indicate 60% 
8/8 or 10/8 

Buyers of shoes particularly inter- 
ested in the height of heels will read 
with interest the report of Goodwin 
Bros., Lynn last manufacturers, that 
60 per cent of their orders call for lasts 
with heels 8/8 or 10/8 high. These 
lasts will have vamps 35% inches long. 
The toes will approach the common- 
sense type. The chief novelty last with 
this firm, by the way, is the ribbon 
ankle tie last. 


COMFORT SHOES GAIN 
Sales Increase Despite High Prices 


A Lynn maker of comfort shoes finds 
that sales of comfort shoes show a 
steady gain, despite the fact that prices 
of comfort shoes have shown a large 
advance the past few years, perhaps as 
much as the advance in the price on 
stylish shoes. He makes mention of 
one moderate price line made of kid 
leather, and carrying a high grade rub- 
ber heel, which sold at $1.20 a pair 
before the war. Today they are selling 
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ROCKER BOTTOM 


14-inch boots, high lace 
boots and shoes. Write 
for catalog. 


REECE SHOE COMPANY 
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at $3.25 a pair. In making them, 
cabretta leather has been substituted 
for kid, a cotton quarter lining is used 
in place of a sheepskin lining, and a 
cheaper rubber heel is used. 


URGES CARTON SAVING 
Lynn Maker Sees Danger Ahead 


“Shoe merchants of tbe country 
should take up with new earnestness 
the matter of standardized cartons,” 
said a Lynn maker of cartons recently. 
“We are alarmingly short of paper 
board, the chief raw material used in 
making cartons,” he said. ‘“This paper 
board is quoted today as high as $140 
a ton. I[t’s scarce at any price. It’s 
an old story that we could keep down 
our carton costs by standardizing car- 
tons. But it will bear repetition, with 
new emphasis, these times.” 


LONGER AND NARROWER 


That’s the General Tendency in 
Lynn Shoes 


A good many shoes, No. 7 and No. 8 
long, and AA and even AAA wide, are 
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being made in Lynn shops. A number 
of manufacturers have commented on 
it. There has been a general increase in 
the orders for such shoes. The in- 
crease comes from most all parts of the 
country. One manufacturer says th:t 
feet are changing. People are walkin: 
less and riding more, and their fe. 
are growing slimmer. Another man::- 
facturer says that the increase on lon». 
narrow sboes is due to the fashion ;f 
long vamps. 


COUNTER FLEXER 
Helps the Clerk. to Fit the She» 


A simple device for improving th. 
fitting’ qualities of many shoes | 
flexing the counter is new on the mai 
ket. A salesman, in fitting shoes to 1 
customer, finds the counter stiff and 
hard. He steps to the machine, flexes 
the counter and the customer finds 
that the counter fits snugly and smooth- 
ly at the heel. The machine was in- 
vented by W. H. Sargent, who has 
formed the Counter Flexity Machine 
Co., of Lynn, for making the machine. 
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WHAT WILL SELL 


Oxfords and Spats in Large Numbers—Buttons Not Over 
20 Per Cent 


“The selling season on the new Fall lines is hardly well enough advanced to give 
an indication of just what the big seller is going to be,” said Arthur I. Benedict, 
manager of the Shoe & Leather Findings Division of the Bush Terminal Sales Build- 
ing today. ‘The question of the proportion of button to lace shoes, which was so 
much discussed last season, has come in for a little discussion, and at this writing it 
appears that buttons will be not over twenty per cent. The real question seems to be 
between boots and oxfords for women,with not so very much of a question about it after 
all at this time, for if a decision had to be made now it would be that oxfords by all 
means would outsell boots, especially in the heavier and mannish effects. That also 
means that spats will be big sellers. 

Big Spat Season 

“‘We saw the record of a spat manufacturer today whose salesmen for Fall a year 
ago in their first three weeks sold less than $20,000 worth of goods, and who this 
season in the same time have sold over $216,000, but as the firms who are now on the 
road with samples for Fall are largely in the minority, it is perhaps early to make 


any safe prediction.” 
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Spring Season Not Yet “On” in New 
York 


Sales of Winter shoes are running 
side by side with offerings of new Spring 
merchandise. Already some of the de- 
partment stores have made strong bids 
for Spring patronage by the sales 
method, with good results, An offering 
of women’s black and tan oxfords and 


shoppers, many of whom waited an 
hour and a half and finally acted as 
their own salesmen. The latter course 
was facilitated by the marking of the 
boxes with sizes and widths. 

James McCreery & Co. held a sale 
of men’s high and low shoes last week, 
at a special price of $10.55 a pair. The 
response, apparently, was not as larg: 
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oS necialsts it Womens Shoes 
Low Cuts in Suede, Kid and Patent Leather 


GET YOUR ORDERS IN AT ONCE 
FOR EXPRESS SHIPMENTS 


The Latest Styles Ready 
for IMMEDIATE 


Deliveries. 
Style 256 





No. 219—Black Suede Two Eyelet 
Tie, Covered Full Louis Heel, 
A-D. ae 
256—Patent_ ‘Eyelet Tie, Lea. 
Louis Heel, Flex. McKay, A—D..6.00 
257—Same in Black Kid, A-D.. 6.50 


258—Patent Eyelet Tie, Cuban 
Heel, A-~D 6.00 
259—Same i in Black Kid, A-D. 6.50 


No. 299—Black Suede Plain Pump, 
- Covered Full Louis Heel, Turn, AA— 
Style 296 C $6.50 


296—Patent Pump, Full Louis 
Heel, Turn, A-D . 
291—-Same Style, A-D 


294—-Same in Dull Kid Turn, 
A-D 6.00 


246—Patent Pump, Lea. Louis 
Heel, McKay, A-D 5.50 


245—Same in Dull Kid, A-D.. 5.50 
Similar Styles with Military Heels. 


No. 211-—Dull Kid Colonial, Cuban 
$6. 


212—Samei in Black Kid, A-D 
209—Same in Patent, A-D 


Style 211 , 210—Same in Patent, Black Buckle, 
—D 5.50 


201—Dull Kid Colonial, Lea. Louis 
Heel, A~D 6.00 
200—Same in Patent, A-D.... 

No. 218—Black Suede x yeh Cov- 
ered Full Louis Heel, A-D... .. $9.00 
283—Black Kid Oxford, 

Louis Meel, A- 
oa in Patent Leather, A 


A-D 
Style 283 Similar Styles with Cuban Heels. 











Send for Price List of High and Low Shoes In-Stock 


theB OARDMAN SHOE CO. 


64 ATLANTIC AVE. 


BOSTON ' MASS. 
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as at some of the previous McCreery 
sales, of which there have been a great 
number this year. 

The retailers have been hampered to 
a great extent by the inclement weather 
and the bad condition of the streets. 
They believe that better weather will 
bring on the Spring season in good 
volume, although for the past two weeks 
business has been extremely dull. The 
public, apparently, responds only to 
special offerings, and the increase in the 
number of these, according to some of 
the more conservative merchants, is 
making ‘“‘bargain hunters” of the New 
York shopping public. 

Most of the retailers here assert that 
they will delay their Fall buying as long 
as possible. Good deliveries of Spring 
shoes, they say, indicate that the possi- 
bility of a shortage has been passed and 
that production is catching up to the 
demand. While not looking for a 
break in shoe prices, many of the buyers 
feel that later on their Fall and Winter 
stocks can be purchased at prices ap- 
proximately the same as those paid for 
Spring and Summer shoes. 


SALESMEN ARE OUT 


Few Fall Samples on Display, How- 
ever 


Some of the New York and Brooklyn 
manufacturers have started their sales- 
men on the road with Fall samples, but 
few of the showrooms have Fall samples 
on display. Some business for Fall has 
been booked in the staples. Only three 
Fall lines are on exhibit at the Bush 
Terminal Sales Building. The Selby 
Shoe Company of Portsmouth, O., and 
the Boyden Shoe Manufacturing Com- 
pany of Newark, N. J., are ready with 
their Fall samples. Some of the repre- 
sentatives say they will not be ready 
with Fall samples until the first of next 
month. In some quarters it appears 
certain that the manufacturers are 
holding back on ‘the Fall season to 
await developments in the leather mar- 
ket, which is not strong at present, but 
is expected to revive with heavy buying, 


LONDON SHOE MAN HERE 


Shoe Prices High in England, He Says 


F. J. Marquis of London, secretary 
of the Incorporated Federated Associa- 
tions of Boot and Shoe Manufacturers 
of Great Britain and Ireland, arrived 
in New York recently to meet Ameri- 
can shoe men and to study factory and 
labor conditions here. Labor costs in 
England, according to Mr. Marquis, 
are lower than here, but the individual 
production per man is not as great as 
it is in this country. For this reason he 
does not expect England to compete 
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with America in the sale of footwear 
on this continent. Demand in England, 
he said, exceeds the supply and, in 
addition, the demand for export trade 
to other parts of Europe is great. 
Finished shoe prices, he asserted, are 
as great in England as they are in this 
country. The labor situation in Eng- 
land, he said, was easier than here. 
The workers all belong to one big union, 
and the employers to one large associa- 
tion. All labor scales are fixed by col- 
lective bargaining. 


RETAILERS TO MEET 


Monthly Gathering Scheduled for 
March 16 


The next regular monthly meeting of 
the Retail Shoe Dealers’ Association of 
New York City will be held at the 
Bronx Board of Trade Building, Third 
Avenue and 137th Street, on Tuesday 
afternoon, March 16. The meeting is 
being held in the Bronx to give some of 
the smaller merchants in that section 
an opportunity to attend the meeting. 
Other neighborhood meetings are 
planned for the lower East Side, Brook- 
lyn, etc., until all sections have been 
covered. The April meeting probably 
will be held in the Bush Terminal Sales 
Building as usual. 


W. A. BAKER DIES 


Hanan Manager Stricken on Way 
to Business 


The New York shoe trade suffered a 
severe loss in the sudden death from 
heart trouble of William A. Baker, 
manager of the New York and out-of- 
town stores of Hanan & Son, on Friday, 
March 5. Mr. Baker went downtown 
from his home, 435 Riverside Drive, 
to keep an appointment at 10 a. m. at 
30 Church Street. Feeling ill, he 
stepped into a drug store at the corner 
of Fulton and Church Streets and 
ordered a stimulant at the soda foun- 
tain. Before the drink was served him 
he had fainted. He revived only suffi- 


133 


ciently to tell his name, and was dead 
within a half hour. Apparently he was 
in the best of health when he left home. 
Dr. Fox of the Broad Street Hospital 
was called, but was unable to do any- 
thing for Mr. Baker. The body was 
removed to the Old Slip Police Station 
and Mrs. Baker was notified. 


The funeral took place at 2 p. m., 
Tuesday, March 9, from the Funeral 
Church of Frank Campbell, Broadway 
and 60th Street. 

Mr. Baker was about 53 years old. 
He entered the shoe business as a 
salesman with Hanan & Demuth in 
Chicago about 20 years ago. His rise 
in the Hanan organization was steady 
and merited. Officials of the company 
said he was a most valuable man. His 
fellow shoe men, through John Slater, 
president of the Retail Shoe Dealers’ 
Association of New York City, extended 


_ their sympathy to Mrs. Baker and her 


three children, a boy of eleven and two 
girls, aged about eight and nine. 


ATTRACTIVE WINDOW 


J. R. Palmenberg’s Sons Feature 
Wax Figure of Woman 


An attractive window display has 
recently been made by J. R. Palmen- 
berg’s Sons. This window consists 
simply of a superb woman’s figure 
in wax, dressed in full evening costume 
and posed seated in the center of the 
window. There is nothing else in the 
window. The entire hangings are of 
black velvet, against which the white 
figure and white costume stand out 
well. An attractive piano lamp, in the 
back corner, gives the required il- 
lumination. 


New York Notes 


The Franco-American Beading 4nd 
Novelty Company, Philadelphia, is a 
new tenant of the selling service section 
in the Bush Terminal Sales Building. 
The firm is showing a complete line of 
beaded and novelty shoe buckles. 


Philadelphia 


FACTORIES BUSY 


Heavy Leather Buying Is Expected 
Within Month 


Large orders continue to be booked 
by the Philadelphia shoe manufacturers, 
and production has increased to such a 
pace that stocks are becoming depleted. 
While this is not, as yet, resulting in any 
particularly heavy buying in the local 
leather markets, all indications are that 


within a month or so the manufacturers 
will have started considerable activity 
along these lines. Already there is to 
be noted a tendency in this direction, 
and the leather men look to the coming 
demand to counteract, in a measure, at 
least, the effects of foreign exchange 
fluctuations on the local markets. On 
the other hand,the manufacturers feel 
that they will benefit, as they will take 
care to fill their needs before the leather 
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A BOY’S SHOE THAT WEARS 


CARRIED IN-STOCK 
Also a Full Line Made 


WITH NKEOLIN SOLEs 


NO. 3704 


BOYS’ MAHOGANY SIDE {BAL, 
GOODYEAR WELT, SINGLE 
SOLE, CHICAGO TOE. SIZES 
1-6; WIDTHS C, D & E. 


PRICE $4.85 
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famine again forces foreign buyers too 
strongly into the American markets. 


LOW-CUTS POPULAR 


Other Interesting Style Trends Are 
Noted 


There seems to‘be no doubt that it is 
the low-cut styles which are going to 
come in for the lion’s share of the 
coming season’s popularity. The busi- 
ness which the Philadelphia factories 
has booked shows a decided tendency 
among the retailers, both in the local 
section and in others, to buy proportion- 
ally heavier in these styles than others. 

Shere are some Philadelphia retailers 
who venture the prediction that even 
the conservative tastes of Philadelphia 
men will swing next Fall and Winter to 
the oxford-spat combination to oen 
unprecedented extent. The majority, 
however, are not looking that far ahead 
on such a detail as styles, though price 
speculation, even so far ahead as two 
and three years,is becoming an ever 
more vital topic in the retail trade. 


White Shoes Popular 


One of the most notable tendencies 
of the times, say the Philadelphia 
manufacturers, is to be observed in the 
falling off of the demand in the retail 
trade for women’s high shoes. White 
kid, canvas and fabric shoes are ex- 
pected to have the greatest season of 
popularity they have ever enjoyed this 
Summer. The demand, too, seems to be 
swinging more in the direction of the 
sporting models of white and tan 
rather than the more contrasty effects 
of white and black, and the same holds 
true of footwear of more conventional 
style for women. 


Brogues Gaining 


For men there is a demand for wing- 
tip brogues that actually is becoming 
powerful. It began, it will be re- 
membered, back in the days of the 
demobilization, when the former soldiers 
used to have so much trouble in de- 
ciding between the shoes they thought 
they wanted and the footwear they 
really did want, and the shoe man had 
to decide their troubles for them. The 
brogue was a model which found ready 
acceptance as a compromise, having 
the comfort and sturdiness to which the 
demobilized ones were accustomed, and 
yet presenting an appearance of suffi- 
ciently radical variation from the Army 
shoe to satisfy the eye as well. The 
Wing tip, too, helped this latter char- 
acteristic without being too “fancy.” 
Since that time its popularity has been 
growing, and with the seasonal passage 
of the high shoe this Spring, the 
Philadelphia merchants are preparing 
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for an exceptional demand for brogue 
models, which have by now become 
familiar but far from out of date. 

There is reported also a considerable 
demand for low suedes for women, and 
ankle ties with white ribbon lace effects 
are achieving popularity. 


RUBBERS IN DEMAND 


But Sales in Regular Footwear Are 
Still Below Normal 


The volume of retail trade in Phila- 
delphia shows some improvement, but 
it is still far from what the merchants 
would like to see it. Heavy weather 
again has taken some toll from regular 
business, and added some to the demand 
for rubbers, increasing the sales for 
what has already become probably the 
record season for this city in rubber 
footwear. 


A Claflin Slogan 


The Claflin store is pushing a hand- 
some model of brogues, perforated 
wing tip, tapered and rounded toe in 
brown Norwegian veal, at $14.50; 
and also has “‘sloganized”’ the statement 
that “A ‘Claflin’ resoled answers for a 
new’ pair.” 

Hallahan Sale 


Hallahan’s staged another special 
sale, extended through Saturday eve- 
ning, of a wide range of men’s sizes 
and models at the special price of $4.95. 


Kinney’s New Prices 


Kinney’s new prices are regarded as 
remarkably low, in view of increased 
manufacturing and leather costs. They 
are advertising Spring styles in such 
models as brown vici kid laces at $6.98; 
one-eyelet colonials, patent leather, at 
$5.98, and other offerings at a propor- 
tional scale of prices. They also have 
been selling men’s Firestone storm rub- 
bers at 98 cents, storm king boots at 
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$3.49, short boots at $2.98, and Army 
hip-boots at $3.89. 


A SAD EVENT 


Infant Daughter of E. P. Hallahan 
Suffocated 


A fire at the Wynnewood home of 
E. P. Hallahan. retail shoe man of 
Philadelphia, resulted in the death of 
his two-year-old daughter, Cecilia. The 
little girl had wandered from the second 
floor of her home, where she had been 
left by her nurse, and was suffocated by 
smoke. Three of the children of Mr. 
Hallahan were in the house when the 
fire started, two of whom, Edmund and 
Jack, were rescued by the good work 
of Policeman Barney King. Audrey, 
aged six, was at Atlantic City with her 
father. 


QUAKER CITY BRIEFS 


By D. Strumpf, President of the 
Philadelphia Association 


Price Elias, the Susquehanna Avenue 
retail merchant, has a window display 
that is worth viewing. He is always 
there with a smile, too. 

A large delegation of the Philadelphia 
Shoe Retailers’ Association attended 
the Harrisburg Conventiln. 

Member or non-member, you are in- 
vited to attend the next meeting of the 
Philadelphia Shoe Retailers’ Associa- 
tion, Wednesday evening, March 17, at 
Al. Flitcraft’s Shoe Store, 2952 Ridge 
Avenue. One of the Fair Price Com- 
mittee members will give a talk. 

Low shoes will be high, and high shoes 
will be higher this Spring. 

Al Forster, the Manayunk retail shoe 
merchant, has been appointed on the 
Fair Price Committee. 

All live retail merchants are already 
displaying pumps and oxfords with 
zero .weather. The writer predicts 
women’s brogue oxfords being worn 
next Fall and Winter in place of shoes 


Rochester 


TEACHES SHOE SELLING 


William Pidgeon Lectures Before 
Retail Salesmen of Rochester 


“Selling the Customer.” was the topic 
assigned to William Pidgeon, Jr., for 
the fifth talk on proper shoe selling in 
the retail training course given by the 
Rochester Business Institute. The 
group consists of retail shoe salesmen 
who évery meet Wednesday evening at 
the R. B. I. Mr. Pidgeon, at last week’s 
meeting, took up the subject of honest 
representation of goods. This was 
followed by a short talk on window, 


counter and showcase display. The 
store and the salesman came in for the 
major part of the talk and Mr. Pidgeon 
drove home the importance of honest, 
cleancut competition. 

The approach, mental, personal and 
business, was explained in a most 
thorough and convincing manner. 

Mr. Pidgeon also “took a whack” at 
the “‘Self-Serve Systems”’ of retail shoe 
merchandising. He compared this new 
idea with the old method of selling . 
spectacles. ‘The shoe business is fast 
becoming a_ profession,’ said Mr. 
Pidgeon. ‘The foot must be studied by 
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Russia Calf Bal. 
. Style No. 62. Gun Metal Calf Bal, Mat 
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ALWAYS IN STOCK 


styles Now In Stock 


French Shriner and Urner 


Factory and Salesrooms 


63 Melcher Street 


_ 
ea) 
= 
= 
io) 
|S) 
= 
= 
ea) 
=) 
en 
N 
Q 
= 
< 
E 
2 
io) 
= 


THE AVENUE-A street and office shce having a broad heel, 
Style No. 89. Gallun’s No. 4 Mahogany 
Write for catalog showing other desirable 


wide shank and rather flat forepart. 




















= 


Noor 


March 13, 1920 


. 


every man who sells shoes if he wants to 
give his customers correct fit and to 
advise them whether or not they can 
or should wear certain lasts and styles. 
just as the optometrists have replaced 
house-to-house peddler who sold 
ectacles,; just so will the shoe man 
lo has made an exhaustive study of the 
ot replace the salesman who merely 
ges to the shelf, picks out a shoe, puts 
+ on the customer’s foot and lets the 
'e be made instead of trying to offer 
‘| and constructive service in fitting 

e foot.” 


SHOE BILL DOOMED 


»efeat of Proposed Law Practically. 
Assured 


State Assemblymen James L. Whit- 

y and Franklin W. Judson, and Simon 
\\iler, leader of the New York State 
-gislature, last week informed the 
‘ochester Retail Shoe Dealers’ Associa- 
tion that they would pay particular 
attention to the Pure Shoe Bill re- 
cently introduced into the New York 
State Assembly by Assemblyman James 
H. Caufield, Jr., of Kings County. From 
those closely identified with the inner 
workings of that body it was learned 
that the defeat of the proposed measure 
is practically assured. Sol Wile, secre- 
tary of the National Boot and Shoe 
Manufacturers’ Association, in a com- 
munication to the shoe merchants, said 
that he was making a close study of the 
contents of the bill and would take 
action accordingly. 


NEW COMPANY FORMED 


To Make Infants’ and Children’s 
Footwear 


Certificates of incorporation were 
filed last week by the Staud Shoe 
Corporation of Rochester to enable 
them to legally manufacture, buy, sell 
and deal in children’s shoes and 
furnishings. The manufacturers have 
capitalized at $50,000 and begin busi- 
ness with $10,000. The papers name 
Charles J. Staud, William J. Bell and 
Cyril I. Staud, all of Rochester, as 
directors. The new manufacturers plan 
to make infants’ flexible turns and 
children’s turns and welts and will carry 
these in stock ready for immediate 
delivery. 


NEW FINDINGS HOUSE 


The Empire State Shoe and Findings 
Company 


Rochester is to have another large 
shoe and findings jobbing house as soon 
as the newly organized Empire State 
Shoe and Findings Company of that city 
begins operations. The new firm, of which 
Thomas R. Boone of Rochester is 
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president and John B.. Corleissen of 
Cleveland is secretary and treasurer, has 
leased a floor of a building on Mill 
Street, right in the heart of the shoe and 
leather district. Both men are well 
known in the trade in both Rochester 
and Cleveland and already have se- 
cured exclusive selling rights for several 
lines. 

It is the plan of the new company 
to employ a number of experienced 
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THOMAS R. BOONE 
President Empire Shoe and Findings 
Company 


salesmen of shoes and findings and to 
make regular calls on the factories, 
repair shops and retail stores’ in 
Rochester, Syracuse, Buffalo and the 
surrounding districts. The company 
plans to begin business about March 29 
and will be interested to hear from 
manufacturers who desire a new and 
efficient sales service in Western New 
York. The company will also carry 
high-grade, medium and cheap shoes 
and slippers. 


FIFTIETH ANNIVERSARY 


Of John S. Davies, President of 
C. P. Ford & Co. 


John S. Davies, president of C. P. 
Ford & Co., of Rochester, N. Y., 
was the guest of honor at a dinner at 
the Rochester Club on March 4. The 
occasion was the celebration of Mr. 
Davies’ fiftieth anniversary with the 
company. Mr. Davies’ career with 
C. P. Ford & Co. dates back to 1870, 
when it was located in Auburn. Among 
his duties at that time was sweeping 


and scrubbing the floors and polishing 
the furniture. One year later he was 
sent out on the road with a sample case. 
He was successful from the very start 
and for many years Mr. Davies covered 
New York State and the New England 
States. 


Pacific Coast Traveler 


For the past twenty-eight years he 
has traveled on the Pacific Coast, his 
territory being from Denver West. Mr. 
Davies, who has traveled in all more 
than a million miles, has been mighty 
fortunate in that he has never been in a 
single accident. He became president 
of C. P. Ford & Co. twelve years ago, 
when Charles P. Ford, the founder of 
the manufacturing firm, passed away. 

At the dinner held last week Mr. 
Davies was presented with an elaborate 
silver service and a trayeler’s toilet set. 


LOW SHOES LEAD 
80 Per Cent Are Pumps and Oxfords 


Rochester manufacturers as well as 
retail merchants report tremendous 
sales of women’s pumps and oxfords the 
past few months. At the last gather- 
ing of the shoe merchants, it was an- 
nounced that practically 80 per cent of 
the sales made in the local shoe stores 
were pumps and oxfords. Tan oxfords 
were big sellers, as were patent leather 
and black kid pumps. It is evident that 
as Spring draws near, the volume of 
business on low shoes will increase and 
that high shoes will naturally come in 
for a great share of the Easter trade. 
Apparently local merchants favor low 
shoes in the race for style supremacy. 


SALE OF ARCTICS. 
Stimulated by 24-Hour Blizzard 


A twenty-four-hour blizzard, which 
hit Rochester the week before last, made 
great inroads on the rubber stocks of 
the local shoe merchants. Arctics, es- 
pecially four and six buckles, were 
rapidly cleaned out. One Rochester 
merchant made a special trip to New 
York and purchased several lots at re- 
tail for resale in Rochester. 


Rochester Notes 


C. F. Alles, sales manager of the 
Standard Kid Company, stopped off in 
Rochester last Wednesday while on his 
way to Wilmington. Mr. Alles, who 
called at the Rochester office of the 
“Boot and Shoe Recorder,”’ had just 
come from the Texas, Oklahoma and 
Louisiana Shoe Retailers’ Association 
and was enthusiastic about that gather- 
ing. 

George H. Black, for 13 years foreman 
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“Decidedly Thompson” 


Brogue Oxford 
Carried In Stock 


STOCK NO. 610 


GALLUN’S NO. 4 NORWEGIAN 
OXFORD, PERFORATED, PINKED 
TIP FOXING AND LACE STAY. 
THOMPSON'S BROGUE LAST, 
STITCHED HEEL SEAT. 

WIDTHS, AA TO D 
SIZES, AA 8-11, A 7-11, B 6-11 

C AND D 5-11 


PRICE $10 PER PAIR 
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of the sole leather room of the Utz & 
Dunn shoe factory, has resigned his 
position with that firm to become the 





Rochester. 


Buffalo, N.Y. 


BIG BUSINESS 


Expected After May 1—Local Me- 
chanics to Get Wage Advance 


Buffalo shoe merchants expect to 
draw a considerable amount of extra 
trade from local mechanics and their 
wives after May 1. It is said that mem- 
bers of upward of 150 union locals will 
insist on advances of nearly 50 per cent, 
and local shoe merchants, while not 
being able to see the justice of all of 
these advances in wages, some of which, 
it is said, are uuwarranted, will make a 
bid, however, for the extra money that 
will be thus put into circulation. 

“The merchant who handles silk 
shirts or high-priced talking machines 
or high-grade garments will make his 
best appeal by means of fine window dis- 
plays, fluent salesmanship and com- 
pelling advertising to get a big share of 
the workingmen’s money this Spring,” 
remarked a Buffalo shoe merchant. 

“The auto merchant and the one who 
handles luxurious furs or fine silk hosiery 
will carry on a similar campaign ‘to get 
in while the going is good.’ It is a matter 
of business that the shoe merchants 
should enter into this competition, and 
sell the workingmen footwear that will 
bring real satisfaction. I for one will 
be ready by: May 1—and even before 
that—with a complete stock of high- 
grade shoes, and the shoe man who lets 
this opportunity get away from him 
has not learned his lesson on prepared- 
ness.” 


DEPARTMENT STORES SOLD 
Morgan Buys Siegrist & Fraley In- 
terests 


W. A. Morgan, a Buffalo financier, 
has bought the Siegrist & Fraley de- 


partment stores, Buffalo, which have 
complete shoe sections. One of the 
stores is at 1018 to 1028 Broadway, near 
Fillmore Avenue, opposite the Broad- 
way market, and the other is at 508 to 
518 William Street. Mr. Morgan 
recently bought the big John H. Eck- 
hardt store at Broadway and Fillmore 
Avenue, this city. For twenty-eight 
years the Siegrist & Fraley stores have 
been among the leading department 
stores in Buffalo. The partnership thus 
automatically dissolved by Mr. Mor- 
gan’s purchase, consisting of Jacob J. 
Siegrist and George K. Fraley, for more 
than a quarter of a century has been 
active in civic advancement. Mr. 
Morgan says the purchase of the Sie- 
grist & Fraley stores is merely another 
justification of his faith in Buffalo’s 
great East Side. 


INTERESTING IF TRUE 


But Buffalo Merchants Don’t Be- 
lieve It 


Buffalo shoe merchants who are in 
touch with the big féotwear markets 
state that their customers are living in 
a fool’s paradise if they place much 
credence in a report which recently 
reached here from Ridgway, Pa. The 
report is in part as follows: ‘A big drop 
in the price of shoes and other leather 
products will likely result in the near 
future, is the opinion of many leather 
manufacturers in this section. While 
all the tanneries are operating at full 
capacity, the warehouses of many 
manufacturers are well stocked. Both 
the domestic and foreign demand for 
leather has shown a marked falling off 
during the past few weeks, and a reduc- 
tion in prices seems certain.” 


Syracuse 


A SUCCESSFUL “DOLLAR DAY” 


Unique Merchandising Plan Tried 
in Syracuse 


“Dollar Day,’’ February 25, was a 
great day for every shoe merchant in 
this city. Every store had something to 
offer and the sales totals were greater 
than any day in the history of the local 


trade. Some stores offered $1 off on 
any pair of shoes in the place, others 
offered two pairs of shoes for the price 
of one and a dollar extra, while others 
offered rubbers at $1 a pair, and some 
places two pair of rubbers were offered 
for $1. ‘“‘Dollar Day’ comes twice a 
year, the next to be held next Septem- 
ber. Local merchants say it is the 





superintendent of Morton & Son Co., 
manufacturers of shoe counters, of 
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greatest sales day in the year, and it is 
planned to make the Fall event even 
more extensive than any other has ever 
been. 

STYLE SHOW PLANS 


Majority of Booths Already Sold by 
Retail Association 


President E.N. Parks of the New York 
State Retail Shoe Dealers’ Association 
announces that 49 exhibitors have 
bought space in the ‘“‘Style Show” to be 
held in connection with the State con- 
vention here next Summer. 

There are 70 booths to be sold and no 
difficulty is being experienced. A model 
of the booth was shown at the last meet- 
ing of the local shoe merchants’ club. 
Each booth will be made of white lath, 
decorated with smilax and potted 
plants. There will be plenty of room for 
shelves, and office furniture will be pro- 
vided for every exhibitor. 

Local shoe men who are making ar- 
rangements for the State convention 
have not yet finished plans for the en- 
tertainment of the visiting delegates. 
Two plans are now under consideration, 
one to buy out a theater for one night 
and have every delegate as a guest of 
the local club. The other plan is to pro- 
vide a genuine old-fashioned outing at 
one of the local resorts, specializing in 


’ frog, fish and chicken dinners. The 


last-named suggestion seems to be the 
one most popular with the committee 
in charge. 


BEESLEY RESIGNS 


Succeeded by F. Schafer as Associa- 
tion Secretary 


E. M. Beesley, manager of the Shoe 
Department of the Besse Sprague Com- 
pany of this city, who has been secre- 
tary of the Syracuse Retail Shoe 
Dealers’ Association, has resigned to be- 
come a salesman with the P. L. Minor 
Company of Batavia, N. Y. At the 
recent monthly meeting of the associa- 
tion, Mr. Beesley was presented with a 
traveling bag by the members of the 
club. President E. N. Parks of the 
State Association made the presenta- 
tion speech. F. Schafer of the Gould, 
Lee & Webster Company was selected 
as successor to Mr. Beesley as secre- 
tary. 


EIGHTEEN SALESMEN 


Affiliate with Local Retail Shoe 
Dealers’ Association 


Eighteen shoe salesmen, who travel 
from this city, have become affiliated 
with the Retail Shoe Dealers’ Associa- 
tion. They were admitted to member- 
ship at the recent meeting of the 
Chamber of Commerce. Every one of 
the eighteen is a pledged booster for the 

































































BOOT AND SHOE RECORDER March 13, 1920 


MARSHALL 


0 
QUACITY MAINTAINED 
5, 


—_ 
_ 
S 








oe 
ree ¢ 
x 


7, 


sees, 
MOU, 


LTT TTT 


LUT TTT TT 


BRLRBRLLE EEYVESIIIIT ELITE LEERY YT ee eee 


OOOO Sess eesssseeseseseserseseerertrnr ne nnn nnn 


LETT 


Main Dining Room 
Athletic Club— Columbus, Ohio. 


The twelfth picture of a series showing places which 
portray those refined characteristics typical of Marshall 
“Quality Maintained” Men's Shoes. 


MODEL 0261 
Tony Calf Varsity Bal on the 
Daybreak Last. 


with 
Coonye>™ 


wine FOOT 
HEEL 


LUTTE TTT 


SutnteteaadataEAEELI ELT ITTY PSSOS HO SHS EETES EEE SSESEES ESSE EE SE 





UUUAUAUAEUUUNUAACOUAUUEQUONULULGUUOSQQUAOUGQUULINUCOUOOESOOLOGUUOLCRODOGONGOOOOUIIUINESURINLLINOFOOSSAUSUARISEOOIINSOETOLITD 


x 





Pee ee; 


TTT 


peeees 


Torrey 


C:'S-MARSHALL COMPANY, 


BROCKTON ~~ MASS 














SAREE TTT 























SCM 








March 13, 1920 


State convention here this Summer, 
and was asked by President Parks and 
President’ A. B. McCormack of the 
local association to notify the retail 
trade he reaches and boom the conven- 
tion city. “The association has a total 
enrollment of 38 members. 


INCREASES SEVERE WEATHER 


Sales of Women’s Black High 


Shoes 


Severe weather of, the past month or 
so, according to officials of the Alexan- 
der & ‘McCormack Company, is the 
cv use for an increased demand for high 
shoes for women. Blacks alone are in 
demand. It is impossible to buy 
arctics of any kind and every merchant 
is cleaned out. Strange as it may seem, 
the demand for low shoes still continues 
and merchants are enjoying unusually 
good sales in pumps and similar low 
st yles. 


SPRING GOODS 


Inclement Weather Interferes with 
Sales 


Most of the local merchants are show- 
ing Spring goods, but the weather has 
been too inclement to boost sales. Ox- 
fords and five feet of snow don’t go well 
together. For some time trade has 
been falling off, due, many merchants 
think, to the fact that Syracusans 
stocked up with shoes last Fall follow- 
ing a report that they were to be higher 
this Spring. 


DISPLAY WEEK 


Special Prizes. Offered for Best 
Dressed Windows 


Spring display week this month will 
mean much to local shoe merchants, 
who have, for the greater part, decided 
to participate. Special prizes are being 
offered shoe men for best-dressed win- 
dows. The cost of advertising is dis- 
tributed proportionately among the 
firms in the selling event. 


FRAUDULENT ADVERTISING 


Action Against Chain Store Has 
Been Dropped 


Action started by several local shoe 
merchants against a chain store here, 
offering shoes by fraudulent advertising, 
has been dropped by the Syracuse Ad- 
vertising Men’s Club, which investi- 
gated the complaint. The store in 
question is a small department store, 
and S. A. M. club officials decided not 
to prosecute, though a warning was 
given that misleading advertisements in 
the future will bring punishment under 
the law. 
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CAPITAL $750,000 

The Westcott-Whitmore Company 
Increases from $250,000 to $750,000 

The Westcott-Whitmore. Company 
has authorized the issue of $200,000 
preferred stock and has increased the 
capital edition from $250,000 to $750,- 
000. 
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This company was formed nine years 
ago as specialist jobbers and distribu- 
tors of women’s shoes and slippers. The 
management of the company is in the 
hands of the same men who have been 
identified with it during the entire 
history of the company and have made 
the business a marked success. 


Mimneapolis 


NOVEL DISPLAY WINDOW 


Checker Board Pattern on Glass. 


Permits Good View 


Attention is being attracted to the 
annual clean-up sale of A. A. Kitzman 
by a display window which is both at- 
tractive and very striking. LEight- 
inch squares of golden-yellow paper 
have been pasted in a checker-board 
pattern over the entire surface of the 
glass. Without being at all offensive, 
the result attracts great attention from 
the passers-by. The arrangement per- 
mits a view of the many shoes on dis- 
play on the window trees and shelves 
and should add much to the success of 
Mr. Kitzman’s sale. 


BUYER RESIGNS 


H. L. Barlass of Dayton Company 
Goes to Sioux City 

H. L. Barlass has resigned his posi- 
tion as buyer for the Dayton Company’s 
Basement Shoe Department and moved 
to Sioux City, Iowa, where he will 
manage the three Shoe Departments of 
the T. S. Martin & Co. Mr. Barlass 
made a very successful record at Day- 
ton’s and his loss will be greatly felt in 
Minneapolis. The good wishes of a 
host of friends will follow him to his 
new home. 


: ‘OPENS NEW STORE 


Artistic Interior Is Installed by 
George A. Pierce 

A notable addition to Minneapolis 

retail establishments is the new shoe 

store of Geo. A. Pierce, Inc., at 45 South 

Eighth Street. Mr. Pierce has been 


occupying his new store fora little more - 


than a month and reports that business 
thus far has been very satisfactory in- 
deed, exceeding expectations. From an 
artistic standpoint, the salesroom is a 
real achievement, the whole effect being 
very soft and pleasing. Woodwork in 
silver-gray and rugs in gray tones 
harmonize well and ere shown to ad- 
vantage by a simple, yet artistic scheme 
of indirect lighting. Ferns placed at in- 
tervals on top of the shelves lend a 
touch of color and add to the general 


effect. The chairs are arranged cross- 
wise of the room, in six rows, giving 
an effect of greater exclusiveness than 
when placed in longer rows. The 
cashier’s cage, offices and workroom 
are in the rear and equipped with the 
most modern and complete devices. 
The window arrangement is very good, 
the ivory background and overhead 
lighting affording opportunity for most 
effective displays. 


TWO FIRMS COMBINE 


Capitalization of $3,000,000 Author- 
ized 

Reorganization of Foot, Schulze & 
Co., with an authorized capitalization 
of $3,000,000 under the laws of 
Delaware, became known with the 
announcement by the Merchants Trust 
& Savings Bank of an issue of $2,500,- 
000 7 per cent preferred stock of the 
company. The new concern has ac- 
quired all the assets, property and good 


‘ will of Foot, Schulze & Co. and C. Got- 


zian & Co., firms which have been suc- 
cessfully engaged in the manufacture 
and distribution of footwear for more 
than half a century. They have built 
up businesses which, combined, will 
be by far the largest and most profitable 
of its kind in the Northwest. 

The new company owns and occupies 
a seven-story modern factory building, 
completed in 1917, fully equipped, 
covering a full half block in the business 
center of St. Paul. It also leases under 
highly favorable terms three factory 
buildings in the jobbing district, with 
a total floor space of 464,100 square 
feet. In addition, the company owns 
and operates branch factories in the 
cities of Winona and Stillwater, Minn. 


Large Stock Issue 


The handling of this large stock issue 
by a local bank is regarded as a step in 
the program of financing Northwestern 
industries here, rather than in New 
York and Chicago, as has been the usual 
proceeding in the past. The former 
organizations of Foot, Schulze & Co. 
and C. Gotzian & Co. will be maintained 
as separate organizations, each devoting 
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“The House That U ndersells 





PEIIILIIIIILI 


Only 3 Weeks 


Before Easter 


bao you show some of these nobby 


novelties in time? 


“THE SEASON’S BIG NOVELTY” 
No. 2587. Ladies’ Brown Suede. Short Vamp. Fancy 
— Sandal. Imitation Turn. Covered Full Louis 


— Amount enly for immediate delivery. 


6-7, 3-7. D-2 4-7. 





ys can if you wire us your order 


now, and you'll find these shoes well 
worth wiring for. 





E cannot advise our customers too 
strongly to 





Hurry Your Orders 


“HIGH GRADE NOVELTY” 
No. 2588. Ladies’ Brown Suede One-Eyelet Tie. Gy 
Pattern. Imitation Turn. Covered Full Louis H 
Limited amount only for immediate ie. 
7 
re 7,347. C-2%.7, 3-7. D-2%.7. 





UANTITIES on these styles are 
limited and we expect a_ heavy 
demand, as all are in the very latest style. 





Terms Net 30 Days—F. 0. B. Boston 


HAND TURNED NOVELTY 
No. 2422. Ladies’ Chrome Gun Calf Four-Button Pump. 
Turn. Full Louis Heel. 
No. 2423. Ladies’ Chrome Patent Four-Button Pump. 
Turn. Full Louis Heel. 


Price 
Sizes, A-4-8, 4 44474. B-3 7, 3 ve) 
48. C-3.7, EE as Sidhe sie 


Samuel Cohen 
72 Lincoln St., Boston, Mass. 


= 
= 
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its time and energy to the manufacture 
and distribution of the lines bearing the 
brands upon which its particular repu- 
tation is founded. This point was em- 
phasized in a statement by W. H. Cad- 
well, president of C. Gotzian & Co., and 
vice-president of the new corporation. 


Cadwell’s Statement 


“While C. Gotzian & Co. is a sub- 
sidiary of the new Foot, Schulze & 
Co.,” said Mr. Cadwell, “the relations 
between C. Gotzian & Co. and the 
trade will continue as heretoforé, and 
there will be no change in the Gotzian 
organization.” 

Under the new financing, the com- 
pany has an authorized capitalization 
of $3,000,000 of 7 per cent cumulative 
preferred stock, of which $2,500,000 is 
io be issued at once. This preferred 
stock is followed by 60,000 shares of 
common stock with a book value of 
$3,468,451. According to officials of 
ihe company, the proceeds of the $2,- 
500,000 issue are to be used to retire 
$1,200,000 of old preferred stock and 
furnish $1,300,000 additional capital. 
During 1919 the two companies shipped 
goods valued at $8,500,000. The 
officers of the new Foot, Schulze Com- 
pany are: 


List of Officers 


T. A. Schulze, president; Theodore 
Schulz, vice-president; J. E. Rounds, 
vice-president; William H. Cadwell, 
vice-president; George W. Eckstrand, 
vice-president; W. D. Mann, secretary; 
T. R. Thorsen, treasurer; Roy C. 
Staples, director, and C. H. Lavell, 
director. 

The Merchants Trust & Savings Bank 
has underwritten the $2,500,000 issue, 
and Kalman, Matteson & Wood and 
the Minnesota Loan & Trust Company 
of Minneapolis will participate in the 
sale of the stock. 


MINNEAPOLIS BRIEFS 


Regarding Douglas Shoe Company 
and M. Cohen 


The Douglas Shoe Company bowling 
team is in proud possession of ornate 
new bowling shirts and has naturally 
celebrated by having a picture taken. 
The retail shoe bowling league continues 
to be a great success, with the Douglas 
team in first place and the Sorensens 
second. 

M. Cohen, manager of the Wear-U- 
Well Shoe Company, is back at the store 
after a stay of several weeks in a hospi- 
tal, while recovering from an operation. 
Mr. Cohen says that he is almost as 
good as new and hopes to be entirely 
recovered shortly. 
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Des Moines 


FOOT MEASURING 


Device of the Brunks’ Bootery on 
the Market 


The Brunks’ Bootery of Des Moines 
has patented a foot-measuring device 
and is receiving orders from all parts 
of the State. A. B. Crandall and A. N. 
Canfield are authorities on shoe fitting. 


GIVES TALK 


Max Thordsen Takes for Subject, 
Martha Washington Shoe 


Max Thordsen, who is a well-known 
shoe salesman, attends the Brown’s 
Business College of Davenport, and 
recently gave a talk, as the college each 
week has a subject for the men to de- 
bate on. Mr. Thordsen’s subject was 
the Famous Martha Washington Com- 
fort Shoe. He has sold these for a 
great many years, and considered this a 
good topic, as he was thoroughly familiar 
with it in every way. 


FARMERS’ EXCHANGE 


Operated by The Iowa Union— 
H. A. Johnson, Manager 


The Iowa Farmers’ Union Exchange 
of Des Moines operates a large Farmers’ 
Exchange, doing business with a great 
number of the farmers’ stores. They 
have a large warehouse in Des Moines, 
and control about six of their own stores 
at the present writing. H. A. Johnson 
is manager, and does a jobbing business 
practically in a great many lines, in- 
cluding shoes, groceries and wearing 
apparel. 


YOUNKER BROS. 


Regarding Wilsie and Corrick of 
Shoe Departments 


E. C. Wilsie, manager of the shoe 
department of Younker Bros, is on his 
way East and will visit many of the 
Eastern shoe centers. F.C. Corrick, 
who is assistant to Mr. Wilsie of the 


Second Floor Shoe Department, re- 
cently returned from the service, and 
his friends will be pleased to know that 
he is back at his former position. 


DES MOINES BRIEFS 
New Shoe Stores Opened—and Other 


Interesting Items 


One of the new shoe stores to be 
opened up by G. Manoles is at 504 Locust 
Street. He has secured the services of 
F. W. Buncher. He is a well-known 
shoe man in this vicinity and will no 
doubt prove a valuable man for Mr. 
Manoles. Mr. Manoles has been suc- 
cessful in the clothing business and has 
added shoes. He will feature the 
Emerson line of men’s shoes. 

Another new clothing and shoe store 
will open up about April 1 at 805 
Walnut Street. The firm. name is 
Kronson & Beechen, and it wil Icarry a 
high-grade line of merchandise. 

W. B. Wilson, manager for the 
J. H. C. Peterson Sons Company Shoe 
Department of Davenport, Iowa, re- 
ports a large increase in business over 
last year. 


Akin-Schwenker Company of Daven- 
port recently conducted a clearance 
sale and reports a large volume of busi- 
ness. 


J. L. Werderhoff, manager for the 
Associated Stores Shoe Corporation, 
was in Des Moines recently, buying a 
number of lines of shoes and rubbers. 
This corporation operates stores in 
Cedar Rapids, Davenport, Ottumwa, 
and is looking for other locations. It is 
doing a tremendous business. 


Joe Limoges of the W. L. White Shoe 
Company reports excellent business. 
This is in Des Moines. 

The Douglas Shoe Store, Des Moines, 
Ia., recently opened a new shoe store in 
East Des Moines. 


Worcester, Mass. 


NEW WHOLESALE FIRM 


Three Men Already on Road 


Worcester now has a new wholesale 
house. S. M. Sosner of the Lynn and 
Brockton Mart and H. Salvage of 
Ware, Mass., have formed the new 
firm. 

Charles Hildreth, manager of the 
Lynn and Brockton Mart, will also be 


buyer and manager of the wholesale 
houses. Three men have already 
started out on the road, H. Salvage, A. 
Salvage and J. Auger. It is the plan of 
the new firm to carry a general line of 
shoes. 


BUSINESS STILL QUIET 
Cut-Price Sales Do Not Move Goods 
Cut-price sales seem to be the order 
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IN STOCK 


No. 80—Gun Met- 
al Whole Quarter 
Blucher, Goodyear 
Welt, Clyde Last, 
Single Sole, 4 and 5 
Wide. 


Rubber Heels 


Salesmen have 
started. 


Have them show 
you Civilian 
‘*Rite-Easy’’ shoes. 
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of the day and yet business has been 
quiet. Due mostly to bad traveling, it 
js almost impossible for country people 
to get into the city. Some of the 
-uburban cars have not been running 
tor the past two weeks. The call is 
<till strong for women’s four-buckle 
retics, but there is no such bird.. It 
Jvoks now as if all rubber footwear will 
je cleaned up in fine shape. When the 
thaw comes, light rubbers will be in big 
cemand. 


WORCESTER MAN LEADS 


Jj. Edward Bouvier Conducted Sing- 
ing at National Convention 


J. Edward Bouvier, Worcester’s fa- 


vorite song leader, led the Community 








J. EDWARD BOUVIER 


Singing at the big banquet of the Na- 
tional Convention. 

Mr. Bouvier has a way all of his own 
in making everybody sing, and as Gover- 
nor Coolidge appeared, he led in a 
monstrous cheer for the Governor of 
Massachusetts. 

He has been for some years teaching 
in Worcester. During the war he served 
his country as a War Community song 
leader and filled some of the most im- 
portant positions in the War Com- 
munity singing service, leading many 
thousands of our boys in a number of 
the camps. 

Worcester has just organized a Song 
Leaders’ Association, and Mr. Bouvier 
has been named chairman of the Execu- 
tive Committee. He is now with the 
musical opera, “Pinafore,” which will 
be staged in Worcester in the near 
future. 
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Worcester Notes 


H. A. DeSaulte has been appointed 
manager of the Newark Shoe Store, 32 
Front Street, to succeed Louis Freburg, 
who resigned a few weeks ago. 

The Economy Shoe Store, 180 Front 
Street, is having a closing-out sale and 
will vacate on April 1. 


145 


The Park Bootery, which has been in 
business just five years, has sold its 
stock to the Boston Store, where a sale 
is in progress. A. J. Reindeau, pro- 
prietor of the Park Bootery, will con- 
tinue his women’s shoe store on Frank- 
lin Street. 


Manchester 


GRANT TAX EXEMPTION 


Keene Favors New Shoe Factory to 
Be Started by McElwain 


The city fathers of Keene have 
granted a tax exemption for 10 years to 
the W. H. McElwain Shoe Company, 
which has planned the erection of a 
factory 450 by 50 feet, which will be 
in operation by July 1, 1920. This 
company will employ about 250 hands. 
Opposition to the new industry was 
voiced by Attorney Charles H. Hersey, 
who claimed that the new concern would 
aggravate the labor shortage and also 
create shortage in housing conditions. 
When the vote was cast it was found 
that 15 councilmen had voted in favor 
of tax exemption and three of the five 
aldermen. A _ petition favoring tax 
exemption signed by 600 Keene resi- 
dents was presented. 

The General Enterprise Company, 
formed with a capital of $85,000 and 
financed by Greek business men of 
Manchester, has been granted a tax 
exemption by the city. The company 
will manufacture shoes beginning not 
later than June 1, 1920. The tax 
exemption period will not exceed 10 
years. 

At a special meeting of the city 
government held in Dover it was voted 
to exempt the Thomas Plant Shoe 
Company from taxation on its new 
factory on Park Street for a period of 
ten years. Exemption from both city 
and county taxes was granted. The 
exemption applies to all machinery 
and other property of the company kept 
on the premises as well as to the build- 
ing itself. 

Indications point to a slushy Spring 
in New Hampshire, and if these pre- 
dictions come true practically every 
merchant in Manchester and surround- 
ing towns will be caught short on rubber 
goods. During the Winter the demand 
for this grade of foot covering has 
exceeded that of other years. Whole- 
salers, manufacturers and jobbers are 
eager to take the orders, but cannot 
guarantee speedy delivery. 

Retailers of this city have been hit 
harder this Winter than any year in 


their history. With the embargo on 
freight and the heavy fall of snow it has 
been practically impossible to get ship- 
ments over the railroads. The snow- 
fall has tied up suburban traffic. Street 
cars running to and from the outlying 
districts have been so hampered by 
snow and’ ice that retail buyers have 
been unable to purchase their supply 
of footwear for the family. 


PUSH BOOSTER PLAN 


Retail Merchants Enthuse Over 
Proposition to Increase Member- 
ship 


Members of the retail association at 
their several recent meetings have taken 
up to a great extent the ‘Booster’ plan 
which was submitted at one of the 
meetings several weeks ago. A drive 
for new members, which was recently 
instituted throughout the towns sur- 
rounding the Queen City, has been 
productive of results; but officials of the 
organization believe that there is much 
room left yet for more members and 
everyone connected with the associa- 
tion is urged to help swell the member- 
ship list. 


A PHILANTHROPIC DONATION 


W. H. McElwain Company Donates 
$2,200 to Relatives 


Three young people employed in the 
Manchester factory of the W. H. Mc- 
Elwaih Company met with an accident 
recently which resulted in their deaths. 

The young people, whose names were 
Stewart, were on their way to work, 
taking a boat from their home to the 
factory. The boat in some manner 
capsized and the occupants were 
drowned. 

The W. H. McElwain Company im- 
mediately awarded $1,000 to the par- 
ents of the deceased and has set aside 
the sum of $1,200 to be paid to the 
family in installments of $100 a month 
for one year. 


. 
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“DALCO” Buckles for Spring 


Now Is the Time to Get In Line 


Over 5,000,000 pairs of shoe ornaments manufactured and sold by us in 1919. 
These figures speak for the Quality and Service of the ‘‘DALCO” products. 


Two of our latest patterns of 
cut steel effect ‘possessing all 
the brilliancy”and sparkle of 
the highest grade imported 
buckle. These and other 
similar patterns will easily 
retail] from $5.to $10 a pair. 
Order samples now and be 
ready for Spring. 





All Buckles supplied 
with fillers ready for 
attaching to shoes 











The illustration above shows a “DALCO”§BuckleJattached tojthe one eye- 
let tie—one of the many combinations made possible only by the ““DALCO 
device. This can be applied to any type of buckle‘ and instantly attached 


to the shoe. 





Our ““DALCO”’ Device Is Fully Protected By Patents 


DALRYMPLE-PULSIFER COMPANY 


Manufacturers of Shoe Ornaments for the Shoe Trade of the World 
HAVERHILL, MASS. 
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Louisville 


STYLE SHOW PLANS 
Model Committee Is Appointed 


The Louisville Retail Shoe Dealers’ 
\ssociation is meeting every Tuesday 
-vening in order to get set for the style 
show. At. the last meeting Charles 
Siersdorfer, shoe buyer for Besten & 
Langen; L. A. Rothschild, of the Ber- 
jand shop; Harry Young, of Selman’s, 
ind G. W. Steuber were named a com- 
mittee to select the models, about a 
dozen female models to be used. One 
of the requirements is that the models 
must be able to wear a “‘4B”’ without 
crowding. It is planned to have a 
concert and vaudeville acts between 
style events during the show. 


SHOE MERCHANT RETIRES 


August Volz Sells Out to Partner 


August Volz of the firm of Volz & 
Michael, which has been operating 
within a hundred feet of Fourth and 
Market Streets for more than 40 years, 
has sold his interest in the business 
to his partner. 


STAMP BILL KILLED 
Divided Opinion Among Merchants 


For several weeks merchants of 
Louisville have been fighting, some for 
and some against, a trading stamp bill 
before the State Legislature. Finally 
the bill was killed in the House on 
February 25. This bill was for the 
purpose of abolishing trading stamps. 


PRESIDENT STRAUS 
RE-ELECTED 


State Association Growing Fast 


Eugene Straus of Herman Straus & 
Sons Co. was re-elected president of the 
Retailers’ Association of Kentucky at 
the annual meeting of that body at the 
Tyler Hotel, Louisville, on February 26, 
while John L. S. Cook, Louisville, was 
re-elected secretary. It was reported at 
the meeting that the organization now 
has 600 general retailers in all lines 
through the State and is growing fast. 


STORE CHANGES HANDS 
Signet Sign to Be Abolished 


The Signet Shoe Store, Fifth and 
Market Streets, Louisville, has been 
sold by Julius Redick to A. M. Jacob- 
stein. 

BRANCH STORE 


Remodeling of Seelbach Hotel Sec- 
tion for Crutcher & Starks 


Work has already started on remodel- 
ing a section of the Seelbach Hotel for a 
branch store of Crutcher & Starks, Inc., 
and it is reported by the company that 
it plans to be located akout May 1. 


NEWS NOTES 


Interesting Items of the Retail Shoe 
Trade 


Alex Schulten of John J. Schulten & 
Co. was married recently to Miss 
Frances Henchey of Louisville. 





Atlanta 


THE BIG STORE 


Atlanta Firm Purchases New Loca- 
tion 


The M. C. Kiser Shoe Company has 
purchased a large lot at the southeast 
corner of Trinity Avenue and South 
Pryor Street for $50,000. This lot, 
which is now occupied by two old 
dwelling houses, is in a rapidly growing 
section of the city, and the company 
plans to build here a modern structure 
to be used as a permanent home. 

This.company, which has become one 
of the most important business estab- 
lishments in’ Atlanta, is now located 
in rented quarters, and while it is under- 
stood the lease still has some years to 
run it is believed that but a very short 
time will elapse before the company 
will start construction work on its new 
building. The property purchased 


furnishes a site 65 by 180 feet, and the 
purchase price of $50,000 makes this 
$770 per front foot. 

No definite announcement of the kind 
of a building to be erected or the size 
has as yet been made by officials of the 
company, but it is probable that 
architects will start on the drawings 
and plans in the near future. 


WHOLESALE RECORDS BROKEN 


Members of Trade Report Further 
Increase 


Atlanta shoe wholesalers continue 
to break records. In spite of the fact 
that every local house enjoyed the 
greatest volume of business per single 
month during January, of any previous 
month, company executives state that 
February will exceed that record. 

C. J. Williamson, of the M. C. Kiser 


‘ 
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Shoe Company, stated that February 
would not only exceed all past records 
for one month, but that he looked for a 
continuation of this remarkable business 
for some months to come. He stated 
that nearly all retailers throughout the 
Southeast were buying heavily, showing 
a confidence that there would be no 
break in the market at any time in the 
near future. The firm is still selling 
Spring and immediate shipment goods, 
but expects shortly to get the Fall lines 
on the market. All of the salesmen 
covering the Southern States for this 
company continue to send in record 
orders. 


J. K. Orr Reports 


J. K. Orr, Jr., of the J. K. Orr Com- 
pany stated that all salesmen were out 
in their territories, most of them with the 
Fall lines. The third week in February, 
he said, was the biggest week, or at 
least one of the biggest, the company 
has ever enjoyed in volume of business. 
He also forecasted a continuation of 
big business for several months to 
come. “In fact,” Mr. Orr said, “I see 
no reason why there should be a break 
in the market all this year, at least 
among our trade in the South.” 

Salesmen for the Gramlin-Spalding- 
Collinsworth Company are also in their 
territories with Fall lines, and this 
company also reports a record break- 
ing month for February. 


EXTENSIVE ADVERTISING 


The Craddock-Terry Company Use 
Southern Papers 


The Craddock-Terry Company, of 
Lynchburg, Va., during the past few 
weeks has been advertising extensively 
in Southern newspapers, many of the 
advertisements occupying full double 
pages in the dailies of the Southeast. 
In 1919 this company reported sales 
exceeding $15,000,000, establishing the 
greatest record ever made by any 
Southern shoe manufacturing house. 
The company now has three distribut- 
ing houses and eight factories. 


ATLANTA NEWS NOTES 


Regarding Blumberg Shoe Co. and 
R. T. Moon 


The Blumberg Shoe Company, of 
Birmingham, Ala., has signed a long 
lease for a building now under con- 
struction at 2218 First Avenue, Birming- 
ham, and which will be completed and 
ready for occupancy about April 1. It 
is a two-story structure with a sub- 
stantial frontage on First Avenue and a 
depth of 140 feet. D. H. Blumberg 
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Stylish Spats 


The dominating influence of W. G. S. Spats is 
their style appeal. Snappy looking—snug 
fitting—and perfectly tailored, they offer un- 
usual sales possibilities to the merchant whose 
trade demands beauty combined with utility. 


WILLIAM GREILICH & SONS 


N. Y. Office and Show Room 


Factory and Sales Offices 
Marbridge Bldg., 47 W. 34th St. 


Brooklyn, N. Y. 


Soo Sa 
1 
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and J. H. Blumberg are the proprietors 
of this company, which they established 
in Birmingham 15 years ago. 

R. T. Moon, retail shoe merchant 
on Mitchell Street, has returned from 
Lynchburg, Va., where he attended a 








semi-annual convention of the traveling 
salesmen of the Craddock-Terry Com- 
pany. Mr. Moon was one of the 
principal speakers on the program. 
About 100 salesmen of the company’s 
road forces were in attendance. 


West Virsinia — 


PATTERN EXHIBITED 


Shows Exquisite Beauty in New 
French Effect 


A pattern of exquisite beauty in the 
:ew French effect and yet American in 
yracticability and service is now on 
lisplay at the Zenner-Bradshaw show 
iepartment, Huntington, W. Va., and 
; the first showing of this style in that 
city. 

C. H. Shaub, manager of the shoe 
lepartment, secured this pattern while 
it the Retail Shoe Dealers’ Convention 
in Boston. This model, which is car- 
ried in either black or brown buckskin, 
is said to have been the most popular 
shoe at the Boston show. It has an 
ankle tie and may be used for either 
street or afternoon wear. With the 
bow it makes a street shoe of refine- 
ment. For the bow may be substituted 
the rhinestone or- cut-steel buckles, 
which quickly converts it into an after- 
noon dress pump, This is a turn 
manufactured by a Brooklyn firm. 


SHOE DOCTORS BOWL 
Owner Repair Shops Entertains 


Bowling balls were booming and 
crashing down alleys at Wheeling, 
W. Va., recently, propelled by the good 
right arms of the men of the shoe. 
hospital repair shops in. Wheeling and 
Bellaire, O. It was a “regular party,” 
given by A. Reynolds, owner and man- 
ager. Those present included H. W. 
Browning, R. J. Browning, Edward 
Gruber, Ulysses House, Frank Bag- 
laine, Frank Teto, Tom Citaola, Wesley 
Goodwin, Carl Koch, R. D. Nicholson, 
James De Marco, Tony Clementi, Phil 
Boston, Ernest Givens and A. Rey- 
nolds. A banquet at the Reynolds 
home followed the bowling. 


NEW SHOE SHOP 


Weller-Losee Company Will Operate 
Store 


Huntington business men have leased 
the Frederick Pharmacy and will estab- 
lish an exclusive boot and shoe shop 
when the pharmacy moves to the ad- 
joining storeroom in the Day and Night 
Bank Building, now occupied by the 
Day and Night Bank. ~ 

The firm will be known as the Weller- 
Losee Shoe Company. A. C. Weller, a 
merchant, and A. R. Losee, assistant 
cashier of a Huntington bank, are the 
principal stockholders. They expect to 
open the shop soon. Their lease has 
nearly eight years to run. 


CHARTER ISSUED 


Huntington Shoe Company Incor- 
porates 


The Secretary of State of West 
Virginia has issued a charter to the 
Oxley-Boone Company of Huntington 
to manufacture and deal in shoes; capi- 
tal stock, $25,000; incorporators, W. S. 
Oxley, C. K. Oxley, J. T. Troeger, John 
W. Boone and Salem Oxley, all of 
Huntington. 


THE WANDERER RETURNS 


W. M. Brumefield with Northcott- 
Tate-Hagy Company 


W. M. Brumefield, for 14 years in the 
shoe business in Huntington, W. Va., 
has returned from a year’s absence: to 
his old position as manager and buyer 
of the shoe department of the Northcott- 
Tate-Hagy Company. 

**Billy,”’ as he is known by his thou- 
sands of friends, says that he was like 
the prodigal son, but he promises never 
to leave home again. 


Memphis 


BUSINESS GOOD 


‘Despite Handicap of Weather and 
Flu 


The shoe trade around Memphis 
experienced in February a good activity 


despite the fact that for the first part 
of the month and the last week or two 
in January, as a precautionary measure 
against influenza, theaters, picture 
shows, public schools, etc., were closed 
for more than three weeks and afternoon 
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business hours, wholesale and retail, 
were curtailed somewhat. This situa- 
tion was relieved on February 16, and 
with some very cold weather and the 
first snow of the Winter, which did not 
stay on the ground, however, business 
has not lagged seriously. 

Some of the shoe stores had been 
running special feature sales during this 
time and with good result. Now the 
Spring fashions are being pushed to the 
front and a nice Spring and Summer 
business is anticipated. There have 
been one or two changes with retail 
merchants, new firms, etc. There is 
also prospect of the early opening of one 
new wholesale shoe house in Memphis. 


A BUSINESS CHANGE 


Kallaher Shoe Store Sells Out to 
Rosen Boot Shop 

An important change took place in 
one of the retail stores on North Main 
Street a few days ago. The Kallaher 
Shoe Store, which opened at No. 3 
North Main Street early the past Win- 
ter, was acquired by Izzy Rosen of the 
Rosen Boot Shop, and Jack Bevill, for 
twenty years connected with various 
prominent shoe retail houses of Mem- 
phis. They have already taken charge 
and are putting on many interesting 
trade features from day to day. The 
retail place of Mr. Rosen at South 
Main and Union will be concentrated 
here, it is understood. A few weeks ago, 
Mr. Rosen, his brother and other busi- 
ness associates chartered the Rosen Shoe 
Company to do a wholesale business. 


TRADE EVENTS 


Regarding Caradine and E. E. E. 
Shoe Co. 


The Caradine Shoe Company, 63 
North Main Street, this week ran a full- 
page display in the local papers of their 
Billiken children’s shoes. 

The E. E. E. Shoe Company is con- 
cluding a very successful thirteen-day 
special in all departments. They have 
a Bargain Basement Department at all 
times, but this special thirteen-day 
sale is an annual event, which they put 
on with publicity cards, flying banners, 
special salesmen and in every depart- 
ment of the store, to keep the store 
bright and fresh with new goods, and 
it has always been very effective. 


NEAR MEMPHIS 


Regarding Solomon & Sons, Rag- 
land’s, Tamm/’s and Blanks’ 
Solomon & Sons at Brownsville, 

Tenn., one of the newer stores there, 

has a neat place on the north side of tke 

square, and features both men and 
women’s shoes. They have plate-glass 
and copper-front window displays and 
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WALK-OVER HEATING PLANT 














In a group of buildings of the magnitude of the WALK-OVER plant at Campello, 
conservation and proper use of heat and power is of great importance, not only from the 
financial standpoint but because waste of coal under conditions now existing is an 
economic wrong. 

Both of these considerations were important factors in the decision to erect a central 
heating plant. : 

In the above picture the new heating plant, just completed, is shown at the extreme 
right. It issouth of Department 6 Building, one end of which is also shown, as is the 
Executive Building farther north. Pf 

The building is of the most. modern type with thoroughly up to date rey Oo 
It is constructed of reinforced concrete, brick and steel, is 60x70 feet and 40 feet in. eight. 
The smoke stack is built of radial brick, is 150 feet in height and is 14 feet in diameter 
at the base and 7 feet at the top. 

A brick wall divides the first ‘floor equally between boiler room and pump room 
making each room approximately 30x70. t 

The boiler room extends the entire height of the building and contains five Manning 
boilers of the vertical type, capable of developing 1500 horsepower. The boilers are 
surrounded by iron galleries from which the various parts of the machinery may be in- 
spected. A vacuum ash ejector is installed. : 

The pump room, occupying the other half of the first floor, is finished in cream color 
tile. It contains the boiler feed pumps, feed water heaters, etc. 

The second floor, also finished in cream color tile, contains the switchboard con- 
trolling the power for the entire plant. Sufficient space has been reserved in this room 
for the future installation of two 1,000 K. W. turbines. This installation has been 
delayed until such future time as conditions seem to warrant. 

A series of tunnels, each eight feet square, through which steam, light and power 
ee Pr distributed, connect the heating plant with the various factories and other 

yuildings. 








GEO. EK. KEITH COMP. 


_JMakers of WALK~OVER Shoes for Men and Women 
CAMPELLO, BROCKTON, MASS., U.S.A. 


EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE UNITED STATES AND THE 
y WORLD OVER, INCLUDING NEW YORK, LONDON AND PARIS 
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handle some of the best-known brands. 

Ragland’s, the House of Quality at 
Brownsville, Tenn., is another well- 
known store. They affiliate with the 
Tri-State Retailers’ Association, handle 
the Stacy-Adams, J. P. Smith and other 
well-known shoes. 

E. Tamm and Sons, corner Public 
Square and East Main Street, Browns- 
ville, Tenn., have a large shoe section 
and have remodeled the front of their 
store. 

Jeff J. Blanks, owner of tbe large de- 
partment store of Jeff J. Blanks Com- 
pany at Trezevant, Tenn., will retire 
from business this month. Mr. Blanks 
has been in the mercantile business at 
Trezevant for more than thirty years. 
A stock company organization will con- 
tinue to operate the store. 


Columbus Exhibitors 


Among the firms which exhibited at 
the Columbus convention of the Ohio 
Valley Retail Shoe Dealers’ Association 
were the following: 

Julian & Kokenge Company, Cin- 
cinnati, Ohio; Ault-Williamson Shoe 
Company, Auburn, Me.; Emery-Mar- 
shall Shoe Company, Haverhill, Mass.; 
Leach Shoe Company, Rochester, N. Y.; 
A. M. Legg Shoe Company, Pontiac, IIL. ; 
Parisian Beading Works Company, 
Philadelphia, B. G. Weiner; Goodyear 
Tire & Rubber Company, Akron, 0.; 
Riley Shoe Company, Columbus, 0.; 
Scholl Manufacturing Company, Chi- 
cago, Ill.; Miami Chemical Company, 
Cincinnati, O.; Cady-lvison Shoe Com- 
pany, Cleveland, O.; Williams-Holl 
Shoe Company, Columbus, O.; Whit- 
man & Keith Company, Brockton, 
Mass.; C. & E. Shoe Company, Colum- 
bus, O.; G. Edwin Smith Shoe Com- 
pany, Columbus, O.; G. Edwin Smith 
Shoe Company, Columbus, 0.; God- 
man Shoe Company, Columbus, 0O.; 
Selby Shoe Company, Portsmouth, O.; 
Excelsior Shoe Company, Portsmouth, 
O.; Excelsior Shoe Company, Ports- 
mouth, 0.; Sachs Shoe Company, 
Cincinnati, O.; Mann & Longini Com- 
pany, Cincinnati, O.; Duttenhofer- 
Stevens Company, Cincinnati, O.; Mc- 
Elwain, Morse & Rogers Company, 
New York City; McElwain, Morse & 
Rogers Company, New York City; 
Bradford Shoe Company, Columbus, O.; 
Kropp Shoe Company, Columbus, 0O.; 
William Greilich & Sons Company, 
New York City; Hygrade Shoe Works, 
New York City; Simmons Boot & 
Shoe Company, Toledo and Columbus; 
Churchill & Alden Shoe Company, 
Brockton, Mass.; Rupp & Wittgen- 
feld Shoe Company, Cincinnati, O., 
and Gaines-Gordon Shoe Company, 

New York City. 
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Boston 


FASHION WEEK 


Retail Shoe Merchants Concentrate 
in Presenting Latest Shoe Models 


Fashion Week— March 8-13 —has 
passed into history as a most successful 
one. Department stores, specialty 
shops and shoe shops participated in 
this movement inaugurated by the 
Retail Board of the Boston Chamber 
of Commerce. 

Each store was dressed in its best, 
both inside and outside. In its own 
individual way, every store presented 
new models for Spring and Summer. 
The public stopped to admire the 
effective window trims and entered to 
purchase. 

The event was announced by full-page 
ads in the daily and Sunday papers. 
These ads contained a cordial invitation 
to the public from the Retail Trade 
Board of the Boston Chamber of 
Commerce to inspect the lines on dis- 
play, and also contained the figure of a 
fashionable woman of 1820 and one of 
1920, and each window had the Fashion 
Week window card of orange, green and 
black. 

: List of Participants 


A list of the shoe stores and shoe 
departments participating in Fashion 
Week displays is as follows: A. 
Shuman & Co.; The Shepard Stores; 
E. T. Slattery Company; Wm. Filene’s 
Sons Company; H. E. Hagan; The Be- 
dell Company; Rice & Hutchins, Inc.; 
E. W. Burt Company; T. E. Moseley 
Company; A. H. Howe & Co.; Jordan 
Marsh Company; R. H. White Com- 
pany; Gilchrist Company; C. F. Hovey 
Company; Thayer, McNeil Company. 


AT A. H. HOWE’S 


Attractive Window Display—Spring 
and Summer Shoes 


At the store of A. H. Howe & Co., 170 
Tremont Street, two very attractive 
windows featured men’s and women’s 
footwear for Spring and Summer. Each 
window contained a gilded wicker vase 
of pussy willows banked around the 
top with green moss—and shoes in just 
the right proportion to make an effective 
trim. It was noted among the women’s 
footwear ‘displayed that only two high 
shoes were shown and these were in the 
background. In the windows on Avery 
and Mason Streets, there was a larger 
percentage of high shoes displayed than 
in the Tremont Street window. 


Americanized Version 


While the real French vamp has been’ 
shown in this store, there is not much 


call for it—the preference being for the 
modified version of the French last in 
women’s styles. John W. Goebel of 
this store states that the real French toe 
styles have attracted considerable at- 
tention from the women folks, that the 
store has asked the women to try on 
these shoes just to see how they would 
like them, but not urging buying on 


* these styles. 


Slipper Department 


The slipper department, which is in 
charge of a young woman, is a big 
feature with this store. A handsome 
black patent strap sandal, with a 
three-inch vamp, rounded toe and Louis 
heel, high instep effect, was featured 
as a Spring creation. 

A little falling off in the evening slip- 
per trade has been noted during the 
Lenten season, but many sales of silver, 
gold and satin slippers are anticipated 
during the week preceding Easter. 


Lower Heels 


A strong tendency has been noted 
among women customers to call for 
shoes with the lower heels—the Louis 
heel not being as popular as the Baby 
Louis or Cuban, even for fashionable 
evening slippers. Mr. Goebel feels 
that the movement inaugurated by the 
Y. W. C. A. and other women’s organi- 
zations is responsible for this demand. 
In talking with a rubber man, Mr. 
Goebel ascertained that he is not taking 
many orders for next Fall for Louis 
heel rubbers, which coincides with 
the opinion held by this store that a 
lowering of the heels of women’s shoes 
is a popular feature. 


Forty Per Cent Low 


It is the belief of this store that low 
shoes for Fall will sell in the ratio of 
40 per cent, although Mr. Goebel states 
that it is a bit too early to judge cor- 
rectly in this regard. 

It was noted that many people are 
buying white shoes in large quantities. 


Men’s Department 


In the men’s department, Manager 
Goebel. says that men are calling for 
the lighter shades; he believes that 
cherry will continue to sell, but not sp 
universally as it has in the past. The 
shade called for the most by men is the 
harvest tan. Mr. Goebel also finds a 
big demand from women for the har- 
vest tan—some wish an even lighter 
shade than this. 








































































‘“‘Kather and the Boys’’ 
Happy in ‘‘Streeter’’ and ‘‘O’Donnell’’ Shoes 


VERY article of clothing 
ought to express a person- 
ality of itself. 


Our footwear has personality, in- 
dividuality and distinct character. 


That is why “Streeter” Shoes and 
‘J. J. O'Donnell” Shoes for men 
are so favored by ‘Father and the 
Boys.” 


Retailers admire them, for they UNION STAMP 
sell easily at attractive prices. 


Wall, Streeter & Doyle Co. 


NORTH ADA™MS, MASS. 
Boston Office - - - - 207 Essex Street 
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Fashion Week Window of Thayer McNeil Company, 47 Temple Place, Boston, Featuring Women’s Spring Models 


AT THAYER McNEIL’S 


Spring Merchandise Forms the 
Only Window Decorations 

At the store of Thayer McNeil 
Company, Spring merchandise was 
attractively arranged in special cases 
within the store and in the windows. 
But the management of this store 
believes in having the merchandise 
shown without decorations, feeling 
that the rich simplicity of the footwear 
is better emphasized. 


Tan Displayed 

Tan shades were the predominant 
ones in the windows of Thayer McNeil 
Company. Both in men’s and women’s 
this shade is popular. Tan silk hosiery 
beside the dainty women’s pumps and 
oxfords made a pleasing effect. 

A goodly showing of white shoes was 
made within the store. These came in 
nubuck, with trimmings on the wing 
tip, and quarter of light tan, lavender, 
black and purple: and sold readily at 
$25 a pair. The modified French last 
was shown, but none of the real French 
stubby toes. 

A black patent leather in a short vamp 
with slightly rounded toe and ankle 
strap, trimmed with a dainty cut steel 
buckle, has proved a favorite. An 
attractive black and white case was 
prominently featured within the store. 
P. E. Thayer is the window trimmer and 
believes in distinctiveness of style in 
window and inside trims. 


AFTER-EASTER EVENT 


Boston Shoe Salesmen Planning for 
April 5 Ball 


The Boston Shoe Salesmen’s Associa- 
tion is very active, through its various 
committees, in making plans for its 
April 5 after-Easter ball, which, from 
present indications, will be a complete 
success. The leading merchants of the 
city have given their hearty co-opera- 
tion to this movement, and to their 
efforts can be attributed the progress 
which the members of the association 
have made in this affair. 


The Ball Committee 


The personnel of the Ball Committee 
is as follows: Paul H. Goodhue, Robert 
Daly, in charge of refreshments; H. F. 
Salisbury, in charge of invitations; 
Paul E. Murton, in charge of the con- 
cert; George Horwood, in charge of the 
music; Thomas I. Carey, in charge of 
the souvenir program and printing; C. 
W.- Pollock, in charge of the corre- 
spondence. 

C. W. Pollock of the Thayer McNeil 
Company has been most zealous in his 
efforts to give the men every possible 
help and has acted as secretary of the 
Ball Committee. R. H. Upton, presi- 
dent of the association, is much in- 
terested in the ball, as he is in all of the 
affairs of the association. 

From present indications it would 
seem that the program would be a big 


money-maker, as $1400 has already been 
made. 


Salesmen’s Meeting of March 8 
Proved of Educational Interest 


The Boston Shoe Salesmen’s Associa- 
tion held a meeting at Du Ponts’ Res- 
taurant on Monday evening, March 8, 
at which Professor Whitehead’ of 
Boston University took for his topic 
““Making a Man.”’ He talked on ideals 
and proved that there was no such 
thing in life as a straight line. Music 
and a dinner were also features of this 
meeting. 

A vote was taken as to the topic to be 
debated at the next meeting, two men 


‘being chosen to be the principals in 


the debate which would later be parti- 
cipated in by the assembly. 

This association devotes one meet- 
ing to a lecture by some well-known 
authority on a subject which is of 
educational interest and the next meet- 
ing to a debate. 

It is the plan of the association to 
have its lectures arranged in printed 
form so that the members may have 
them on file for future review. 


AT REGAL SHOE COMPANY 


Life Insurance for Employes Under 
Group Policy 

The Regal Shoe Company, under 

date of February 18, contracted with 

the Connecticut General Life Insurance 

Company to insure the lives of all of its 
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MARION 


_ SHOES FOR MEN 


URING the next few weeks hun- 

dreds of live shoe stores will 
adopt the Marion Line as _ their 
leader. 


Because our exceptional’ proposition is 
being recognized as just what the 
BETTER STORES have been looking for. 


We have something never before offered 
to shoe merchants of the country. It 
will help good stores add thousands of 
dollars a year to profits. 


Our men are now in their territories. If 
you want to investigate our attractive 
proposition write us at once. 


WESTERN QUALITY 
EASTERN STYLE 
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Fashion Week Window of A. H. Howe & Co., Walk-Over Shop, 170 Tremont St., Boston, Featuring Women’s Spring Models 


employes under a group policy. This 
insurance requires no medical examina- 
tion and is provided without cost to the 
employes. 

In the event of death while in the 
employ of the company, the amount of 
insurance will be payable to benefici- 
aries as follows: Less than six months 
of continuous service, $500; six months, 
but less than one year of continuous 
service, $750; one year, but less than 2 
years of continuous service, $1000; two 
years, but less than three years of 
continuous service, $1250; three years, 
but less than 4 years of continuous 
service, $1500; four years, but less than 
five years of continuous service, $1750; 
five years and over of continuous service, 
$2000. 

In the event of employes becoming 
totally disabled before the age of 60, 
the insurance will be paid to the em- 
ployes so disabled. Those entering the 
employ of the Regal Shoe Company 
subsequent to February 18 will be in- 
sured after three months of continuous 
service. 


Workmen’s Compensation 


This insurance is in addition to the 
workmen’s compensation insurance 
which is now in force by the company. 


CITY BETTERMENT 


Petition Circulated for Repairing of 
Essex Street 


A petition circulated by the American 
Rubber Company, and signed by 
practically all of the abutting concerns, 
has been sent to Mayor Peters. re- 
questing him to have Essex Street 
repaved in an up-to-date manner. 

The petition sets forth that the 
present paving was laid a number of 
years ago, and is badly worn, in some 
places to such an extent as to be danger- 
ous. The appeal also sets forth that 
‘Business conditions and growth in 
this section of Boston make safe and 
easy transportation through this street 
of vital interest to the whole com- 
munity.” 

Among the signers are the New 
England Shoe and Leather Association, 


the United States Rubber Company, 
the Hotel Essex Company, Farnsworth, 
Hoyt & Company, the United States 
Rubber Company, J. S. Barnet & Sons, 
Inc., Seamans & Cobb Company, 
Brown Durrell Company, Blodgett, 
Ordway & Webber, S. Rosenberg & Son, 
Farley Harvey & Co., Hawley, Folsom 
Company, Winslow Bros. & Smith 
Company and Leonard & Barrows 
Company. 


EXHIBIT OF LEATHER 


Suited to Chinese Market at 166 
Essex Street 


Through the courtesy of the U. S. 
Bureau of. Foreign and Domestic 
Commerce a collection of samples of 
leather for which there is a possible 
market in Canton, China, has been 
loaned to the New England Shoe and 
Leather Association. Accompanying 
these samples is a report on the subject 
by American Consul Albert W. Pontius. 
These samples and report may be in- 
spected at the office of the association, 
166 Essex Street, Boston. 
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Mahogany Cordovan 
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Brogue Oxford 
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M. A. PACKARD COMPANY 
BROCKTON, MASS. 


Boston Salesrooms: New York Salesrooms: 
60 South Street 127 Duane Street 
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NEW YORK OFFICE 
Opened by Leather Exchange at 
115 Nassau Street 


The Leather Exchange of 212 Essex 
Street, Boston, has recently opened a 
New York office at the Tribune Bldg., 
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154 Nassau Street. James F. Schwartz, 
vice-president, is in charge. The office 
has been opened for the convenience 
of the New York and Pennsylvania 
leather trade. The Leather Exchange 
is increasing its capital by $7,500, making 
its total capitalization $82,500. 


Monterey, Mex. 


PROHIBITIVE DECREE 


On Hide Exportation, Effective 
May 1, Causes Flurry 

As a result of the recent decree of 
the Mexican Government prohibiting 
the exportation of hides, furs and raw 
leather after May 1, American buyers 
of these commodities are scouring this 
country in an effort to purchase and 
ship to the United States all they can 
get hold of before the prohibitive order 
goes into effect. Mexico has long 
been a big exporter of hides to the 
United States. Not only cowhides but 
the hides of great numbers of goats and 
sheep have found a ready market in 
that country. Of late years a con- 


siderable trade in raw leather has been 
built up with the United States. This 
product comes largely from the city 
of Leon, which is known as the hide 
and leather metropolis of Mexico. 
Large exportations of furs and skins of 
wild animals have also been made from 
Mexico. 


In issuing the prohibitive decree the 
statement is made by the Government 
that the purpose of keeping these com- 
modities at home is that the leather 
goods industry here may be encouraged 
and built up, thereby giving employ- 
ment to many native workmen and 
supplying the domestic demand for the 
manufactured goods. 


Lynchburg Va. 


SPRING OPENING DELAYED 


Boot Manufacturers Report Record 
Advance Orders 


Opening up of the Spring shoe trade 
here has been delayed by Winter 
weather, which still hangs on, and the 
handsome lines of oxfords placed on 
display in windows by many retailers 
during a recent balmy spell possess no 
more than casual interest for the passing 
pedestrian whipped by a cold stiff 
wind. Retailers, however, are not 
pessimistic. As soon as the weather 
moderates, and this is expected soon, 
they look for a rush of Spring shoe 
buyers, notwithstanding the high prices 


whicb must be charged in order that a’ 


reasonable profit may be obtained. 

All local shoe manufacturing plants 
are running on full time, but, even with 
this, manufacturers are finding it 
difficult to keep up with the demand. 
Although their traveling salesmen have 
been on the road now only about two 
weeks, orders are pouring in in such 
quantity that another record year of 
business seems assured. Orders are far 
ahead of those for the same period last 
year, and collections are reported un- 
usually good, those for last month 
running far ahead of those for Feb- 


ruary, 1919. Prices remain high, the 
trend still being upward. It is the 
opinion of one of the largest manu- 
facturers here that there will certainly 
be no cheaper shoes within the next six 
or eight months. 


‘After that,” he said, ‘‘well, one man’s 


guess is as good as another.” 

But high prices bave not resulted in 
a less demand, although retailers are 
said to be not buying in quite as large 
quantities as was the case in normal 
times. They apparently prefer to put 
in orders frequently, as’ their stock 
becomes exhausted, rather than to load 
up heavily and possibly find their skelves 
filled with high-priced goods when shoe 
prices begin to decline. Conservation 
seems to be their guide, and local 
manufacturers think they are wise in 
following this policy, although they say 
there are no indications of an impending 
crash and they do not expect a crash 
at any time. Rather, they think that 
when the recession comes, it will be 
gradual, just as the advance was. 


PRICE DROP LOOKED FOR 
Only in Medium-Priced Lines, How- 
ever 

There are some indications, accord- 
ing to menufacturers, of cheaper 


157 


medium-priced shoes next Fall, but the 
better grades are expected to be even 
higher than they are now, and ‘manu- 
facturers think the better grades will be 
bought in preference to those of more 
moderate price on the basis that people 
who have, during the last few years, 
become accustomed to wearing better- 
grade shoes will be loath to give them 
up for cheaper ones. 


SPRING STYLES DISPLAYED 


Better Grades in Demand—Regard- 
ing G. A. Coleman Com pany 


Local retail merchants have their 
Spring styles on display, and, while the 
trade in these has not yet opened up 
fully, indications are that the better 
grades will be more in demand than the 
medium-priced shoes, and that the 
Spring business generally will be good 
and up to that of former seasons. The 
G. A. Coleman Company recently has 
moved into new quarters fitted up in the 
latest and most up-to-date manner. 


Illinois College 


Of Chiropody Enjoys Graduation 
Exercises and Banquet 


On Saturday evening, March 6, the 
graduation exercises for the 1919-1920 
class of the Illinois College of Chirop- 
ody were held at the Hotei La Salle, 
Chicago, and eighteen persons re- 
ceived their degrees of Doctor of Surgi- 
cal Chiropody. The ceremonies were 
brief but very impressive, and marked 
by an air of solemnity that betokened 
a full appreciation of the fact that this 
was, indeed, a Commencement—a be- 
ginning of the professional lives of the 
graduates. 

A march, played and composed by 
one of the members of the class, Sig- 
mund Levy, of Illinois, opened the pro- 
ceedings informally, and this was hailed 
with great delight and applause by his 
hearers. Following this, an invoca- 
tion, by the Rev. Alfred S. Nickless, 
formally opened the exercises. Arthur 
W. Dixon, LL.D., Professor of Medical 
Jurisprudence, made the opening ad- 
dress, and this was both a witty and 
eloquent talk. 


Talks by Faculty 


Other talks were given by various 
members of the faculty. The class 
oration was delivered by Francis L. 
Richardson and was a brilliantly elo- 
quent effort. The valedictory address 
was given by Louis Singer, who had 
barely recovered from the influenza, 
but whose effort was, nevertheless, a 
most notable one. The diplomas were 
conferred by D. E. Ricardo, M.D., the 
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y Low Shoes That Fit 


B 590 G $6.25 
Women’s White Heather Cloth Turn 
, Pump, Argyle last, 244 inch wood cov- 
ered full Louis heel. 


AAA 5 to8 
AA 4% to8 
A 4 to8 























B 
C 
D 


Terms: 


B514D 


31% to 8 

3 to7T% 
3 to7 
Net 30 Days 


$9.50 





























Women’s Patent Turn Oxford, Pasadena 
last, 6 blind eyelets, 214 inch full Louis 
covered heel with aluminum plate. 


AA 4 to8 
A 3%to8 
B 3 to8 
Cs ts 
D 2%to7 


Most important in the selection of low shoes is the question of fit. 


“Style Shoes of Quality” are made over perfect fitting lasts and 
will not bulge at the side or slip at the heel. For this reason they 
retain their graceful lines longer than other shoes. 

Order a few pairs of the styles illustrated above — they will please 
your customers. 


UTZ & DUNN CO. 
ROCHESTER «: NEW YORK 


BRANCH OFFICES 


New York City 
Bush Terminal Sales Bldg. 
130 West 42d St. 

8. A. McCOMBER 


Los Angeles 
718 Story Bldg. 
G. C. McATEE 


Denver 
218 Charles Bldg. 
TIGER,& McNUTT 
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college president, in his usual graceful 
and impressive manner. There was 
one exception to this, however, and that 
was when Dr. Clifford H. Grigg, secre- 
tary of the college, asked and obtained 
permission to confer the degree upon 
Mrs. Edna W. Grigg, his wife. 


Much Good Music 


There was much good music during 
the ceremonies and some excellent 
songs. Among these latter were a 
couple rendered by Robert Curwell, of 
the graduating class, in a rich baritone 
that brought burst upon burst of ap- 
plause. The banquet, which followed 
the exercises, was a sumptuous repast 
and was enlivened by many witty and 
eloquent talks, songs and music. It 
was past midnight when the toast- 
master, Dr. Wm. M. Scholl, declared 
the affair over. 


Death of John Simmons 


Proprietor of Baxendale Box Toe 
Company Passes Away 


John Simmons, proprietor of the 
Baxendale Box Toe Company, Brock- 
ton, Mass., for more than 20 years, 
died at his Brockton home on Friday, 
March 5, in his seventieth year. Al- 
though he had been in failing health for 
the .past year he had been able to at- 
tend to his business until a few days 
ago, when he was stricken with a severe 
attack of angina pectoris. 


Descendant of Pilgrims 


Mr. Simmons was born in old North 
Bridgewater, now Brockton, April 29, 
1820, and was a direct descendant of 
Moses Simmons, who came to Plymouth 
in 1621, and was among the first 
settlers. Mr. Simmons came from a 
family of five children and attended the 
public school and high school of the 
town. After leaving school he was 
engaged in sole leather cutting and 
later was employed at the factory of 
Frederick G. Jones & Co. 


Purchased Business in °98 


Two years later he entered the em- 
ploy of Baxendale & Co., manufac- 
turers of box toes for men’s footwear, 
assuming charge of the sales depart- 
ment, in which position he served 
efficiently until 1898, when he pur- 
chased the business which he con- 
ducted until his death. Besides his 
widow, he leaves one son, John, and a 
daughter, Alice Gertrude, and three 
grandchildren. Simmons Avenue, on 
which the family home is situated, was 
improved by Mr. Simmons, who gave 
it thefname. 
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Generous to the Boys 

Many residents of Brockton remem- 
ber, in their boyhood days, the good 
times which were made possible by Mr. 
Simmons, especially on the Fourth of 
July. Mr. Simmons was an upright 
business man and a loyal member of the 
First Congregational Church. He was 
purely a home man and was affiliated 
with no fraternal or social organizations. 

The funeral took place on Monday 
afternoon, March 8, and interment was 
at Melrose Cemetery. 


Santa Barbara Store 


Purchased by Quick & Beisel, Suc- 
ceeding Specialty Store 


Quick & Beisel Shoe Store is the title 
of the concern which has purchased the 
stock and good will of the Specialty 
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Store, 738 State Street, Santa Barbara. 
The senior member of the new firm is 
J. W. Quick, former manager of the old 
store. He is a very popular member 
of the trade and through his courtesy 
and square dealing has built a big busi- 
ness for his former employers and has 
made a host of friends for himself. 


The Junior Member 


The junior member of the firm is 
D. W. Beisel, who comes from Gold- 
field, Iowa, where he was born and 
brought up. He comes to this city 
highly recommended by. bankers and 
business men of his former town, and is 
a son-in-law of M. D. Bilsborough of 
the County National Bank. The new 
concern will continue to do business at 
the old location and will carry a large 
stock of all kinds of footwear. 


Nashville 


SPRING STYLES 


Automobile Show Starts Things 
Among Retail Merchants 


Nashville shoe dealers are beginning 
to show Spring goods. The Auto- 
mobile Show took place here in Febru- 
ary and many of the department and 
dress good stores, millinery and haber- 
dashery places showed their Spring 
lines and the shoe stores followed the 
same plan. Allen Meadors and other 
merchants have returned from Boston 
and are getting before the Southern 
trade many ideas gleaned in the East. 


ATTRACTIVE STORE 


Scott-Mayes Lines for Spring Are 
Attractive 


Scott-Mayes Company, 415 Fourth 
Avenue, North, Nashville, one of the 
younger shoe stores in Nashville, has a 
very up-to-date place and the Spring 
displays are attractive. 


SPECIAL SALES 


At Shine’s, Hirshberg Bros. and at 
Economy Shoe Store 


Shine’s Walk-Over Shoe Company at 
424 Union Street, formerly Abraham’s, 
have made many changes in their line 
and have had on a series of special 
sales disposing of the Abraham line. 

Hirshberg Bros., 316-318 Union St., 
beside men and women’s clothing have 
a very large shoe section and are 
featuring in men’s goods Russian 
calf laces, in both English and con-, 
servative lasts, gun metal shoes, tans, 
oxfords and an elaborate line of hosiery. 

The Economy Shoe Store, at 423 


Union Street, Nashville, have been 
putting on what they call their ‘Clean 
Sweep Sale,”’ ladies’ shoes in Cuban 
heels, and military styles, children’s 
shoes, men’s shoes in English models 
and Munson shoes, receiving attention. 
They have an elaborate system of mail 
order trade also. 


A LARGE STORE 


Gupton’s Employs About One Hun- 
dred People 


Gupton’s is one of the largest shoe 
stores in Nashville. In their retail 
business they employ about one hun- 
dred people in all departments. 
They have an extensive hosiery section 
and have one or two other stores in 
leading Southern cities. Mayor Wm. 
Gupton is interested in this store, but 
the management is with Ray Gupton, 
and his various expert shoe salesforce. 


A BUSINESS CHANGE 


J. S. Reeves & Co. Buys Whole- | 


sale House 


Early in the year the Nashville 
wholesale house of Herman Bros. and 
Lindauer was taken over by J. S. 
Reeves and Company, another whole- 
sale firm operating one of the largest 
businesses in the wholesale clothing, 
floor coverings and general wholesale 
line in the South. 


G. R. Kinney Company, Inc., have 
at 413-415 Church Street, Nashville, 
one of their chain of shoe stores and it 
is one of the active places of the 
Capitol City. 












Travelin 


Activities of our Trade Ambassadors 
On and Off the Road 


OHIO TRADE CONDITIONS 


Related by Andrew Z. Shaw of 
Marathon Shoe Co. 


In reference to my opinion regarding 
the conditions in my splendid territory 
of Ohio, will say that the conditions in 
this grand old Buckeye State .are al- 
ways on par, if not beyond, that of 


any other territory, not because, how- © 


ever, I happen to be a native of this 
State. 

I feel sure that the present season, 
which is just in its infancy, is going to 
be, by far, the most satisfactory season 
in every way that the boys on the road 
have ever had, and all that have rep- 
resentative lines ought to be able to 
clean up a small fortune between now 
and July 1, or until such time as they 
have sold their allotted quota. 


Ordering for Fall 


Some time ago the merchants seemed 
to be under the impression, or at least 
tried to make themselves believe, that 
shoes were going to decline a trifle in 
price. But now that they realize if 
there is any change, shoes (especially 
in the better grades) are going to go 
still higher and also realize the trouble 
experienced in getting shoes in the past 
on time, their better judgment has over- 
ruled and everywhere they are prepar- 
ing to place their Fall orders as fast 
as the “boys” come along. 

The only trouble that I can foresee for 
the boys on the road is that buyers 
everywhere will want to place their 
orders at the same time, and of course 
we cannot be in more than one place 
at one time. 


Successful Clearances 


Buyers throughout my territory have 
had successful clean-up sales, hence 
their stocks are low and there will be 
a number of at-once orders, as well as 
orders for future deliveries placed. In 
regard to high prices, the consumers are 
not “kicking” so much about the high 
prices of shoes, because they realize 
that every other article has more than 
tripled in price. They are making more 
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money than ever before; they know that 
shoes are the most important part of 
their apparel and receive, by far, the 
hardest treatment. Consequently, as 
long as they have money they are going 
to demand high-priced shoes, regardless 
of quality, in case they do not know 
values. 


Workers Extravagant 


Even the working class feel hurt 
when shown a shoe which costs around 
$7.00 at retail and would prefer to pay 


ANDREW Z. SHAW 


$12.00 or $14 for the same shoe, in 
case they did not know that it was a 
$7.00 value. Unfortunately, the ma- 
jority of people have never learned to 
realize that the one secret of success is 
to save at least a part of their earnings. 
Inasmuch as these very people have 
never before earned as much as at 
present, they have a good deal of it to 
spend and they sure do like nice shoes, 
and they are going to buy them often, 
and they must be high in price. This 
applies especially to the younger class 
of people who have no obligations at 
home. 
High Wages 

While returning home from the city 
I overheard a young man (a mere boy) 
say, “I knocked out $67 this week.” 
This is nearly as much as he would 
make in a month a few years ago. 
What does he care how high shoes may 
go in price? What a grand and glorious 
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feeling it is for the boys and girls to 
say to their many friends: “I paid $18 
or $20 for these shoes; aren’t they jus' 
grand?” And their friends will say 
“IT am going to have a pair just like 
them, at least a pair that will cost $18.06 
or $20.00.” 

Of course, we must take into con- 
sideration the other class of people who 
are looking for the other extreme in 
prices, but we have plenty of stores to 
take care of that class of trade. How- 
ever, the majority of people today are 
beginning to realize that cheapness is 
very poor economy. 


Radical Styles Disastrous 


I believe that a radical change in 
styles at present would prove disastrous 
to all. If the short vamps in women’s 
shoes were the style, the merchants who 
have just received their Spring ship- 
ments of low cuts with from 4 to 4% 
inch vamps, would find these high- 
priced shoes left on their shelves, for 
the consumers would at once begin to 
demand the short vamps, and a new 
style spreads like wildfire among all 
classes of trade. 

Unfortunately, the merchants in 
many cases are to blame for these 
changes, yet they claim that they are 
the “goat” when these new styles are 
adopted. I heard a buyer say to a rep- 
resentative of a very high-grade line of 
women’s pumps, when shown a very 
classy sample, ‘“The vamp is too long.” 
Yet the vamp was less than four inches. 
If all the buyers were to advise the 
representatives that the vamps which 
were presented in their line of samples 
were too long, the representatives would 
find it necessary to demand samples 
with shorter vamps. 


REPORT GOOD BUSINESS 


Rochester Men Back from Selling 
Trips 

N. S. Jacobson, of the Levinson Shoe 

Manufacturing Company, of Ro- 

chester, N. Y., has just unpacked his 

sample trunks after having made a trip 

to the Pacific Coast and back. Abe 
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Jacobson, of J. Heilbrunn & Sons, of the 
same city, has also returned from a short 
selling trip in Pennsylvania, Ohio and 
Michigan. Both men report that 
business is unusually active. 


STARTING ON SEASON’S TRIP 


Member of Brockton Concern Now 
on the Road 


E. H. Lovell,. president of Brockton 
shoe Manufacturing Company, recently 
returned from a business trip to Phila- 
lelphia and vicinity. Following his 
return to Boston, he started on a trip to 
Chicago and other Western points with 
anew Fall samples of men’s welts. 


ED. TRENCH 


{n Southern Wisconsin for Smith- 
Wallace Shoe Co. 


Edward Trench, who for the past two 
seasons has been covering Southern 
Wisconsin for the Smith-Wallace Shoe 
Company, of Chicago, is now making 
the same territory for the Central 
Shoe Company, of St. Louis. Fall 
orders are coming faster and he is look- 
ing forward to his greatest season. 


SALLY LUNN SALESMEN 
W. C. Cleveland and Charles H. 


Rogers in Territories 


Charles Rogers, who travels for the 
Lunn & Sweet Shoe Company, is al- 











W. C. CLEVELAND 


ready in his territory. W. C. Cleveland 
is now in Pennsylvania, where he is 
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selling “Sweet Sally Lunn’ and “Ye 
Olde Time Comfort” lines. Both. sales- 











CHARLES H. ROGERS 


men report that conditions are most 
favorable for a big Fall business. 


WITH PENNINGTON-CROWELL 


Salesmen Now in Their Territories 
for Coming Season 


Pennington-Crowell Shoe Co., manu- 
facturers of quality welts for men, have 
their line of Fall samples in their sales- 
men’s hands, and their representatives 
are now in their respective territories 
with next season’s styles. The traveling 
men and their territories are: 


Here Are the Salesmen That Are 
Showing These Quality We ts 


A. M. Peterson, Nebraska and Iowa; 
H. L. Willis, Tennessee’and Alabama; 
E. S. Van Pattan, Missouri and Kansas; 
Edward A. Gray, Philadelphia and 
Pennsylvania; Martin J. McDonough, 
Pennsylvania; Charles Johnston, Keri- 
tucky; B. L. Hooper, Georgia and 
Florida; E. W. Kennedy, North and 
South Carolina; Percy Fusfeld, New 
York City, Brooklyn and Long Island; 
C. Whyte, New Jersey and Connecticut; 
M. B. Holmes, New York State; Rufus 
A. Gilbert, Oklahoma and Texas; 
Charles A. Schmidt, Pennsylvania and 
W. Virginia; Paul Forbes, Massa- 
chusetts; J. P. Brown, Maine, New 
Hampshire and Vermont; Richard 
Laird, Pennsylvania; A. Z. Shaw, Michi- 
gan and Northern Ohio; W. M. Wilson, 
Indiana, Illinois and Ohio; Guess & 
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Roach, Chicago and surrounding ter- 
ritory. 


SEMI-ANNUAL CONVENTION 


Held by Salesmen of Churchill & 
Alden Shoe Co. 


The selling staff of the Churchill & 
Alden Shoe Co. gathered at the factory 
on Tuesday, March 2, for the semi- 
annual conference and the arrangement 
of sample lines in readiness for trips to 
the selting territories. A large number 
of the men were present and executives 
of the factory and heads of the firm were 
in conference with them during the day. 

There were business talks during the 
day by President Frank S. Farnum 
and Stephen P. Alden of the company, 
William H. Emerson and Harry Flem- 
ing. 

Members of the staff will be on the 
road shortly with new lines and a good 
season promises. 


SELLS WOMEN’S FOOTWEAR 


W. P. Merrill Now on Road for 
Bliss & Perry Co. 


An excellent likeness is shown here 
of W. P. Merrill, who represents the 
line of women’s turns made by Bliss & 
Perry Company, Newburyport, Mass., 
which he has carried for several seasons, 
and also the women’s welt line made by 
Welch, Moss & Feehan Company of 
Haverhill. This is Mr. Merrill’s first 
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W. P. MERRILL 


season with the latter concern. He will 
cover Michigan, Indiana, Illinois, Iowa, 
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Wisconsin, Minnesota, and also Kansas 
City and Omaha. 


A RILEY TRIO 


Howard Stanley, David Shelton and 
J. T. Jones 


Howard D. Stanley of the Riley Shoe 
Manufacturing Company of Columbus 
has been transferred from Kentucky, 
Tennessee, Georgia and Alabama _ to 
Indiana and Michigan, succeeding J. J. 
Riley, who will devote his entire time 
to his manufacturing interests. Mr. 
Stanley is well qualified to take care of 
the Riley interests. 

David Shelton of Dayton, Ohio, for a 
number of years connected with Cin- 
cinnati shoe interests, has joined the 
force of the Riley Company and will 
represent it in the Carolinas, Geor- 
gia and Florida. There is no question 
about his not “bringing home the 
bacon.” 

J. T. Jones of Columbus is an addi- 
tion to the Riley Company and will 
take care of its business this season in 
Tennessee, Alabama and Mississippi. 
He comes to the Riley Company with a 
successful career, and the trade will 
find him a live wire. 


PHILADELPHIA SHOE 
TRAVELERS 


Hold Enthusiastic Meeting, Satur- 
day, March 6 


The Philadelphia Shoe Travelers’ 
Association held a very enthusiastic 
luncheon and meeting on Saturday, 
March 6, at the Hotel Bingham. 
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DAVID SHELTON 


Among the important subjects dis- 
cussed was the report of James L. 
Scanlon, chairman of the Building 
Committee. The matter presented 
was in connection with the Central 
Trust Company giving the members 
the first choice of the two upper floors 
of their new building. 

It is expected that this building will 
be completed in about a year’s time. 


Income Tax Discussed 


Another subject was the proposed 
amendment to the Income Tax Law, 
allowing salesmen to deduct actual 
expenses while on the road, in making 
up their income tax reports. 


Charles Smith Entertains 


Charles E. Smith, covering parts of 
Pennsylvania, Maryland, Virginia and 
West Virginia for Endicott-Johnson 
Company, kept the meeting in uproars 
of laughter with his humorous accounts 
of his experiences while on the road. 
“Charlie” claimed that he was entitled 
to show some signs of wear from his 
long service and that he is one of the 
oldest members of the National Shoe 
Travelers’ Association, having taken 
part in the organization of the Balti- 
more Bunch. 


TRAVELERS’ COUNCIL 


Of Rochester Chamber of Com- 
merce Holds Interesting Meeting 


The Travelers’ Council of the Roches- 
ter Chamber of Commerce devoted the 
entire program of their meeting on 
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J. T. JONES 


Monday to Edmund Crompton of C. D. 
Brown & Co., Joseph P. Byrne of John 
Kelly, Inc., and William Pidgeon, Jr., 
vice-president of the New York State 
Shoe Dealers’ Association. Mr. Cromp- 
ton took for his subject ““The Making 
of Chrome Tanned Leather.” Mr. 
Crompton explained the various pro- 
cesses necessary in treating the hide 
before it is shipped to the shoe manu- 
facturer. Joe Byrne followed Mr. 
Crompton, and explained how shoes 
were manufactured. “The Shoe In- 
dustry of Rochester” was Mr. Byrne’s 
topic, and in a mighty interesting talk 
the ex-president of the National Shoe 
Travelers’ Association paid a tribute 
to the ‘Home of Good Shoemaking.” 
William Pidgeon, Jr., outlined the shoe 
industry from the retail merchant's 
viewpoint and concluded his talk with a 
plea for good fellowship and square 
dealing. 


INTERNATIONAL SHOE CO. 


Selling Force Sending in Many 
Orders for Fall 


The selling forces of the three branches 
of the International Shoe Co. have all 
reached their territories and begun 
sending in orders for the new season. 
Before their departure they were taken 
through the factories, held meetings at 
headquarters, received information and 
instructions regarding the situation both 
as to materials and production, and were 
also entertained at informal dinners. 

The Roberts, Johnson & Rand 
branch men, who number 165, were 
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Coburn 
Trolley Ladders 


are simple, efficient, in- 
expensive, saving time in 
sales effort. 
Get estimates—send us a 
rough sketch of your store 
interior, showing shelves to 
be reached and let us tell 
you the cost. 
Catalogue on request. 
Coburn Trolley Track 4 Co. 
HOLYOKE, MASS 
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THESE SHOES 
ARE READY! 


THEY WILL BE SHIPPED THE SAME 
DAY YOUR. ORDER IS RECEIVED! 


THE FINEST OF WELTS! 














Trade-marks in Foreign 
Countries 


pe ce Louis Heel 


2054 


PRICE $7.25 
2064—One Eyelet, Mat Kid 


One Eyelet, Mat Kid, 


Milit 

sl ogg Eyelet, Patent 
Kid, Louis Heel 
2066—One 


Two Eyelet Ties and Victory 


umps 
Widths—A—D 
140 STYLES FOR IMMEDIATE SHIPMENT 


PRICE $7.25 


2054—Black Kid, Five Eye- 
let, Goodyear Welt Oxfor 
2058—Same with High Heel 
2052—Same, Havana Kid, 
Military Heel 
2051—Same, Havana Kid, 
Louis Hee! 
2055—Same, Tan Calf, Mili- 





tary Heel 
2053—Same, Gun Metal Calf, 
Military Heel 


Widths—A—D 


2064 











SAMUEL J. KATZ & CO. 
203 ESSEX ST. BOSTON, MASS. 














dined in two divisions at the Hotel 
Statler, while those of the Peters branch, 
155 in number, were taken to the Mis- 
souri Athletic Association, and the 
Friedman-Shelby men, 107 in number, 
to the City Club. The dinners were all 
informal, with no set speeches, but 
general talks by the sales chiefs and 
by the men themselves. 

At all the meetings the salesmen ex- 
pressed confidence in high degree as to 
the future, and reports from their 
territories so far are stated to justify 
the optimism with which they left 
headquarters. 


SELLING FOR BAKER 


A. H. Benedict in New York and 
Vicinity 

A. H. Benedict, son of Arthur I. 
Benedict, manager of the shoe section 
of the Bush Terminal Sales Building, 
New York City, is now representing 
J. Ralph Baker of Bridgewater, Mass., 
in the New York State, city and New 
Jersey territory. Mr. Benedict served 
in France during the war and was 
severely injured. 


A VETERAN TRAVELER 
George C. Babcock Represents 

Craddock-Terry Company 
George C. Babcock represents the 
Craddock-Terry Company of Lynch- 


burg, Va., in New York and New Jersey. 
He carries a complete line of high-grade 
shoes and is trying to make the Crad- 
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GEORGE C. BABCOCK 


dock-Terry line as famous as Piedmont 
Cigarettes. 

He has covered this territory for the 
past ten years and finds business very 
good on the Fall lines. 


Mr. Babcock started his career in 
the shoe business as a shoe cutter in 
Lynn and worked in the shoe cities as 
far West as St. Louis. He is a snappy 
“roadster” of about five feet five, but 
what he lacks in height he makes up in 
efficiency and “‘get there.” 


JOHANSEN MEN BUSY 


Displayed at Many State 
Conventions 


Line 


The Johansen line was spread at the 
Dallas convention by J. E. Bruder, with 
Vince Tiefenbrun from headquarters 
to assist him, while Morris Johnson had 
charge at the Statler during the Mis- 
souri Shoe Retailers’ Convention in St. 
Louis recently. Ashley Kennedy spread 
the line at Columbus, O., and Sales 
Manager Charles S. Strayer went over 
to look in on the convention, as he also 
was at the Indianapolis convention of 
the Indiana retailers this week, where 
Charles Slipher had charge of the line. 
Morris Johnson took in the Memphis. 
convention, while Earl Buck will look 
after the retailers at the Kansas con- 
vention, which will be held at Kansas 
City, Mo. Vice-President Harry G. 
Jobansen will also go up to Kansas City. 
Ted Byrnes, who covers Minnesota and 
the Dakotas, will swing in to Minne- 
apolis for the convention there, March 
15 to 17. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth TIONS. WANTED—Thres cents per word for each inserts 
page per issue: Ps inimum amount accepted, sixty cents. For other “Want” ad- 
Space 1 time 7 times 13 times 26 times 52 times 
fea Ae Re EE He Be | Bee 
Binch....12.00 9.00 7.75 7.00 6.00 sekalingly.” Anstem to ade anus bo vant 
4inch....15.00 12.00 10.00 9.00 8.00 es 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED LINE WANTED LINE WANTED 


ALESMEN WANTED—Good experienced shoe — 

salesmen for high-grade Western line of men’s L ic jj; OC SJL: JU at JL: 
work shoes in the following territories: Western 
Pennsylvania, Iowa, South Dakota and Nebraska, se 
a pad Seneane., Only ~e — ae M f: 9 * W d 

t ita > 
Kile FC4 cae Boot nd Shoe Recorder: 1 anufacturer’s Line Wante 
W. Madison St., Chicago, Ill. 
pe yp ay OD POT By one who has built up a large trade in Greater New 
igh prol chan cntaiens ot line Give previous York, State of Jersey and State of Connecticut, and has 
py ny and ‘Sitce "Recorder, a sp Nh sold better retailers and jobbers. Can furnish best of 
St. Cotengo, I. references. Have a New York office on hand. Address 


bed oP a oe oe K281, care Boot and Shoe Recorder, 127 Duane St., New 


ence, references, married or single, in oe! letter. ne 

Johnson, Vancil, Taylor Co., Carbondale, York City. 

gn tage mel on A. commission ba 
with an established trade, to carry asa side 

fine our infants,’ children’s and misses’ fine turn JC ac =i j= Jac cme | j ccemeammmcommme 5 [ ac od Oe Reccenioll 

shoes and sandals, in Western Pennsylvania, - 


i a an, now Sem sad ew England 

an outhern States nly hustlers with non- lesman 

soatietas lines need apply. Address Lock Box Wot men’s by exp og hag Se enna? p= 4 BUSINESS OPPORTUNITY 

186, Orwigsburg, Pa. ence in pg | e. Willing to make cha to 

SALESMAN wanted for Southern Jersey to carry wholesale. ress K279, care Boot and Shoe 
* , : k. Five per cent Recorder, 127 — St., New York. EXCEPTIONAL SIDE LINE 


line of women’s shoes in stoc 
commission. Experienced man with established a 
trade required. Address P112, care Boot and Shoe Men’s fine dress shoes in stock, not branded, 
Recorder, 929 Chestnut St., Philadelphia, Pa. made by a reading ar meee a Northe for 

ALESMAN to carry as a side line in stock salesmen selling high-class ve e in rorthwest, 
S misses’, children’s and growing girls’ McKays MANAGER WANTED Sa som tewe ames ah Re _ is an 
and welts for New Jersey, Pennsylvania and Ohio lar, high- ade, prot nes y Sood y pod oo ~~ 
on a straight 5 per cent commission basis. Refer- " p _ oS eee ee wan 
ence must accompany first letter or no considera- ANTED—Manager for an established chain per cams = — Ad 8s B738, care Boot 
tion given. Address B725, care Boot and Shoe shoe store, Utica, N. Y. Salary to start, $25 a and Shoe Ri ler, 207 South St., Boston, 
Recorder, 207 South St., Boston, Mass week and bonus. Fine chance for ambitious man Mass. 

- = fear senate ~ looking for future. Give full particulars, reference, 
QOVERGAITER salesmen wanted for various etc. D.C. Disbrow Co., Inc., 256 Church St., New 
ei to carry high free -_ of overgaiters. York. 

y experienced an i c men q 
Commission basis with drawing account. ANTED—Manager for stock department of WANTED TO P URCHASE 


B718, care Boot and Shoe Recorder, 207 South St., factory making women’s medium-priced welt 
Boston, Mass. shoes, acquainted with trade, Philadelphia and 


icinity. Add B741, e Boot and Shoe Re- 
corder, 201 South &., Besa, ans. Complete Stocks 
~~: Odds and Ends. Discontinued 
rt R ier, 207 wa = pes Clothing, Fur- 
South St., Boston, Mass. FOR SALE 
GALESMEN—To sell metal reinforced oa boos and : Bought for Cash 
pe a Metal Shoe Cet Dept. 24, HOE BUTTONS FOR SALE: 1,500 . gr. DAVE LEVY & BROS. 
Racine. Wis. black shoe buttons, size 344, of well-known 123 North Street Rechester, N. Y 
manufacturer. Will sell at 354% ats ae ont “ 


. f. o. b. Lawrence, Mass. Address care 
wd — Shoe Recorder, 207 South St., Boston, 






































































































































WANTED TO PURCHASE 








POSITION WANTED 


ALESMAN, 26, 10 tail i " * + 
SF atmien fon depicted etait vee This Patent For Sale H : 
ighes as. rices fal 
_ be ~- for — April -" es consider with following 
tye Pee Rpg om ays any By ADJUSTABLE FEATURES for entire shoe stocks. We also buy 
Boot and Shoe Recorder, 207 South St., Boston, your surplus or slow sellers. Quan- 
Mass. tities no object. Retail or wholesale. 
to MAN, 8 years’ experience in shoe busi- Short term leases taken off your 
to connect with manufacturer or hands. 
uhien Address B743, care Boot and Shoe Re- ° 
corder, 207 South St., Boston, Mass. c penn ster sora vs 7” 
OUNG MAN, age 28, managing a shoe = o ndence ‘ enti 
store doing good business in central ot pert of —— tablished 1890 


Ohio, desires oh l Would accep 
Position managing shoe store or unusual position moa GLAUBERG & CO. 
an. eve! experie! - . 
fee aioe. Address Bin nD Boot aad hoo Re- 387 Broadway, New York, N. Y 
corder, 207 South St., Boston, Mass. For Pertine Infomation ’ Phone Canal 4119 
HOROUGHLY competent sh f ress 
‘D poaition es ayer or manager. Can furnh best GEORGE CAPATA hat, tovelehang’ quotes sar 


of references. A K280, care Boot and Shee 
Recorder, 127 Duane St., New York. a 61914 So. Main St., Elkhart, Indiana 
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Are You “All Set” for Easter? 


HERE ARE THREE VERY POPULAR LOW-CUT MODELS, AND WE 
CAN SHIP THEM INSTANTLY IN RESPONSE TO YOUR WIRE 


X3326— Patent Colt, Goodyear Welt 
13-8 Military Heel. Sizes 2 1-2 to 8, 
B, C and D. 


Price $6.00 
X3327—Same in Mahogany Side, 
$5.75 


X1763—Black Vici Two-Eye- 
let Tie, Goodyear Welt. Leath- 
er Louis Heel. Sizes 2 1-2 to 
8, A, B, CZand D. 


Price $7.15 


X1761—Same in Mahogany 
Calf, $7.15. 


X3328—Black Vici, Goodyear Welt, 
13-8 Military Heel. Sizes 2 1-2 to 8, 
B, C and D. 


Price $6.25 
X3329—Same in Gun Metal, $5.50 


Parker Holmes & Co. “Zi«ici Boston, Mass. 


Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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FELLS 
26 Russia Calf 3. FT. Bel. Heavy Single Sole 





| Our .salesmen are now showing our 
complete line of correct Fall and 
Winter styles FOR YOUNG MEN 
AND MEN WHO KEEP YOUNG. 
We invite inspection when in your 
city. 














Richards & Brennan Co. 
Rande!ph, Mass. 


Boston Office N. Y. Office 
183 Essex Street Mart ridge Building 
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The Leather for Quick Selling 
Shoes 


HIS well-dressed man, seated in his big, comfortable easy chair 
and- wearing shoes of Vode Kid, “The Leather for Happy 
Feet,” will present his message in the next issue of the Saturday 
Evening Post ,to its millions of readers. 
To retail merchants, this message will be particularly interesting. It 
means an increased demand from men for Vode Kid shoes,—a demand 
constantly increasing once men experience the satisfaction obtainable 
from a good kid shoe, They wll become desirable customers for the 
merchant far-sighted enough to cultivate such a business. 


Get the March 27 Post and read this advertisement. 


STANDARD Kip ManuracturinG Co., Boston, Mass. 


Agencies\in New York, Philadelphia, Rochester, Cincinnati, 
Chicago, St. Louis and Montreal 
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THE VAL DUTTENHOFER SONS CO. 
CINCINNATI, OHIO 
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FALL 1920 


| The newést note of Style for Fall 1920 will 
be Costumes with Shoes and Hats 
to Match of one of 


“Our Newest Colors” 
“Maeterlinck Blue’ 
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“The Bluebird of initiaait” 
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| Amalgamated Leather Companies, Inc. 
(Formerly F. BLUMENTHAL COMPANY) 


Wilmington, Delaware 
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There are over 60 big popular sellers in 

the Martha Washington line—buttons, 

bals and bluchers in high, medium 
and low cuts. Oxfords, strap- 
sandals and side-gores. 


No. 14—Glazed Dongola 
Martha Washing- 
ton Lace, Plain Me- 
dium Narrow Re- 
cede Toe, Square 
Edge, 13 Inch Half Military Heel, 
Turn Sole, A-EE, 2-8. 
No. 15—Button, B-EE, same as No. 14. 


Benth A Washington Shoes are a big factor in 
the Honorbilt Line. . 


All our ladies’ fine shoes are called Martha W ashingtons; the sterling 
Honorbilt quality is built into every number. 
This quality is the rock foundation on which we have built our busi- 
ness. The national prestige of Honorbilt Shoes has been gained through 
40 years of strict adherence to making shoes of honest quality. 

Send ina sample order. It will be the beginning 


of a bigger and more profitable business for you. Sel 
Get our catalog and suggestions for sales promotion. BQUALTY. 


Milwaukee |g IRST 

F. Mayer Boot & Shoe Co., wisconsin Sag 
Export Department—Bush Terminal Sales Bldg. ai. 
130 West 42d St., New York City MILWAUKEE 
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HANDSOME OXFORDS FROM THE 


LINE OF MEN’S 
FINE SHOES 


These are not all by any means in the ‘‘Dalton”’ 
line that merit the business of dealers. There 
are others ready-to-ship quite as attractive. 
The styles shown are, however, taking well and 
promise to be among the season’s best buys. 


Send for catalogue 
showing} full line 
of *‘Dalton”’ Shoes 
—Ready to Ship 





Stock Style No. 590—Cherry Calf : Stock Style No. 591—Cherry Calf 
Varsity Oxford, Corsair Last, AA Varsity Oxford, Winchester Last, 
and A, 7 to 11; B and C, 6 to 11; AA and A, 7 to 11; B and C, 6 to 
D, 5 to 11. 11; D, 5 to 11. 











THE DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 



























Pumps 


All Leathers 





6 Bie BN as how acsdiadaanase $2.15 
GQ Geks Ts oi ids cctnsoaics 2.60 
Combinations 


Every pleasing, well- 
selling combination of 
leathers. 

















Black and White 
ere errr $2.60 
SO Boe. Teed oi oi. ccrscccdeee 3.15 
Button and Lace 







Welts 


The sturdiest shoes 
ever offered to the 
trade. 
















Gun Metal Dongola Afri- 
can Brown Russia Calf and Com- 
binations. 















Trade Mark 





BOOT AND SHOE RECORDER 


te LI NACE I SE SANT IR NS i Ait a ne si 


DR. A. POSNER, SHOES, INC. 


140 West Broadway, NEW YORK CITY, N. Y. 
Factory: Roebling and Hope Streets, Brooklyn, N. Y. 


Prepare For Big Business 





Our Large 


IN STOCK 


Department can replenish your 
stock of the season’s best sellers 







Here are a few of the three hundred styles of 
Turn and Welt shoes which comprise 


a POSNER: 
Sides > 


For. Children and Young Ladies 


and which have brought big business to re- 
tailers the country over. 


Send For Catalogue 












Do You Know About the New Children’s 
Hosiery Departments 


which scores of progressive shoe stores have added to 
their business? 
It requires a very small investment and is the best “tonic” 
for your store. 

A CARD WILL BRING YOU DETAILS 
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BEALS-PRATT SHOES 


Set your expectations high, for here is a line of shoes for men that for 
style, quality and service, we believe, is not equalled anywhere at our 
prices. 

BEALS-PRATT Shoes enable you to offer your customers the best 
possible values and are sellers of proven merit in hundreds of good 


Beals-Pratt Shoe Mfg. Co. 


Milwaukee Watertown 
Wisconsin Wisconsin 
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“Decidedly Thompson” 
CARRIED IN STOCK 


No. S-614 


CODEWORD 
“NURSE” 
NO. S.614 TAN CALF LADIES’ BROGUE 
OXFORD, “PRINCESS” LAST, PERFO- 
RATED. PINKED TIP, FOXING AND 
LACE STAY. 
WIDTHS, AA TO C 


SIZES, AA 5-8, A AND B 4-8 
C38 


PRICE $8.50 
PER PAIR 


Another Attractive “Decidedly Thompson” 
Number in Women’s Style is $-616. A Havana 
Kid Oxford, “Anita” Last. Carried In Stock. 
Price $8.75 per pair. Send for Folder Showin}, 


Women’s Styles In Stock. 


‘ae sON BROS .SHOE (0 


MEN'S FINE SHOEMAKERS : 
BROCKTON 


CHICAGO 


930 Marbridge Bldg. 35 South Dearborn St. 
Address all communicalions to Brockton (Campello), Mass. 
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“Decidedly Thompson” 
CARRIED IN STOCK 


: 

No. S-610 
CODEWORD 
“NOISE” 

GALLUN'S NO. 4 NORWEGIAN OXFORD, 
PERFORATED, PINKED TIP, FOXING AND 
LACE STAY. THOMPSON'S BROGUE 

LAST, STITCHED HEEL SEAT. 


WIDTHS, AA TO D 


SIZES, AA 8-11, A 7-11, B 6-11 
C AND D 5-11 


PRICE $10.00 
PER PAIR 


Other “Decidedly Thompson" Men's Numbers 
are Carried In Stock. A Cordovan Bal “Classic’’ 
Last, Tan Calf Bal “Classic and Statler Lasts.” 
Send for Stock Style Folder of all numbers. 


'[HOMPSON BROS . SHOE (9 
MENS FINE SHOEMAKERS . 
BROCKTON 


NEW YORK BOSTON CHICAGO 
930 Marbridge Bldg. 207 Essex Street 35 South Dearborn St. 


Address all commanications to Brockton (Campello), Mass, 
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1813—Women’s Duljl 


Ki , 5-E , , 7 

Thea, Certs cule Heal 2195— Women’s Black 2123— Women’s Patent 

A and B, 4to 8; Cand D, =. Kid Chio ge , Leather, 1-Eyelet Tie, 
oodyear Welt, us McKay, Flexible Single 


3 to 8. Price . Heel, A and B, 4 to 8; 
° . ‘Saag Sole, uis Heel, A and 
C and D, 3 to 8. rox B, 4 to 8; Cand D, 3 to 8. 


$8.25 


Pric®.ss%ecn5's 


ARE YOU READY 
For EASTER 


Size up your Stock and 
order today 


Write or Wire 
4 + lip Nabe avert 1814—Women’s Dull 
a eather Pump, [urn, . i ial Pum 
Order Shipped Same luloid Louis Heel, A and potigy coment ac oH ee 
Day Received B, 4 to 8; C and D, 3 to 8. and B, 4 to 8; C and D, 


R. P. SmitH & SONS Co. 


. CHICAGO 
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SHOE made of NAVONOD 
CALF is clothed in character. 


Y ou instinctively know as soon as you feel the 
leather that the manufacturer has carried 
the same character and quality all through 
the shoe. 


“NAVONOD CALF 


is the outward evidence of quality within.” 


DONOVAN BROTHERS, INC. 


44-46 SOUTH STREET BOSTON 
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Business Opportunity 


For 


Salesmen and Selling Agents 


The attention of Salesmen and Selling 
Agents whether already established or 
those about to embark in business for 
their own account is called to our 
Merchandise Department in which we 
give assistance to them in their buying 
and selling transactions and Guarantee 
of their Credit. 


HOLZMAN Bros. 


Merchant Bankers ~ 
26 EXCHANGE PLACE NEW YORK 
ESTABLISHED 1884 


Accounts Receivable Discounted 
Mills, Manufacturers and Merchants Financed 

















EASY 


RITE 


THE MOST FLEXIBLE 
SHOE MADE 


FOR MEN 
GOODYEAR WELT 


CATALOG OF IN-STOCK STYLES 


NOW READY 
CIVILIAN SHOE CO. 


, MASS. 
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WABAL 


A NEW CREATION DISPLAYED BY 


SWOPE SHOE CO., St. Louis, Mo. & J 
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Sudge It by [ts llsers” 
New Castle Leather Company. Inc. 


NEW YORK 
MONTREAL, CAN. 
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Ready to Start Now 












































RETAIL SHOE SALESMENS INSTITUTE 


Conducting 


he &ducational dl Training Course 


“Retail ‘ie Ctiiece 
FOUNDERS 


NATIONAL SHOE RETAILERS’ ASSOCIATION 


Brooklyn, N 


BOOT a's! SHO! OF RE RECORDER, 
Boston, Mass. 
BRISTOL PATENT LEATHER CO., 
Boston, Mass. 
BROCKTON RAND CO., 
Brockton, Mass. 
re yen co., 
° o. 
ARTHUR L. EVANS, 
on, Mass. 
L. B. EVANS’ SON CO., 
Wakefield, Mass. 
FARNSWORTH, HOYT CO. 
Boston, Mass. 
HAZEN B. GOODRICH & CO., 
Haverhill, Mass. 
HAZEN-BROWN CO., 


Boston, Mass. 
HUNT-RANKIN LEATHER CO., 


nm, Mass. 
GEORGE E. KEITH co., 


nm, Mass. 
KEYSTONE LEATHER co., 
Philadelphia, Pa. 
MENIHAN CO., 
Rochester, N. Y. 
MORSE & BURT CO., 
Brooklyn, N. Y. 
A. E. NETTLETON CO., 
acuse, N. Y. 
PE MFG. CO., 
Boston, Mass. 
Lemay ~~ hae —* co., 


RICE 4 HUTCHINS, INC., 
Boston, Mass. 

SEAMANS & COBB CO., 
Boston, Mass. 

SELBY SHOE co... he 


Portsmouth, Ohio 
STETSON SHOPS, INC., 


Sout! outh, Mass. 
THE SHOE RETAILER, 

Boston. 
UNITED SH¢ SHOE MA MACHINERY co., 
UNITED STATES RUBBER CO. 


Jacksonville, Fla. 
L. S. oe me 


WILLIAM TILENE’S SONS co., 

Boston, Mass. 
R. H. FYFE & CO., 

Detroit, Mich. 
A. H. GEUTING CO., 
Philadelphia, Pa. 
GILCHRIST ST CO., 

n, Mass. 


w. C. GOODWIN” 


Fitchbur, 
—  ~ Sion HOE Ci co., 


Antonio, Texas 
F. A. GUINIVAN 
Philadelphia, P Pa. 
A. V. HOLBROOK BOOTERY CO., 
Columbus, Ohio 
A. H. HOWE & —— INS, 


Boston. 
JONES, PETERSON & NEWHALL CO., 
Boston ass. 
KRUPP & TUFFLY, 
Houston, Texas 
LEWIS & REILL : 


Scranton, Pa. 

JOHN A. *MEADORS & SONS, 
Nashville, Tenn. 
THOMAS of PEIRCE & SON, 
Providence, R. I. 

POTTER SHOE CO. 
Cincinnati, Ohio 

SHERRON SHOE CoO., 
Memphis, Tenn. 

Ww. G. SIM ONS CORP., 

artford, Conn 
SLADE. — SHOPS, 
oines, I 
STELLING- NICKERSON SHOE CO., 
ugusta, G 
VAILE oe C0., = 


VAN DECRIFT SHOE co., 
Los Angeles, Cal. 
VOLK BROS. CO., 
Dallas, Texas 




















New York, 
WIZARD FOOT’ APPLIANCE co., K. W. WATTERS CO., 


St. Buffalo, N. Y. 
E. T. waicHt & “CO. be W. W. WILLSON, 
ockland, Mass. 





















































Officially Endorsed By: 


National Shve Retailers’ Association; National Shoe Travelers’ Association; 


in addition to many of the State Associations of Retail Shoe Dealers. 


This story concerns every retail shoe salesman and dealer becat..:-- 





Give Us Trained Men! 
Retail Shoe Selling 


Demands Expert Service 


ROM successful shoe retailers all over 

the country the cry goes out for 
men and women to fill the better and 
more responsible selling positions. ‘‘Give 
us trained men,” they say. It is not a 
matter of salary, but one of training — 
the trained man, in proportion to his 
ability, can make his own terms. 


Looking Ahead 


This is an age of specialists — men 
who are experts in special branches of 
important work. The successful retail 
shoe salesman of the present and future 
will make himself a specialist and an 
expert in his field of work. 


He will know the subject of correct 
fitting and modern salesmanship. He 
will understand the processes of shoe 
manufacture and the special advantages 
of each from the standpoint of the custo- 
mer. He will know the materials used 
in shoes and their particular points of 
merit — all these things and more he 
will know intimately because they have 
a very direct bearing upon the quality 
and success of his selling work. 


Cashing-in on Knowledge 
As soon as the shoe salesman places 
his services upon a high level, so that 
the customer may consult him for advice 
and suggestion concerning style, service 


and fit, he will find himself in the same 
demand and of like importance with ex- 
perts in other fields of business life. 


The opportunity is here — now. 
Other men and women have taken ad- 
vantage of it and are “‘cashing-in” on 
their knowledge. They are collecting 
dividends in the form of larger salaries 
and greater customer satisfaction as a 


result of their better knowledge. 


Only now retail customers are begin- 
ning to realize the possibilities of greater 
service to be had in the way of proper 
shoe fitting and advice concerning 
styles and qualities. And what is 
more, the prospects of the future are 
unlimited! 


Are You Prepared to Move Up? 


The salesman who is ready to meet 
the demand by preparing to establish 
himself as a shoe expert, is assured of 
a future limited only by the standard 
of success he sets for himself. 


This is the opportunity. But the 
question to be answered is, “Are you 
ready?” 

Can you place your knowledge of 
your job on the same level with experts 
in other lines? And if not, what are 
you doing to insure a successful future 
for yourself? 





Planning for Success 


No longer is it necessary for the man 
or woman of purpose to grope around 
blindly in the dark to find the founda- 
tion upon which to safely build a 
future. The retail shoe business of 
the country is no longer in the pioneer 
stage. The path has been cut by the 
successful men who have gone before. 


You are enabled to begin your career 
with the benefit of their experience. 
You are now able to take advantage 
and to profit by their wide knowledge 
of the shoe business. 


The Course and What 
It Means To You 

The Training Course for Retail Shoe 
Salesmen offered by the Retail Shoe 
Salesmen’s Institute has for its one 
object to make experts of men and 
women, so that they may qualify for 
bigger jobs and for greater success in 
their present work. This Course offers 
you an opportunity to make yourself 
an expert shoe salesman. 


It not only points the way, but 
actually guides you to success in your 
work. 


Through the Course you are able to 
take advantage of the knowledge 
acquired from years of experience by 
men who have succeeded in every branch 
of the shoe business. They present to 
you the boiled-down facts of importance 
you must know to become ‘an expert. 


Are you ready to line-up and improve 
your lot by the help of these men who 
know and who have done things? 


Get Further Information 


No matter what your position is in 
the store, no matter where you are situ- 
ated, far or near, the Institute can serve 
and help you. Decide now to take the 
first step that will definitely place your 
feet on the “upward path.” Send today 
for the 60-page book, “The Road to 
Advancement for Retail Shoe Salesmen.”’ 
It will bring you full information con- 
cerning the Training Course for Retail 
Shoe Salesmen. 


RETAIL SHOE SALESMEN’S INSTITUTE 
727 ATLANTIC AVENUE, BOSTON, MASS. 


RETAIL SHOE SALESMEN’S INSTITUTE, 
727 Atlantic Avenue, Boston, Mass. 


Please send me, without obligation, a copy of “The Road to Advancement for Retail Shoe 


Salesmen.” 
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Insist on 


Snyder’s Leathers © 


We have made it possible for you to obtain 
Good Leather for your medium priced 
shoes at a reasonable figure 


-. Atlas Kid 


Black and Colors 
Ebony Cabrettas 
In 


Black and Colors 


For Men’s and Women’s 
Welts, Turns and McKays 


Largest manufacturers of semi chrome kid 
and cabrettas in the world 


H. 8. & M. W. Snyder, Inc. 


65 SOUTH ST., BOSTON 


Capital and Surplus over $1,000,000 
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GLAZED-MAT- COLORED | 
OR that luxury ‘appearance and silky softness that 
stamps a shoe with unmistakable quality specify 

HECO KID. 

HECO KID makes all the difference. 


TANNERIES 
BETHEL, CONN. NEW YORK 


SALESROOMS 





F. HECHT & COMPANY "=. New York City 
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CONFIDENCE 


in a product was never secured over 
night. One good shoe does not make 
a reputation. 


WEYENBERG SHOES FOR i 
SERVICE have proved themselves q 
for years and the public has learned : 
to know the worth of shoes bearing | 
the above Trade Mark. CONCEN-_.._} 
TRATE ON WEYENBERG iq 
SHOES FOR SERVICE. 


Dunham Bros. Co., Brattleboro, Vermont, are our 
New England Distributors if 











WEYENBERG SHOE MFG. CO. 


MILWAUKEE 0% WISCONSIN 
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STYLE 967 


DARK BOARDED RUSSIA BAL 


PRICE $9.25 


e e a natural pride in offering so 
factory a shoe as 


this. It emphasizes the efficienc 
“Barry” organization. Immediate deliveries. Single pairs 25c e 
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TD. BARRY COMPANY. 


1 ESSEX. STREET BROCKTON, MASS., U.S. A. 


ROOM 204 
ADDRESS ALL COMMUNICATIONS TO BROCKTON, MASS, 
YORK OFFICE 
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Famous American Shoes 
MADE WITH ‘i 


7 j) Barbour Grooved Endless Welting 3 


Number 2 in the Series 


The Fox Shoe 















Brown Kid Welt, 693 Last 4h 
4” 

B hy) 

A Mh, 





CHAS. K. FOX iW 
Haverhill, Mass. ! 











. og illustration is the second of a Hy: 


series of models from representative fi 
American shoe manufacturers who $i 
use Barbour Grooved Endless Welting i 










in their shoes. y 

A 
The far-reaching importance of high- fi 
grade, first quality welting is recognized Ni 
by manufacturers of this class. Ni 
Not the cheapest welting on the market, yh 
but the most economical and satisfactory Vi 






in final results. 
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PY MANUFACTURED BY yi 
Wik BROCKTON RAND COMPANY 7 
fy BROCKTON, MASS. 
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@r POLAR:KLOTH ~» 


gi Thevbite Shoe Cloth Par Excelence ly 
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STRENGTH 


Long staple combed white cotton only is used in the manu- 
facture of Polar-Kloth. Long staple cotton insures the 
initial strength of the woven fabric. 


' FINISH 


Bleached, mercerized and finished by a superior established process, 
resulting in a beautiful mellow white with a lustrous finish, with no loss 


of strength in the fabric. 


FINE FACE 


The use of long staple cotton makes possible a fine count three-ply combed yarn, 
closely woven to get weight, and produces a very fine faced fabric with individual 


character. 


EVEN WEAVE 


For over two years the manufacture of Polar-Kloth has been confined to one establish- 
ment. Only the most skillful and experienced operatives are employed in its production. 
This continued employment on one fabric has developed a manufacturing efficiency that 
reveals itself to our many satisfied customers. 


You can safely specify Polar-Kloth. Your manufacturer will not 
have to pay an excessive price 


Thomas, Lake & Whiton, Inc. 


Bedford and Lincoln Streets BOSTON, MASSACHUSETTS 
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ANOTHER CREESE 
& COOK CREATION 


TONY 


SMOOTH 
SPARTAN 


COLOR 335 


*, 


ye will find this worthy addition 


to our long list of successes 
shown very generally in the best new 
sample lines for Fall. 


The rich beauty of Color 33 is sure 


to win your approval just as it does 
that of every shoe man who sees it. 





WOLFENSTEIN xs SHANAHAN P.A.HENRY « CO. 
706 BROADWAY - CINCINNATLO. 


39 SPRUCE STREET 
NEW YORK LEATHER TRADES BUILDING 
ST.LOUIS, MO. 


CREESE &COOK CO 
oamectem > 


a CREATORS OF NEW CALF LEATHERS 


TANNERIES | ee 729  SALESROOMS 
DANVERSPORT WAS: . Norv 95 SOUTHST.BOSTON 
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LUCIUS BEEBE & SONS 


129 SOUTH ST. : BOSTON, MASS. 





VICI 
KID 


BLACK AND COLORED CHROME SOLE 
SHEEPSKINS FINDINGS . 











AYER TANNING CO. 
MANUFACTURERS OF 


RUSSIA CALF 


BOARDED AND SMOOTH 
BLACK AND COLORED SIDES 


CALF LININGS 
MAT CALF 
METAL CALF 
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G O O D have always been obtainable. At some price, a reason- 
ably satisfactory piece of cloth could always be had for 


SHOE LININGS | this purpose. 

















are in demand as never before. Manufacturers, Re- 
B E T T E R tailers, and Consumers are coming rapidly to appre- 
SHOE LININGS iate what an important feature this part of a shoe 
really is. 


have a double value: in that they not only eliminate 

B E S T trouble during the process of manufacture and subse- 

SHOE LININGS ent wear, but actually add to the value of a shoe by 
increasing its life in the support they give the leather. 






ES 










They will not simply be better, but they will look better: for the best in shoes today 
calls for the largest possible measure of style, as well as durability, in every part. 


DOUBIET WILL 


SHOE LINING 














W. H.HOLBROOK 207 SOUTH ST. 
COMPANY BOSTON.MASS. 
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meets every specification which can be demanded in the dest: and so we say 


IT IS THE BEST. 


Proper Construction has eliminated the lack of balance peculiar to all ordinary 
twills: which means more than could be told in a whole book. 















Strength to meet any emergency gives assurance of safety and support. 


IH NNH 










Volume of Cotton gives bulk, but not so much as to be unwieldly. 
Attractive Appearance to meet the most exacting demand for Style places it in a 
class by itself. 
By all these practical tests ‘DOUBLETWILL” Shoe Lining i is the Best. See it, 
and Test it, and be convinced. 

“DOUBLETWILL” Shoe Lining Is Made 

In But One Quality, Itis Sold Only 

By W. H. HOLBROOK COMPANY 
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FABRICS 


For many years 


we have originated, designed and manufactured 
the most popular shoe fabrics. 


You will always find it to your advantage to 
consult us, if you want something a little differ- 
ent—a little more stylish—a little better 


Casko Shoe Fabrics are especially made for 
shoes. They combine all the advantages of addi- 
tional style, strength, wear and beauty. 


We know our No. 31 White will be of 
unusual interest to you. Write us for a sample 
today. 

The line of Casko Fabrics includes the finest 
grades of cloth, canvas and _ satin for shoe outers, 
in any color—to match all leathers and also the 
best and strongest shoe linings. Write us today 
for full particulars. 


CASKO FABRICS CORPORATION 


Fourth and Arch Streets 
Pailadelphia, Pa. 
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MOORE- ATAFER’ 
' PHOE *°MFG °CO* 
BROCKPORT. N.Y. UA. 


NEW YORK OFFICE: GO6 MARBRIDGE BLOG., BROADWAY AT 34+ ST. 
JACK E. JESTER, MGR. 
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Don't use Doubttul 
White Leather. 
_ Select a White Leather 
Thats Right . i a 
Specity The Whitest Wiute LEVORS. 


G. LEVOR & CO, Inc. 


TANNERS OF CABRETTAS 
YORK me ava: ! 
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Plain Toe, Goodyear 
. Welted, Vici Kid. 









Stock No. 1350 
Strait Last 


Price $5.60 











Men’s Fine Kid 
Shoes—Well Un- 
der the Present 
Market. 


Now In Stock 
“[YfAPE by a firm of real 


shoe makers, the value 
of these shoes ‘is instantly ap- 
parent. 


Such shoes could not be made 
today within a dollar per pair 
of ‘our price. 


Because they were ordered six 
months ago and were delivered 
late is the only reason why we 
can offer them so reasonably. 


Atkinson-Blumenfeld 


COMPANY 
Specialists in Better Shoe Values 
170-172 Lincoln St., Boston, Mass. 








We sell in Case Lots only—24 pair to Case 


BOOT AND SHOE RECORDER 


Stock No. 1330 
Western Last 
O'Sullivan Heel, Good- 
year Welt, Cap Toe, Vici 

Kid 
Price $5.75 


Stock No. 1320 
Same as 1330 without 
Rubber Heel and with 
Arch Support Shank. 


Price $5.75 


Stock No. 1310 
Bunion Last 
Cap’ Toe, Genuine Kid, 
Goodyear Welt. 
Price $5.60 


Stock No. 1300 
Judge Last 
Genuine Kid, Goodyear 

Welt, Cap Toe. 
Price $5.60 
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[t takes 5,000 houses 


to shelter the workers 
who make up-to-date 
National Cash Registers 


HSE 5,000 houses are the homes of more 
than 25,000 people — a city in itself. 


They are good homes, too, because the workers 
at the N. C. R. factory are intelligent, skilled 
‘mechanics who are able to demand exception- 
ally good living conditions. 


The factory in which they work comprises 21 
modern buildings, providing over 40 acres of 
floor space. 


It has taken 35 years of the hardest kind of 
work to develop this tremendous organization 
—an organization engaged solely in the manu- 
facture of labor-saving machines that help 
merchants all over the world. 


The National Cash Register Company 
Dayton, Ohio 
Offices in all the principal cities of the world 
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Again we draw attention to the fact that our 


salesmen are about to start on their usual trips 
to take orders for 


Hosiery 





“Onyx” 


for the coming: Fall. 


They will endeavor to cover the entire territory 
and protect their customers to the fullest extent. © 


Conditions, however, have not improved, and de- 
sirable lines are liable to be sold up quickly and 
withdrawn from sale at any moment. 


Therefore we advise buyers to be. prepared to place 
their full orders at once when our salesmen appear. 


Emery & Beers Companylng, 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Chicago Office: 


Philadelphia Office: 
The Lytton Building 


1033 Chestnut Street 
‘210 Pearl Street, Mutual Life Building 


Buffalo, N.Y. 


Boston Office: 
31 Bedford Street 
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The Better Class 
Shoe Retailers 


say All America Shoes for men 
are satisfactory to their customers 
and profitable merchandise to sell. The reason 
is because All Americas are good shoes and 
carried in stock by our wholesale distribut- 
ing houses. : 


RICE & HUTCHINS 


Distributing Housés 


s New York Company The Rice & Hutchins Baltimore Compan 
Atlanta Company The Rice & Hutchins Chicago Compan 
8 Cleveland Company The Rice & Hutchins Cincinnati Company 
St. Louis Shoe Co. The Atlas Shoe Company Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc. 
20 High St., Boston, U. S. A. 











